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Agency anecuon you wil 0 doube, be ed tract with a 
are secking a General co! no dou interested in a contra 
ae which combines the advantages of aoa SERVICE’ POLICYHO LDERS and PROFITS TO = 
EN; one offering PARTICIPATING and WON-PARTICIPATING POLICIES to the Public 
and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is 
extended to INCLUDE THE PRODUCER. 
“THE PRESENTATION” 
The Central Life offers a wide range of pte: including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
SERVICE TO POLICYHOLDERS 
Dividend factors: Mortality woes, WD. 


Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12. 


While a stock company, its profits to stockholders are limited by its charter. Present non-participating 
policies provide for dividends after they are paid up—retro-active as to 7 i 
SERVICE TO AGENCY ORGANIZATI 


Practical cappeeption from the Home Office, —y proven methods; a free educational course to agents 
and ¢ organization plans for General A 
Years record, 274 27% i increase in paid for business over that of 1925. 


In common with many other ns upene campaninn, the Central Life offers a salable one 
ice to policyholders—a clean record, a no A range Of policies and excellent dividend factors. It also 

offers what is IRRESISTIBLE—a contest providing an OVERWRITING commission adequate to take 
care of the OVERHEAD one which will enable the General Agent to attract and hold desirable men 


and still operate UPON A PARTICIPATING BASIS. 

General Agency ities 2 Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 
W. ROLLA WILSON, S. B. BRADFORD, Secy. 

Vice-President & Ageacy Director 
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In 1926 
Michigan— ANOTHER ONWARD 


—_ a MARCH YEAR 
lave some exceedingly good terri- 


tory open for General Agents who de- 
sire to build for themselves a permanent 
and profitable business. 




















Total of new Life Insurance issued, 
increased and restored (paid-for) 


Sales Resistance Is Broken | for 1926: 

and our Agency Staff increase their sales through the | $158,331, 102 

use of our “Special Sales Folio” which contains selling 

charts in connection with the following policy contracts. Last year was the eighth consecutive 
1 Now- Medical & Female Insurance | year in which this Company has 
a Mendéy Precio © ie Podibadns | shown a gain in new paid-for 
< forme Pelicies 2 Sub-Seandard | business over the preceding year. 

had » Irony — ation wr prey a open in Illinois, Total of life insurance in force on 

7 oe nee wee - December 31, 1926, was: 

$909,479,363 


“Grow With Us”’ 
Abraham Lincoln Life Insurance Company BANKERS LIFE COMPANY 
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_ REPORT OF LIFE PRESIDENTS ELECT STRUDWICK CHAIRMAN 
Gives the Status of the Holders — a Was Subject of Discussion at 
of the Old Assessment Ordinary Life Insurance Shows a Gain Excellent Growth of Richmond Com- Annual Sales Congress in 
Certificates of 2.8 Percent as Compared With pany Noted—New Directors New York 
7 Similar Month in 1926 Added to Board ‘ 
NO IRREGULARITY FOUND é eins NEED DEFINITE APPROACH 
NEW YORK, Mar. 17.—17 tota RICHMOND, VA M _ 
——__~ new business written | the life co ind A. Saunders was « : c : 
, panies during February totaled $879 the Atlantic Life this week, su . * 
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vainst the company at Des Moines, by ae Onn F, cs “wate ~ 
12 old assessment members, claiming f 48 perce Ny r 
hat the sums set aside for the benefit « unted t S207 UU as 2 
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VALUE OF SETTLEMENT 
OPTION EMPHASIZED 


—_—— 


DISCUSSED BY VAN ARSDALL 





Educational Leader of Equitable Life 
Was Speaker Before Kansas City 
Life Underwriters 


KANSAS CITY, MO., March 10.— 
Dr. George B. Van Arsdall, head of the 
educational staff of the Equitable Life 
of New York, addressed the Life Un- 
derwriters Association of Kansas City 
on “The Value of Selling Settlements,” 
at its last meeting. 

In introducing his subject Dr. Van 
Arsdall said that selling settlements was 
selling to the prospect the maturity of 
the policy and the distribution of the 
money. 

Price Should Be Avoided 


“Don’t talk price to your prospect,” 
said Dr. Van Arsdall. “No one likes to 
think about what he is paying for a 
thing. The joy in what you are buying 
comes from the joy which you are go- 
ing to receive from your purchase, and 
not in the price which you are paying 
for it. Therefore the important thing in 
selling life insurance is to make your 
prospect see and enjoy what his life 
insurance is going to do in providing 
for his family after he is gone. When 
a man sees this he forgets the burden 
of the payment of the premiums in his 
eagerness to make provision for his de- 
pendents. 

“There are four things which a pur- 
chaser asks himself when he buys a 
thing: What will this thing be when it is 
delivered? What will it do? Do I need 
to have the thing done for me which it 
will do? How shall I manage this thing 
after I get it in order to make it of the 
greatest service to me? After these four 
questions have been answered, the pur- 
chaser is in a position to consider the 
price.” 

Should Stress Settlements 


Mr. Van Arsdall pointed out four ad- 
vantages to the policy-holder of selling 
him settlements, or stressing the ma- 
turity and delivery of the policy: 1. 
It is the only way for him to judge 
whether he has the amount of insurance 
he ought to have; he can not judge by 
the premium, but he must apply what 
he has to the problems of his family and 
of his business after his death. 2. For 
the insured to arrange the settlements 
on his policies is the only way he can 
give to his family the benefit of his 
judgment as to how they shoul 1 manage 
the money he leaves them. 3. Seeing the 
settlements, or seeing his insurance in 
action, furnishes him with the courage 
to buy, when otherwise he would not be 
willing to take on the responsibility. 
When a man takes the insurance he has 
and applies it to the problems of his 
family and sees the inadequacy of it, 
he has the courage to assume a much 
greater premium than he would if that 
was all that was stressed in selling him. 
$. It enables him to enjoy his insurance 
rather than thinking of the payment of 
the premiums. 


Five Advantages Given 


‘There are five advantages to the 
salesman in selling settlements,” the 
speaker pointed out. “First, it gives 
him the right mental attitude. Instead 
of having sympathy for the man when 
he says he can not afford more insur- 
ance, the salesman should have sympa- 
thy for the man’s family. In the second 
place, the life underwriter is entitled 
to the enjoyment of the satisfaction 
which comes from rendering a service 
to his clients. Selling settlements, in 
the third place, sharpens the salesman’s 
ability to diagnose, prescribe and close. 
Fourth, it enables the salesman to im- 
part to the prospective buyer the will 
power he may lack in buying. And last, 


it increases his sales by furnishing the 
buver with the kind of satisfaction that 
creates dissatisfaction. 


In contemplat- 
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HOMER GUCK GOES TO 
THE UNION TRUST CO. 


LEAVING THE DETROIT LIFE 


Has Been Appointed Director of Public 
Relations of the Well Known 
Banking Institution 


Homer Guck, assistant to the presi- 
dent of the Detroit Life, has been ap- 
pointed director of public relations of 
the Union Trust Company of Detroit. 
He succeeds Wayne W. Putnam, who 
has become assistant secretary. Mr. 
Guck is well known to insurance men 
and at the last annual meeting of the 
American Life Convention in Detroit he 
made himself famous as looking after 
many of the details for the companies. 

Mr. Guck is a former newspaper man 
and during the Cuban war acted as cor- 
respondent of the Detroit “Journal” 
during the entire Spanish-American war. 
He returned home and took a course at 
the University of Chicago. Later he be- 
came managing editor of the “Daily 
Mining Gazette” of Houghton, Mich. 
Later he was made vice-president of the 
publishing company. He served as as- 
sociate professor of English at the Mich- 
igan College of Mines while engaged in 
newspaper work at Houghton. He took 
his position as assistant to the president 
of the Detroit Life in 1920. He will 
continue to serve as a director of the 
Detroit Life. 

The Union Trust Company of De- 
troit has come into great prominence 
because of its progressive advertising 
of life insurance trusts. John A. Rey- 
nolds, vice-president of the Union 
Trust, has addressed life underwriters 
on different occasions. He has pointed 
out what cooperation should exist be- 
tween life insurance and trust com- 
panies. He has been a very construc- 
tive force in promoting life insurance 
and trust company service. 


ing with satisfaction the provision which 
he has made for certain things, he thinks 
also of the things unprovided for, and 
this dissatisfaction leads him to increase 
his insurance for certain purposes.” 

A. C. Coburn, district manager at 
Chillicothe, Mo., for the Mutual Life of 
New York, followed Dr. Van Arsdall, 
taking the subject, “The Gospel of Dis- 
content.” Mr. Coburn showed by ex- 
amples from history that all the great 
movements and events of the world have 
been brought about by discontent with 
present conditions. It is this force of 
discontent which spurs men on to the 
greatest accomplishments. It is the 
reason for ambition. 


Commissioners Convention 


Arrangements are now being com- 
pleted for the spring meeting of the 
executive committee of, the National 
Convention of Insurance Commissioners 
at the Jefferson hotel, Richmond, Va., 
May 2. Owing to the interest in the 
meeting it may be decided to make it a 
general meeting of the organization. A 
number of important questions are com- 
ing up and many of the state supervis- 
ors declare there should be a meeting 
of the organization as a whole. 


Simplifies Term Writing 

Since the Mutual Life of New York 
discontinued all its term policies but the 
renewable one-year term policy and the 
automatic conversion policy running up 
to five years its term writings have been 
more simplified. Under the automatic 
conversion policy, an assured elects at 
the time of taking out the policy when 
he wants to convert it, the last year 
being the fifth. The Mutual Life figures 
that if a man wants a term policy he 
will take it out temporarily and he 
should be able to convert it within five 
years 





WILBUR “WYNANT BACK 
OF A CHICAGO COMPANY 


FORT DEARBORN TO START 


Group of Business Men Take the First 
Step in Establishing a Life Insur- 
ance Institution 


Wilbur Wynant is the main insurance 
factor in the organization of the Fort 
Dearborn National Life of Chicago. He 
is temporarily located in the McCor- 
mick building. The initial step in form- 
ing a formal organization was taken last 
week at a dinner when a number of men 
gathered together to discuss the possi- 
bilities of a new company. 

Mr. Wynant announces that the com- 
pany will not be promoted along the 
usual professional lines, but the stock 
will be taken by members of the organi- 
zation committee and their friends. 
The company will start with $100,000 
capital. The par value is $25 a share 
and each will be sold at $35. When the 
shock is all subscribed it is proposed to 
increase the capital another $100,000. 
The additional stock will be sold at a 
higher price. When the company will 
have $200,000 it can write accident and 
health as well as life insurance. 


Men Behind the Company 


Among those present at the prelimi- 
nary meeting were Fred Silsbee, an at- 
torney who acted as chairman of the 
meeting; George W. Burt, Quinby Cof- 
fee Company; J. C. Gray, Jewell Belting 
Company; H. E. Hughes, Continental 
Bridge Company; John Hurlbut, John 
K. Tomlinson Company; J. Henry 
Hicks, John K. Tomlinson Company; 
George F. Hoag, Continental Bridge 
Company; William F. Jensen of Jerems 
& Co.; W. E. Knox, Commonwealth 
Edison Company; James W. Mowrey, 
Security Rubber & Belting Company; 
H. E. Dinnie, Henry Dininger; Dr. D. 
M. Willard, dentist; Harvey Wood, at- 
torney, Illinois Commerce Commission; 
W. H. Wilton, printing; C. L. Acker- 
man, Illinois Commerce Commission. 
An organization committee consisting 
of 30 men was established. 


Wynant Is Chairman 


It was announced that there would 
be another dinner held some time before 
April 1, at which it is proposed to have 
the entire 4,000 shares subscribed. Wil- 
bur Wynant is chairman of the organi- 
zation committee. Mr. Silsbee, secretary 
and attorney, and James M. Mowrey, 
treasurer. 

Mr. Wynant started his insurance ca- 
reer with the Michigan Mutual Life as 
a salesman. He assisted in organizing 
the Cleveland Life. He organized the 
Toledo Life and was its president. He 
also served as president of the Gary 
National Life until it was sold to the 
Chicago National Life. 


William Vansickle 


President Ethelbert Ide Low and Su- 
perintendent of Agencies James A. Ful- 
ton of the Home Life of New York at 
tended the luncheon given in Detroit 
last week to William Vansickle, general 
manager for the company for Michigan, 
in celebration of the 40th anniversary 
of his connection with the company. 
Entering the employ of the company as 
office boy at the age of 14 Mr. Van- 
sickle later became cashier in the com- 
pany's Detroit agency and for the past 
29 years has been general agent for 
the state. During that time he has been 
the leading general agent of the com- 
pany 13 times. In paying high tribute 
to Mr. Vansickles long and able service, 
president Low presented him with a 40 
year service bar. Superintendent of 
Agencies Fulton spoke of the changes 
that have occurred in the life insurance 
world during Mr. Vansickles’ career and 
outlined the characteristics and quali- 
fications necessary for the up to date 








life underwriter of today. 


INSURANCE LIBRARY MAY 
BE MUCH ENLARGED 


PLAN AFOOT FOR CHICAGO 


Present Institution Is Now Devoted 
Entirely to Fire and Casualty In- 
surance Service 


Life insurance men are interested in 
a project that may result in a large in- 
surance library being expanded in Chi- 
cago to include life insurance. The in- 
surance library in the Insurance Ex- 
change is an old institution that has 
been conducted under the auspices of the 
Fire Underwriters Association of the 
Northwest. It has two librarians, Mrs. 
Edith Y. Wetmore, the chief librarian, 
and an assistant, Miss Jane Luce. The 
Chicago Board of Fire Underwriters has 
taken over the library and will finance it. 
At the present time its books, pamphlets 
and other matter are all devoted to fire 
and casualty insurance. 

The librarians find that there is a big 
demand in Chicago for a life insurance 
library, both on the part of agents and 
the public. General Manager Ernest 
Palmer of the Chicago Board is now 
considering a proposition to enlarge the 
library to include life insurance and 
thereby extend its service and useful- 
ness. There is no life insurance library 
of any movement in Chicago. Naturally, 
life insurance literature has assumed 
vast importance in recent years. There 
are hundreds of good life insurance 
books. There is current material pro- 
duced all the time of great value both 
to the public and to the fraternity. Un- 
doubtedly, the life insurance companies 
and general agents would welcome a 
movement of this kind. 

The library is to be moved to the 22nd 
floor of the Insurance Exchange. The 
Insurance Exchange is in a good loca- 
tion. Hundreds of people go to the 
building seeking information about in- 
surance of all kinds. If they can be 
directed to the insurance library for life 
insurance knowledge a vast amount of 
good will be accomplished. Many people 
will be able to get direct information 
regarding insurance. 





Three Excellent Records 


A recent analysis made by the Bank- 
ers Life of Iowa of the records of its 
$200,000 Club reveals that over a period 
of 10 years, beginning in 1917, three 
salesmen have been fully qualified mem- 
bers each year. The three men are Fred 
Thorberg of the Madison, Wis., agency; 
B. T. Childress of the Dallas agency, 
and W. A. McKinney of the Decatur, 
Ill, agency. During the decade of 
$200,000 Club membership, Mr. Thor- 
berg achieved production of more than 
$1,000,000 in two years and wrote busi- 
ness in excess of $500,000 in seven 
years. Mr. Childress likewise has had 
seven yearly productions of more than 
$500,000 and in one year, 1926, reached 
the $1,103,000 mark. 





Big Farm and City Loans 


In February the John Hancock Mu- 
tual Life accepted nearly $5,000,000 ot 
farm and city loans. The actual amount 
was $4,713,543, divided § as follows: 
$3,167,305 on 479 farms, $1,546,238 on 
118 city properties of which 98 were 
dwelling houses and 16 apartment 
buildings, housing 279 separate families. 
The loans on this class of property, in 
January amounted to $4,375,000, making 
nearly $9,100,000 on this class of loans 
thus far in 1927. 


Indian Is Insured 


Jonas M. Poweshiek, chief Me-Sha- 
Ma-Ta-Qua of the Tama Indians, is th 
first full blooded Indian policyholder of 
the Bankers Life of eae 1. The chief's 
application for a $2,000 policy has been 
approved and issued. He was born on 
the Tama reservation 32 years ago. H: 
is now employed as a caretaker at the 
state historical building. 
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HEALTH AND ACCIDENT 
CONFERENCE MEETING 


Uniform Policy Phraseology One 
of Big Topics at Mid-Winter 
Session in Chicago 


PAY HONOR TO BRACKETT 


Position of Treasurer Combined with 
That of Executive Secretary by 
Amendment of By-Laws 


lhe importance of service and the 
necessity for the establishment of better 
public relations was made the keynote 


at the opening session of the mid-winter 
neeting of the Health & Accident Un- 
Conference, opened 


derwriters which 


luesday in Chicago. That message was 
brought to the conference in an address 
by W. F. director 


of public relations of the Middle West 


Vivian of Chicago, 


Utilities Company. 


Tells What Means 


“Service” 


In introducing the speaker President 
W. T. Grant referred to the importance 
of this problem to the health and acci- 
dent business, and expressed the wish 
that “We could say that the public 
believes in accident and health insurance 
as we do.” Mr. Vivian told of the de- 
velopment of the public utilities to the 
point where they came to feel the 
necessity for having the people they 
serve understand them. He gave some 
very graphic definitions of service and 
vhat it does. 

He also condemned in no uncertain 
terms the tendency toward government 
encroachment on business, declaring thaf 
the sole function of government was to 
govern. 

\ program of unusual merit 
attractions which Chicago always has to 
offer combined to bring out an especially 
good attendance. 

President Grant in opening the 
sion called on C. M. Cartwright of Tut 
NATIONAL UNDERWRITER to give the ad- 
dress of welcome. The response was by 
E. J. Faulkner, president of the Wood- 
men Accident of Lincoln and first vice- 
president of the Conference, who said 
the Conference members were always 
come to Chicago and that so 
was concerned he would like 
o see it made the permanent mid-win- 
er meeting place. 


and the 


ses- 


glad to 
far as he 
for Brackett 


Special Memorial 


In view of the peculiar position held 


by C. H. Brackett, who died the past 
week and who had acted as treasurer 
of the Conference for 16 vears, Pres! 
dent Grant named a special committee. 


which is not only to offer resolutions to 


Mr. Brackett’s memory but also pos- 
siblv a suggestion for some suitable me- 
morial. He selected as members of that 


committee T. Leigh Thompson of the 
National Life & Accident, J. S. Irish of 
he lowa State Traveling Men's and A 


t 


1. Alwin of the Minnesota Commercial 
Men's. 
Mr. Brackett's death brought out the 


fact that no provision was made in the 


constitution and bv-laws for the filling 
or vacancie s caused by death To meet 
this situation an amendment was re- 


ported by the by-laws committee, C. O. 
Paully, chairman. under which provision 


was made for filling vacancies in the 
elective offices. It was considered ad- 
sable to concentrate the treasurer's 
work in the executive offices in Chi- 


vo and another proposed amendment 


ombined the office of treasurer with 
that of executive secretory These 
amendments were adopted by the Con- 
“ReaRaENS: 

lohn E. Ahern, secretary of the acei 


dent department of the Travelers, in 





LIFE 


NEW YORK LIFE GIVEN 
CLEAN BILL OF HEALTH 


REPORT OF THE EXAMINATION 


Company Is Commended by the New 
York State Insurance Department 
After Year's Probe 


New York department has made 


report of the examination of 
York Life. It started Nov. 17, 
925, and was completed Dec. 15, 1926 
report covers 127 foolscap pages 
Every three years the New York de 
partment makes a thorough examination 
of the company. The conclusion of tl 
chief examiner is as follows 

‘A valuable contribution to the need 
of the insuring public was made during 
the preceding three years in the placing 


ic 





of such a substantial amount of life in 
surance on the books of the company, 
as shown by its policy account \ very 
small amount of insurance was written 
on the term plan, its principal business 


being transacted on the life, limited pay- 
ment hfe, and endowment form 
Policyholders Benefitted 


“During this period the policyholders 
also have materially benefited on account 
of the favorable mortality experienced 
by the company; by reason of the sub 
Stantial appreciation in market-value of 
securities and by the successive increases 
in annual dividends declared for each of 
said vears. At the same time m 
been accomplished in hberalizing and 
clarifying the provisions of the com- 
pany’s policy contracts 

“Notwithstanding the distribution of 
substantial sums for dividends and _ the 
liquidation of practically all of the funds 


uch has 


held awaiting apportionment under de 
ferred dividend contracts, the company 
at the close of the period under review 
had attained an exceptionally strong 





financial position. In its financial state- 


ment its assets have been valued on 
a most conservative basis, particularly in 
the valuation of securities It set up 


ample reserves to meet all c 
Its surplus for the protection of its 
tracts is the maximum surplus permitted 
by law.” 


mtingencies, 


con 


and 


defi 


Accident 
very 
most im 


his address on “Some 
Health Problems” gave some 
nite advice on several of the 
portant underwriting questions affecting 
the business today, backed up with fig 
ures from the experience of own 
company and of the Bureau of Personal 
Accident & Health Underwriters, of 
which he has served for two ye: 
chairman. 

He declared that experience showed 
that an increase in rates on accident in 
surance ior certain occupations was 
necessary, stating that occupations 
which appear to have an extra exposure 
to the automobile hazard should in many 
cases no longer be placed in the 
ferred class. He also referred to 
necessity for some grouping 
of. risks of occupation for health insur 
ance, showing that there are certain 
occupations in which the health hazard 
is particularly high. 


his 


sort otf a 


Reduction in Classifications Opposed 


He opposed very strongly any mat« 
rial reduction in the number of accident 
classifications, declaring that the basing 
of rates for accident insurance on 
pation is basically sound, and reviewing 
in considerable detail the experience of 
his company with the various classifica 
tions. 


occu 


He declared that the question of in 
creased rates for accident insurance at 
the older ages should be given serious 
consideration, reviewing the reasons 


why the older risks are more subject t 
accident and are more likely to have a 
longer period of disability and also cit 
ing some detailed figures in support of 
his contention 

He took up the question of the to 


INSURANCE 


EDITION 


_ANOTHER MILLION HAS 
BEEN TAKEN OUT BY DAY 


NOW CARRIES OVER _ $3,000,000 
New York Realtor and Director of 


Metropolitan Life Pays Annual 
Premium of $100,000 


NEW YORK, 
Dav, a director of 
and one ot the 

operators im 


March 17.—Joseph P 
Metropolitan Life 
best known 
the country, 
the 12 most 


the 
largest and 
real estate 
joined the select group ot 
he insured men in America 
last week by taking out additional lite 
totaling $1,401,000 through the 
Beach Company, life insur 
experts. With this 
$1,401,000, which 
was placed in 21 companies, the largest 
amount being taken by the Mutual Life 
|} of New York, Mr. Day now has a total 


050.000 in torce on s lite 


avily here 
mMmsurance 
George H 
ance and estate 


tional insurance of 
] 


addi 


Began in 10911 
Mr. Day, 


estate 


who is perhaps most famous 
tioneer, has en‘oved 
poverty and 
and an 


shift 


as a real auc 
la menal rise from 
hardship Left 
orphan at 13, he 


phen 
fatherless at five 
was compelled to 


child, beginning 





for himself as a mere 
his business career as an office boy at 
$1.92 a week While still young and 


relatively poor, he resolved that one day 
he would possess a $1,000,000 life insur 


ance policy so that his children would 
| not have to ‘struggle against the almost 
hopeless odds which faced him in his 
early lite In 1911 he took out his first 
policy with the Mutual Life of New 
York and within three months increased 
his msurance to $150,000 His next 
policy was taken out two vears later in 
the Metropolitan Life for another 


$150,000 


Annual Premium $100,000 


With the exception of a few endow 
ments, all the insurance on Mr. Day's 
life is on the ordinary basis, the yearly 
premium approximating $100,000 rhe 


beneficiary of the additional insurance 
taken out last week is the firm of Joseph 
P. Dav, Inc., the success of which de 
| pends largely upon Mr. Day's own in 
dividual knowledge, experience and 
ability Che premiums are paid by the 
corporation, but it has been arranged 
that his heirs may, if they wish, buy out 


the corporation’s rights in the policy at 
some future time The premium pay 
ments constitute part of an agreement 
that has been drawn up to effect cet 


tain stock transfers in the corporation 
That Mr. Day has been largely per 
suaded to buy so much life insurance 
because of a wish to provide ample 
liquid funds for his heirs at his death t 
offset his great non-liquid investments 
in real estate 1s another admirable illus 
tration of the flexibility and adaptability 
of life insurance to meet widely dittere 
perso! al and business needs 


disability clause in accident policies, and 
without making definite recom 
mendation suggested that the question 
of defining what permanent 
and total disability given ser 


any 


constitutes 


should be 


ous attention 

». J. Faulkner of the Woodmen Acci 
dent presided at the round table session 
on “Waiting Periods” Tuesday after 
noon and the subject was discussed by 
F. I Barnes of the Sentinel Life (;us 
taf Lindquist of the Travelers Equita- 


the Provident 


Life & Feffer of the 
Abraham Lincoln Life, EF. (¢ Budloneg 
of the Federal Life and B. P. Scott « 
the Liberty Life of Topeka 


Twe Talks on Advertising 


Speaking at Wednesday 
session on “The Demand for Insurance,” 
R. W. Faulkner, publicity 
the Woodmen Accident, made a 
plea for greater advertising of 

(CONTINUED ON PAGE 36) 
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strong 


aceidet 


director of 





PICTURES INSURANCE 
AGENT OF TOMORROW 


James A. Fulton, in New York 


Sales Address 
Looks Into Future 


Congress 


OBJECTIVE VISION NEEDED 


Agent Must Analyze His Present Work 


and Adapt Himself to 
His Ideals 
NEW YORK, March 17.—"The Life 
Insurance Agent of Tomorrow” was the 
subject treated by James A. Fulton, 
superintendent of agencies of the Home 


remar kable ad- 


New 


dre ss be tore 


Life of York, in a 


seventh annual one-day 


the 





JAMES A. FULTON 


Superintendent Agencies, Home Life 
sales congress held here last week by 
the New York Life Underwriters Asso 
Clation 

Remarkable Change Seen 

‘It is a little less than 20 years ago, 
said Mr. Fulton, “since I first took a 
rate book and started out to sell life in 
surance 1 have seen a good many 
changes in that time Those of you who 


have been in the business anything like 






that length of time will realize the great 
change which has come about 1 re 
member when | started out | was a 
youngster in the business I was with 
a small and young company, and the 





way we used to hammer each other, the 
representatives of other companies and 
myself, was a caution 

“We have come a long ways since 
then The sale of life insurance is a 
far easier thing The attitude of the 
public is a far different thing 1 hear 
people say sometimes that the changed 
attitude of the public is bringing a new 
and different type of man into the life 
insurance business. I would put it the 


other way I believe a new and different 


type of lite imsurance salesman has 
brought about a changed attitude in the 


mind of the public toward life insurance 
Agent Is Ranking Citizen 


‘The new man who dominates the pic 
ture in the life insurance 


taking his place along with 


business is 


the lawyer, 


and the doctor and the banker in the 
eyes of the community 

“I don’t pretend to be a prophet nor 
the son of a prophet, but I am going 
to give you just a few observations as 
I see it of what the life insurance sales 
man today and tomorrow must be if he 


(CONTINUED ON PAGE 37) 
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Indiana 


The Springfield Life Insurance Company is now 
changing its method of operation in Indiana. For 
the Live, Wide-Awake Producer there is an oppor- 
tunity to get in on the GROUND FLOOR and 
secure a REAL GENERAL AGENCY contract di- 
rect with the Home Office. 


Openings Are Now Available At: 


Gary Anderson South Bend Terre Haute 
Fort Wayne Indianapolis Logansport Richmond 


Lafayette Columbus Kokomo Vincennes 
Marion Evansville Muncie New Albany 


Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 
Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOWMENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


Cc. HUBERT ANDERSON 
Superintendent of Agencies 











UNDERWRITER 


HAS NO DESIRE TO BE A 
LEGAL RESERVE COMPANY 


WANTS ITS POWERS EXTENDED 
General Attorney of Woodmen of the 
World Says Fraternal Prefers Its 
Present Status 


OMAHA, NEB., March 16,— The 
Woodmen of the World does not want 
to become a life insurance company ac- 


cording to D. E. Bradshaw, general at- | 


torney for the fraternity, in a statement 


issued to the press of Omaha. The | 


statement follows a general discussion of 
house roll 69 or the co-operative non- 
profit life benefit association bill. The 
house committee voted last Friday to ap- 
prove the bill for passage. The bill ac- 
cording to many legislators permits the 
Woodmen to change from a fraternal to 
a legal reserve company. Mr. Bradshaw 
commented in part as follows: 


No Desire for Change 


“The bill provides that any organiza- | 


tion, if it so desires, may become a co- 
operative non-profit life benefit associa- 
tion, provided it maintains reserves 
based upon the American experience 
table with a 4 percent interest assump- 
tion on all of its future business and 


then it may write a closed contract and | 


it also may write the same business that 
is now being written by the stock life 
insurance company and the mutual life 
insurance company. 

“No fraternal society, so far as I 
know, desires to become a legal reserve 
life insurance company. The two largest 
societies in Nebraska, 1 know, do not 
desire to become life insurance com- 
panies, but they do desire to have laws 
favorable to the proposition that they 
may write any person and may write a 
closed contract. Had any fraternal 
society in Nebraska desired to become 
i legal reserve life insurance company, 
it could have become such long ago 
under existing laws. A false statement 
has been repeatedly made that it is the 
desire of the officers of the Woodmen of 
the World to become a life insurance 
company. I am certain that there is not 


a single officer of the Woodmen of the | 


World which desires that institution to 
become a life insurance company. On 
the contrary, | know that every officer 
of the society desires that it shall not 
become a life insurance company. 


Would Enlarge Scope 


“The largest financial institutions 
carrving on the business of fraternal 
societies are domiciled in Nebraska. 
They are maintaining reserves on all of 
their business in an amount that would 
enable them to come under the provi- 
sions of the proposed bill as cooperative 
non-profit life benefit associations witha 
representative form of government. No 
member would ever be disturbed. No 
lodge would ever be closed. No state or 
ganization would be interfered with. The 


representative body would continue as | 
heretofore. The only effect would be to | 


vive such societies the legal authority to 
write a larger class of life insurance and 
to write a closed contract.” 


“Phoenix Day” at Hartford Ad Club 


Winslow Russell, vice president of 
the Phoenix Mutual Life, addressed the 


Hartford Advertising Club at its last | 
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SULLIVAN STARTS NEW 
SERVICE ORGANIZATION 


CONTINUES IN ADVERTISING 
| Resigns as Vice-President of “Insurance 
Field” and Will Return to 

New York City 


Edwin L. Sullivan, who has been vice- 
president and advertising manager oj 
the “Insurance Field” for the past two 
vears, has resigned to start his own 
| advertising service organization in New 
York City. He plans to specialize in 
advertising service for insurance com- 
| panies to embrace every phase of adver 
tising activity employed by such com 
panies. 

Mr. Sullivan was for more than five 
years advertising manager of the Home 
of New York. He was one of the or- 
| ganizers of the Insurance Advertising 
Conference and served as vice-president 
of that organization at the time he leit 
| New York to join the “Insurance Field.” 

Before entering the insurance busi- 
ness Mr. Sullivan had a wide experience 
in general advertising including four 
| years as assistant advertising manager 
| of the Atlas Portland Cement Company. 
He plans to open offices in New York 
around April 1. 


' 
Signs New Jersey Bills 

Governor Harry A. Moore of New 
Jersey has put his name to the following 
| bills affecting the life insurance busi- 
ness: Senate Bill No. 49 permits domes- 
| tic life companies with reserves in ex- 
| cess of $500,000,000 to set aside a reserve 
| to meet abnormal mortality losses and 
| to cover depreciation ol securities. Sen- 
| ate Bill No. 58 permits domestic insur- 
| ance companies to invest in foreign 
| country securities to amount of policies 
issued by them in that foreign country. 
Senate Bill 103 defines group insurance 
House Bill 76 allows salaried officers of 
domestic insurance companies to paritci- 
pate in retirement allowances now 
| granted to clerks. 

Senate Bill 49 affecting only those 
| companies having policy reserves ex- 
ceeding $500,000,000 computed at a 
higher rate of interest than 3 percent per 
annum, provides that 6 percent of the 
increase of such reserves shall be set 
aside each year until the total amounts 
to 5 percent of all reserves, such amount 
so accumulated to constitute a special 
reserve fund to be used only with the 
written consent of the commissioner of 
banking and insurance for the sole pur- 
pose of liquidating abnormal mortality 
losses and absorbing unusual and ex- 
cessive depreciation in security values. 
When the mortality losses in any sin- 
gle year exceed 110 percent of the av- 
erage mortality for the preceding five 
years the company may draw against 
the special reserve to cover the excess 
by submitting proofs to and securing 
the approval of the insurance commis- 
sioner. The special reserve may also 
be drawn against to cover depreciation 
of assets and losses upon realization 
thereof, after the commissioner has been 
satisfied by proof of the fact that such 
depreciation and losses during any one 
year are in excess of 25 percent of the 
surplus of the company at the end of 
| the previous year. 





Examing the Franklin Life 


noon meeting, which was known as | 


“Phoenix Day.” The company’s film 
was shown, illustrative of its sales train 
ing methods, which was supplemented 
by remarks by Mr. Russell urging cor 
porations of all kinds to train their men 
more intensively, more scientifically and 
to proceed for quality rather than vol 
ume. The two men who assisted in the 
producing of the popular film, Leon 


Soper, manager of the sales promotion | 


| 
department, and Cyrus Stevens, adver 
tising manager, are both officers and 
active in the Hartford Advertising Club 


The Illinois department is making an 
examination of the Franklin Lite of! 
Springfield. Chief Examiner A. Dwight 
Hloy and his assistants, Messrs Klop 
penburg, Conover and Greer, are repre 
} senting Illinois. Missouri is participat 
ing in the examination with Consulting 
Actuary Alexander ( Good of St 
Louis 


} J. A. Todd, general agent at Okla 

homa City for the Central Life, is a 
| candidate for councilman from the first 
| ward 
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THE CHANGING ORDER 


Few people realize how completely the age of individuality in living has passed 
away. 

Not so long ago the farmer raised everything that his family ate, except 
sugar, tea and coffee, and some made their own sugar and a coffee of sorts 

He and his wife and the boys and girls manufactured nearly everything they 
wore. That was independence, but it made life hard and narrow 

At first slowly, then very rapidly, the great change has come. Everybody is 
a specialist, and everybody depends on others. Life has become co-operative 

As a result the producing individual becomes increasingly powerful and 
valuable. But tragedy and disaster usually follow his premature death or dis- 
ability. 

Through death or disability the producer defaults in the co-operative con- 
tract and, so far as his dependents are concerned, the entire social program breaks 
down, unless the value of the worker can in part be translated into cash, enabling 
dependents to go on with the contract 


This calls for a co-operation which outreaches both disability and death 

Life Insurance on the mutual plan outreaches both death and disability 

For the mass of men who die in their producing years, with few assets except 
their earning power, Life Insurance is as necessary as water under a ship or steam 
behind the piston rods of a locomotive 


Society would have had to invent Life Insurance as it progressed into the era of 


co-operation had Life Insurance as a matter of fact not illustrated and applied the 
principle of co-operation long before tt appeared in industry and living 

LIFE INSURANCE IS THE INDISPENSABLE COROLLARY OF 
THE MODERN PROGRAM OF LIFE 

It has preached and prophesied for many years 

To its claims men now listen gladly 

Its growth in recent years has been marvelous; but as expressed in its balance 
sheets and in its outstanding insurance, it still pitifully fails to express the value 
of human life 

It is nevertheless unmistakably changing the picture of society 

It is the sinking-fund which meets the demands of death—the obligations that 
mature with the passing out of every worth-while life 

Think about these truths 

Recognize the new order 

Put vourself in harmony with it 


See one of our ten thousand agents. He will complete the story 


NEW YORK LIFE INSURANCE COMPANY 


Darwin P. Kincstey, President 
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PROVIDENT BUILDING 


DO YOU 
WANT A 
GENERAL 
AGENCY? 


The 
Provident 


‘offers you a line of 
modernized life poli- 
cies at premium rates 
equal to those of the 
best low cost com- 
panies. 


Openings Now 
m 
PENNSYLV. 
OHIO 
ILLINOIS 
INDIANA 
IOWA 


INIA 


Write today for full 
information about our 
liberal agency  con- 
tracts, 


Multiple Lines 


Life Accident 
Health Group 


Te ROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of ( hattanooga, Tenn 


¢ tetelt ron "ate ee | 927 











URGES CHANGE IN LAWS 
ON CORPORATE CONTROL 


CRITICIZES PRESENT SYSTEM 


Superintendent Beha of New York In- 
surance Department Makes 
Legislative Report 


ALBANY, N. Y., Mar. 16.—In his 
annual report to the legislature, issued 
this week, Superintendent James A. 
3eha of the New York Insurance De- 
partment summed up the progress of the 
year in connection with life insurance 
and directed particular attention to the 
manner of corporate control of the 
larger companies. His report covered 
all branches of insurance and showed a 
general healthy condition of business. 


Discusses Corporate Control 


In speaking of the matter of corporate 
control, Mr. Beha called renewed atten- 
tion to this problem, pointing out that 
life companies, with their vast interests, 
is one which requires a change in stat- 
utes to work equitably for all interests. 
Mr. Beha is of the opinion that the man- 
agement viewpoint as to responsibilities 
to policyholders cannot be brought into 
complete harmony with the viewpoint of 
the state unless the state has representa- 
tion on boards of directors. He said 
that the provision of law giving policy- 
holders a voice in the selection of direc- 
tors has proven unworkable to accom- 
plish its object and for all intents and 
purposes directors are selected by the 
management of the company and given 
such attention as busy men are able to 
give. Consequently, he pointed out, 
power and responsibility can be in the 
hands of a few. This portion of his re- 
port read as follows: 


Need State Representation 


“In my two previous reports to the 
legislature, I expressed the opinion that 
the management’s viewpoint as to its 
responsibilities to its millions of policy- 
holders cannot be brought into complete 
harmony with the viewpoint of the state 
unless the state has representation on 
the board of directors. This problem 
will not become less acute as times goes 


}on. One of our domestic life companies 
| has now become not only the largest life 
| insurance company in the world but also 


| munities 


| panies 





the largest financial institution in the 
world. 

“All of the directors of our mutual 
life companies are men of affairs, men 
of good standing in their respective com- 
s, and men of honor and ability. 
They serve on these boards as directors 
for a nominal fee. They are active in 
their own special work and undertak- 
ings, and can give only limited considera- 
tion to the affairs of these life insurance 
companies. 


Present Plan Not Satisfactory 


“While nominally elected by the 
pemayoasiere, they are actually selected 
by the management of each of the com- 
themselves. Section 94, which 
provides for the election of directors, 
while intended to give the policyholders 
a voice in the selection of directors, 
nevertheless sets up a plan which is not 
workable to accomplish its object, and 
as already stated, the directors are, for 
all intents and purposes, selected by the 
management of the company. It is these 
directors so selected who in turn elect 
the officers of the companies and are ex- 
pected to supervise their management. 

“It is quite certain that a director who 
is not in harmony with the officers of 
the company, whether his views would 
be for the general good of the company 
or not, would not long remain a director 
under these circumstances. Such a con- 
dition does not have a tendency to arouse 
interest on the part of directors or de- 
velop independent or constructive ideas 
from them. The lack of such responsi- 
bility on the part of directors is, how- 
ever, not limited to mutual life insurance 
companies or to other insurance com- 


NATION AL U NDERW RI ER. 


TOLEDO SALES S CONGRESS 
MET WITH GREAT SUCCESS 





NOTABLE SPEAKERS ON HAND | 


Trust Officers of the Banks Were Pres- 
ent as the Guests of the Life 
Underwriters 


The Toledo Life Insurance Sales Con- 
gress held last week was a notable suc- 
cess in charge of George A. Bredehoft, 
general agent of the Connecticut Gen- 
eral who is president of the Toledo Life 


Underwriters Association. T. Wat- 
son of the State Mutual was general 
chairman of the congress committee. 


The trust officers of all the banks were 
present and guests of the life men at 
noon. Mr. Bredehoft presided over the 
morning session and W. V. Swartz- 
baugh was in charge of the afternoon 
session. 

George D. Hedding of St. Paul, assist- 
ant agency manager of the Equitable 
Life of New York, and James A. Whit- 
more, agency manager of the Phoenix 
Mutual Life, were the speakers in the 
morning. In the afternoon Grove Pat- 
terson, editor of the Toledo “Blade,” 
Harry W. Hutchins of Cincinnati, gen- 
eral agent of the oe Life of Ver- 
mont and T. W. Callihan, educational 
director of the John Hancock Mutual 
spoke. There was a large attendance of 
life insurance men and the meeting was 
a success in every particular. 


apparently is the general 
modern in- 


panies, but 
tendency in all of our large 
stitutions. 

“This is followed by the centralization 
of power in the few and the placing of 
great responsibility in the hands of a 
few. In general business institutions, 
however, the officers in power generally 
have a material interest in the compa- 
nies themselves in the form of stock- 
holdings or other similar holdings, while 
in mutual life insurance companies the 
officers and directors as such have no 
vested interest in said companies. The 
companies are the property of the policy- 
holders, and the policyholder’s interest 
in his company depends only on the size 
of his policy and the proportion that his 
policy bears to the total of the policies 
of the company. 

“This department, in order to keep in 
closer touch with the activities of the 





life insurance companies in this state, is | 


requiring this year that all life insur- 
ance Gage domiciled in the state of 
New York shall furnish the department 
copies of the minutes of the meetings of 
their boards of directors and subordin- 
ate committees. This of course gives us 
the facts relating to the acts of the man- 
agement of the company but not the 
motives and the reasons for those acts 
and the discussions with reference to 
them which are vital.” 


Reviews Yenar’s Growth 


Referring to the year's activities, Mr. 
Beha said that while the complete re- 
turns are not yet available for 1926, there 
is a continued increase in the volume of 
life insurance and the assets and sur- 
pluses of the companies arc steadily 
mounting. The assets of companies 
authorized in New York are now three 
and one-half times as large as in 1906 
and the insurance in force four and one- 
half times as great. During the past ten 
years the assets have more than doubled 
and the insurance in force almost tripled. 
The report discusses briefly group in- 


| agency department. 
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WINSLOW RUSSELL MAKES | 
LOS ANGELES ADDRESS 


1927 


NOTES ENDOWMENT GROWTH 


American People Are Making Use of 
Life Insurance as Basis 


for Future 


LOS ANGELES, March 16.—Vice- 
President Winslow Russell of the Phoe- 
nix Mutual, speaking here this week be- 
fore the managers and general agents of 
all life companies represented in the 
city, placed great emphasis upon the 
fact that while the national wealth has 
grown at a phenominal rate since 1880, 
life insurance has grown fully three and 
a half times as fast. This astonishing 
growth has undoubtedly come about, he 
said, because the American People have 
at last ceased to thing of life insurance 
as death insurance and are now making 
full and legitimate use of it as the basis 
of plans for future pleasures and com- 
forts. He declared that more than ten 
billions of dollars are being accumulated 
at the present time in endowment pol- 
icies, adding that such policies are in- 
creasing at the rate of one billion a year 
Ten years ago less than four billions cf 
endowments were in force. Today en- 
dowments constitute almost one-fifth of 
all life insurance outstanding. Figures 
show that policyholders were paid $114,- 


600,000 in matured endowments in 1925 
and that in the same vear a total of 
$38,500,000 was paid annuitants. But he 


also pointed out that all policyholders 
are not vet well grounded in the prin- 
ciples of thrift and savings, for 1925 they 
surrendered a quarter billion of life in- 
surance for its cash value and there was 
an increase of $100,000,000 in policy 
loans. “Money borrowed on life insur- 
ance policies is really borrowéd from 
the beneficiaries,” said Mr. Russell, “and 
life underwriters have it in their power 
to add much to the security and happi- 
ness of their policyholders by pointing 
out this truth. An insurance value, 
built up by thrift and self-denial for 
family protection or future income, 
should not be dissipated by borrowings 
for lesser purposes or the gratification 
of imaginary needs.” 


Olson Made Agency Manager 


A. B. Olson of Omaha has been se- 
lected by the directors of the Bankers 
Life of Nebraska as manager of the 
Mr. Olson has been 
one of the outstanding men in the em- 
ploy of the company in the 12 years 
of his connection with it. He was a 
big personal producer as an agent and 
since 1922, when he was made man- 
ager of the Omaha agency, he has 
broken one record after another. He 
has also had excellent results in hand- 
ling men. He was active in civic life 
in Omaha, head of the local underwrit- 
ers’ association and first president of 
the general agents and managers asso- 


ciation. He succeeds R. B. Garmire, 
| who went to the Bankers Life three 
vears ago from the Lincoln National 


| held its 


surance premiums, participating and non- | 


participating business and pensions for 
employes 
as favorably 
of 1926. 


affected by the legislation 


J. Chambers Bristow, ceneral agent 
at Richmond, Va., for the Home Life of 
New York, has been elected presicent 
of the Chic kahominy Country Club. 
Joseph W. Hundley, agent at Richmond 
for the Northwestern Mutual Life, is 





secretary-treasurer of the club 


of large business companies, | 


Life. 





Indianapolis Actuaries Met 


The Actuarial Club of Indianapolis 
regular monthly meeting last 
week, the subject discussed being “Home 
Office Methods of Handling Coupons, 
Dividends and Paid-Up Additions” and 
“Items Not Specifically Provided for in 
the Convention Blank.” The principal 
spe ake rs were W. S. Wenzel of the Pub- 
lic Savings: M. R. Scott of the Reserve 
Loan Life. J. B. Darnell of the State 
Life. and Miss Helen L. Clark of the 
American Central Life. 

Robert B. Sturtevant, assistant sec- 
retary of the American Central, is pres- 
ident of the club and presided at the 
meeting. Only two more sessions are 
scheduled before the usual summer re- 
cess is taken. 
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“It dignifies your business” 






DALLWIG 


I doubt if it could be «mproved upon. Don L. Sterling, Dallas, Texas, 
Former Vice Pres. Nat'l Assn. of Life Underwriters. 


I find them indispensable. 


Best thing I ever saw for completeness and ease in recording important 
and vital facts. Walter H. Cummings, Phila., Pa., Penn Mutual. 


Stephen R. Fraher, Columbus, Ohio. 


Extremely simple and a great time saver in recording and obtaining im- 
portant data quickly. George H. Bacon, Chicago, Gen. Agent Union Mutual 


You realize Service in a tangible form to your clients, yourself and your 
family. Roy Davis, Chicago, Instructor in Charles J. Rockwell Schools. 


A splendid record, and if you are going to make a real business out of Life 
Insurance, such a record should be kept. 
P. G. Lapey, Buffalo, N. Y., Gen. Agent, John Hancock Mutual Life Ins. Co. 


The best records of any I have ever seen. Russell G. McBride, Des Moines 
lowa, Gen. Agent, Mass. Mutual Life Ins. Co. 


I recommend it for its completeness and simplicity. Once we used horses, 
now we use automobiles; once we used cards, now we use the DALLWIG 
RECORD. Norman E. Andersen, Chicago, Ill., Special Agent, Mutl. Benefit. 


The only complete record for the modern life underwriter. 
Frederick Perritt, Chicago, Dept. Manager House Agency. 


It is a quick ready reference on my desk of all policies. 
Ed. J. Faltysck, Chicago, General Agent, Equitable Life of lowa 


A tremendous time saver, allowing more time for actual solicitation. An 
excellent record which, in case of my death, will give my wife a record of 
what she has coming, when she has it coming and where from. 

Chester A. Flitcraft, Chicago, Special Agent, Mass. Mutl. Life Ins. Ci 


A fine piece of work for which we owe you gratitude. 


A. D. McGlashan, Rochester, N. Y., Special Agent, Mass. Mutual. 


The DALLWIG RECORD is a combined and simplified loose leai 
Record originally devised and used by Mr. Dallwig, an active Life Insurance 
Underwriter, for his cwn use. At the request of Life Underwriters familiar 
with this Record it has been placed on the market so that others might 
enjoy its many advantages. 

This Record is designed for the busy life insurance agent who cannot 
take time either to write up three or four separate records on each case 
closed, or later, refer to three or four separate card records for informa- 
tion. You enter one case or policy on each record sheet, but it combines 
six different records on one sheet. 


THE RECORD SHEETS 


This Record is printed on the very highest grade of ledger paper so 
that it will permit tHe use of metal signal tabs and much usage without 
tearing, as well as permit the use of ink eraser without injury to the paper. 
The sheet is printed in brown ink on buff color ledger paper; a standard 
size (11x14) with standard punching, enabling the use of a regular sec- 
tional two-post binder. They are made by one of the largest loose leaf 
ledger and binder manufacturers in the country who will always keep a 





AUTOMATIC BINDER 


; : nd in heavy 
Bound in full Brown Canvas; nickel plated metal parts. 
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WHAT THEY SAY 


ABOUT THE 


POLICY AND 
COMMISSION 


WHAT 





Bou Tarco Brown Canvas, leather corners; 
YOUR NAME in gold letters stamped on a 234"x44%" 
genuine leather label t« 


Enclose a Dollar Bill and Mail Coupon Today for Special Trial Offer. 





RECORD 


I am enthusiastic about the record. T. N. Corlette, Cleveland, Ohio. 


For some time we have scoured the market to find a real system for keep- 
ing Life ‘Insurance records. We have found this system almost IDEAL 
and are in a position to equip our field force with this record. 
G. F. Claypool, Chicago, Vice Pres. Continental Assurance Co 

It tells me at a glance what I have coming in commissions, and | find the 
Record simple to keep. Ralph S. Taylor, Boston, Mass., Agent, Mass, Mul. 
The best thing on the market; simple to keep in spite of the formidable 
appearance. 

G. S. Grover, Buffalo, N. Y. 
I am indeed pleased with the record. 


Ideal for the salesman in having the details of his business before him at 
all times, Douglas E. Thompson, Chicago, Agency Sec’y, Mutual Trust. 


Agency Supervisor, John Hancock Mutual. 


Donald Melhado, N. Y. City, Special Aat. 


It is the most perfect thing ever devised for records. 


D. C. Zotto, New York City, Agency Instructor, Mass. Mutual 


Provides a perpetual inventory of your business. You know at all times 
exactly where you stand in respect to your Life business. 
L. L. Johnson, Chicago, Asst. to Vice Pres., Continental Assurance Co. 


The best and most practical of its kind. 
Victor Manzi-Fé, New York City, Special Agent, Mass. Mutl. Life Ins. Co. 


A potential gold mine . . . enabled me to write additional insurance on 
account of the ready reference to each case. 4Arihur A. Anderson, Chicago. 


By far the best system I have used for keeping an accurate record of my 
business. Its flexibility appeals to me most strongly. I can enter as much 
or as little information as | please about any particular client or policy. 
S. D. Marquis, Chicago Agency Supervisor, Provident Mutl. Life Ins. Co., 
also Instructor Charles J. Rockwell School 


We feel the DALLWIG RECORD is supreme in every respect. 
Franklin L. Bettger, Philadelphia, Pa., Special Agent, Fidelity Mutual. 


IT IS 


At first sight, this record may appear to be complicated. As a matter 
of fact, exactly the opposite is true and this is what every user of this sheet 
will tell you. It only takes a few minutes to completely record each case, 
making a permanent record that will later save you many hours of time in 
obtaining this information at various times when you may want it quickly! 

Everything is written out for you. All you do is check in, or write in 
a word here and there. Fill in only such information as is of interest to 
you. It is only in the use of the Record that you can realize its tremendous 
time-saving qualities. 


WHAT IT LOOKS LIKE 


liberal stock of Record sheets on hand, so that you will be assured of your 
future supply. 
THE SPECIAL INDEX 

Specially ruled 48 page (24 leaf) reinforced Index to Policies and 

Policyholders by name and policy number for alphabetical arrangement. 
THE BINDERS 

These binders are specially designed to meet the requirements of the 
Dallwig Record. All are Center Lock Sectional Post Binders and have the 
attached key so essential to smooth and rapid operation 





SPECIAL BINDER 

Bound in Best Grade Imported Corduroy with brown 

leather back and corners, stamped in gold; YOUR NAME 

in gold letters stamped on a 234"x4%" genuine leather 
label to match binder 


RELIANCE BINDER 


match binder 


. Date natal — Wises Name 
. > . 
Ex tr Please send by return mail prepaid, in accordance with your : 
clusive Dis a utor special offer, 12 DALLWIG Potrcy anp Commission RECORD Street 
° sheets for which I enclose one dollar ($1.00). Also send quantity 
231 S. La Salle St., Chicago price list, on sheets; sample page of the special index and prices City a ee Pay: eae 


on Binders 
Le meee eee eee eee ee ee SO 888 8222 Ae 
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SOME OBSERVATIONS ON THE MUCK 
RAKING BOOK BY A. C. DOLLARHIDE 








BY EDWARD J. WOHLGEMUTH 
President The National Underwriter 


E PRESUME that we as pub- 
lishers of literature “boosting” the 


life insurance business are espe- 


cially poor reviewers of a book which 
frankly professes to criticise and 
“knock” the business as it exists. If 


we did not thoroughly believe in the 
institution as it stands, while admitting 
that it has its defects, we should not 
conscientiously publish the quantity of 
literature we do designed to induce and 
to help agents to induce the public to 
buy more life insurance. 


Business Well Conducted 


We have not felt it our duty to be 
supercritical of the business and the 
companies and agents who conduct it. 


In the salesmanship and educational lit- 
erature which we put out we have 
treated life insurance as an institution 
and have not emphasized how far short 
the business comes in reaching the high- 
est possible standing and the ideal. The 
business shows a steady improvement, 
both in reduction of cost and in service. 
We admit that we have dwelt on the 
best, not the worst aspects, of the busi- 
ness as we should like it to be and not 
as it always is. Nevertheless, we have 
an abiding confidence and faith that it 
is being conducted about as well as the 
average human institution can be. We 
believe that still further reforms can be 
enacted and that these will be reached 
in a natural evolution. 


Uses Technical Information 


So perhaps, as we say, we are not the 
best critic of a work whose author bases 
his whole idea of knowledge of life in- 
surance upon the actuarial or technical 
features of the business, figures and 
results contained in such publications as 
the “Little Gem” and “Unique Manual” 
from which the author, or even the 
agents he criticizes so harshly, could 
work out any desired information, 
merely by taking the trouble to do so. 
But the substance of the matter is that 
few agents try to carry these figures in 
their heads. The information is all fig- 
ured out and compiled and published by 
the hundred thousand copies each year. 


“Facts and Fallacies” 


“ 


It is no longer even “actuarial,” but 
available to everyone and anyone who 
cares to make a few calculations with a 
pencil. Yet Mr. Dollarhide considers this 
the essence of knowing the life insur- 
ance business in his book entitled ‘ 
and Fallacies of Life Insurance.” but 
which appears to be devoted mainly to 
life insurance “fallacies.” This book, a 





‘Facts 


large volume of over 400 pages, has re- 
cently been issued by a life insurance 
abstractor of Cleveland, A. C. Dollar- 
hide. The price is $10 and the title page 
bears the additional imprint of “The | 
American Actuarial Bureau” of Cleve- 


book is de- 
rather in- 


land. A large part of the 
voted to a re-statement, in a 
volved way, of what we 
even the ordit lary 
ing of the agent, 
life insurance 


noth- 
about 


layman, to say 
already knows 


Says Insurance In Mysterious 


The author starts with the assumption 
that life insurance is a “mysterious” 
business, and that this mystery is kept 
up for a purpose by life insurance men. 
He proceeds to dissipate the mystery of 
life insurance, but we confess it does not 
do so very well for us. As a matter of 
fact, we don’t believe there is very much 
mystery about life insurance, even in 
the lay mind. We do believe that the 
general public understands life insur- 
ance a great deal better than Mr. Dol- 
larhide appears to think it does. 

“Defects” Are Pointed Out 


He points out some of the defects in 
the business which life insurance men 


had supposed | 





themselves are doing their best to cor- 
rect and to which the educational efforts 
of the companies, of institutions such as 
the National Association of Life Under- 
writers, American Life Convention, the 
Life Presidents Association, and the 
various publishing houses afé directed. 

Mr. Dollarhide states that he reveals 
in this book what he has charged his 


clients as much as $1,000 to ex cpose in 
individual cases, where he has “ab- 
stracted” policies. He is therefore los- 


ing customers at $1,000 per every time 
he sells one of his books at $10 per, but 
that does not appear to worry him. 


Tries to Show Up the Internals 


When one starts out to write a book 
it all depends on what he is driving at 
and trying to prove, even though he 
professes to be fair-minded. It is pos- 
sible to show “the inside of the cup” of 
religion, of the law, of the medical pro- 
fession, of * ‘big business” or what not. 
But when all is said they are among the 
main achievements of our civilization, 
imperfect as they are. Into every life 
company, yes, into the work of every 
life agent, has gone a vast amount of 
straining effort, of worry, and of self- 
sacrifice and devotion to service and 
principle. The officers of every com- 
pany that have gone through the fiery 
furnace and emerged in a degree suc- 
cessful, and every agent who has estab- 
lished himself in business, knows this 
only too well. 


Deals with the Back Wash 


Mr. Dollarhide deals with the “back- 
wash” of the life insurance business. 
His book is full of actual misstatements 
and of many half-truths, In his work 
as a policy abstractor he naturally 
picked up all the “grouches.” He 
judges the business by what it has not 
done, and not by what it has done, even 
where he tells the truth. If we were to 
judge the life work of a great surgeon 
by those patients who did not survive 
the knife of the law by what a lawyer 
who has been disbarred says, we should 
have but a sorry picture. 


Waste of Time and Effort 
We frankly 


pay anyone, 


do not believe it would 
agent or policyholder, to 


read Mr. Dollarhide’s book, which 
would take a certain amount of time 
best spent otherwise and would also 


cost $10, notwithstanding that he says 
in his preface that “while it is sure to 
meet with disfavor and condemnation 
of those who profit by the facts and 


the universal ignorance of life insurance, 
it is confidently predicted that this work 
will prove to be a revelation to the life 
insurance public for whose benefit it 
has been undertaken.” 


Says Agents Are Ignorant 


He thinks 


life insurance 


that everyone who buys 
should know its actuarial 
methods and that it is the duty of 
agents to make these calculations clear 
to their prospects. He says even the 
agents themselves do not know them 
Mr. Dollarhide says of agents: “With 
all their silly pretense of wisdom, and 
their glib use of technical terms which 


they themselves frequently do _ not 
understand, a great majority of agents 
are worse than uninformed. They are 
grossly miseducated and they in turn 


miseducate the public.’ 
Sample Statement from Book 


Here is a form of statement in which 
Mr. Dollarhide’s book abounds: “There 
is no reason to believe that integrity is 
now a more common trait among agents 
than it was prior to the Armstrong 
investigation. Policy forms _ under 
which the greater part of the business 
of some of the larger companies for 


vears had been written were denounced 





investigation as being grossly 
and the continued issuance 


in that 
deceptive 


of such forms was prohibited by law. 
What is to be said of the agents, many 
of whom still are in the business, who 


sold those policy forms for an enormous 
amount? Were these men ignorant of 
what they were selling or were they 
unscrupulous? They were one or the 
other, and in either case their advice 
was harmful to their patrons. * * * * 


They were adepts in the use of ambigu- 
ous phrases, which, though in some 
cases within the confines of technical 


truth, are calculated to and almost in- 
variably do, give erroneous impressions 
to the lay reader. 

Says Writers Are Subsidized 


Speaking of the writers on insurance 
he says: “With few exceptions, those 
who have written on the subject of life 
insurance, even if they were not directly 
in the employ of companies, have de- 
pended for the success of their work 
upon their favorable reception by com- 
panies and agents. Many of these writ- 
ers have been at great pains to avoid 
saying anything that did not have the 
sanction of or could possibly be offen- 
sive to, those colossal institutions or 
their representatives.” 

For ourselves we can conscientiously 
say that we have not hesitated to criti- 


cise the business where we _ thought 
criticism was needed and to point out 
frankly and fearlessly ways in which we 


thought it would be improved. 
Claims He Finds Deception 


Mr. Dollarhide apologizes for the 
freedom of his language thus: “If 
when mentioning those engaged in the 
life insurance business, I sometimes 
manifest an attitude of repugnance, | 


ask the reader to consider the nature 
of my experience. Episodes of it will 
appear trom time to time throughout 


the book, but for the moment let a brief 
resume suffice.” He then goes on to 
recite some of his grievances, and says: 


“I have learned that the operations of 
agents are almost invariably character- 
ized by ignorance and not infrequently 


by the most infamous deception. I have 
known companies while parading their 
altruistic aims to employ most despic- 


able methods to deceive policyholders, 
and become furiously enraged at anyone 
who had the temerity to indicate to an 
insured a method by which he could 
extricate himself from an unfavorable 
situation. 

Says False Statements Were Given 


“T have known of innumerable cases 
where insureds who contemplated mak- 
ing readjustments or buying additional 
insurance, have had submitted to them 
by company representatives so-called 
illustrated analyses and comparisons of 
policy forms that were thoroughly mis- 
chievous and probably false. I have 
known companies to enter into agree- 
ments to refuse to write polici ies to sup- 
plant those of other companies. I have 
never known a case where an insured 
announces his intention of readjusting 
his life insurance for the purpose of 
bettering his position and reducing his 
premium payments, even if he intended 
to increase the amount of his insurance, 
that company representatives did not do 


their utmost to dissuade him from his 
purpose. In short, my experience and 
observation long ago convinced me that 


there is no business which makes a pre- 
tense of legitimacy that is so permeated 
with hypocrisy and chicanery as is the 
life insurance business.” 


Pays Respects to Agents 


He pays his respects to the life insur- 
“What is it about life 


ance agent thus: 

insurance that attracts such great num- 
bers of persons to its ranks as sales- 
men? Easy money and the facilities 
with which the position is obtained. 
After having discussed life insurance 
with thousands of policyholders, it is 
my opinion that anyone’ who is 
possessed of a good tongue, a vice-like 
handshake, a broad grin, a suave man- 
ner, a mind that is not too analytical, 


and a conscience that is not too acute, 
and who is willing to dispense with dig- 





nity and sincerity, is admirably equipped 
for a position as a life insurance agent. 
If he will add to these qualities a rea- 


sonable amount of industry and “pep” 
and optimism, his success is apparently 
assured. The business is a common 


refuge of those who have proved incom- 
petent in other lines of business or who 
for one reason or another are unwilling 
to spend any time preparing themselves 
for the work which they are to under- 
take. The life insurance business is one 
in which acquaintanceship can be imme- 
diately capitalized.” 


Public Believes in the Agents 


not really remarkable that the 
public could have been in- 
one billion dollars of new 
life insurance every month last year by 
men of this type? And yet Mr. Dollar- 
hide himself if he were to go out as an 
agent probably could not write $100,000 
a year! Why does the American public 
persist in being served by these “easy 
money” grabbers, when there are Dol- 
larhides standing around idle on every 
street corner? 


Is it 
American 
duced to buy 


“Exposes” a General Agent 


Mr. Dollarhide cites the ignorance of 
a prominent general agent shown at an 
interview in an office of a large insured 
at which he was present. This man, 
he said, “called into the meeting, quickly 
demonstrated his inability to discuss life 
insurance intelligently. Finding himseli 
hopelessly muddled, he was obliged to 
confess that he knew nothing of the 
mathematical construction of the policy 
which he had sold. In the end, he 
reluctantly admitted what I had as- 
serted I had proved and that the insured 
by effecting the readjustment would 
profit as I had indicated. While this 
general agent, who is no longer a youth, 
has, I am informed, spent many years 
in the business, he has been eminently 
successful and produced a large volume 
of business, there is no doubt that he 
is regarded by a great number of policy- 
holders as an authority on life insur- 
ance.” 

Could Have Gotten Information 


Yet this general agent probably had 
a half-dozen clerks in his office, any 
one of whom could have worked out the 
information needed in a few minutes 
from any one of the books similar to 
the Little Gem life chart of which per- 
haps 150,000 are printed and distributed 
each year. Notwithstanding Mr. Dol- 
larhide’s statement concerning his ig- 
norance, we are sure, without knowing 
the gentleman in question, that he knows 
a great deal more about the true func- 
tions of life dnsurance and what it will 
do than does the author of “Facts and 
Fallacies.” 

We give an unusual amount of space 
to Mr. Dolarhide’s muckraking book 
not because the book itself is worth it, 
but because it is such publications, inane 
as they are, which often create mischief 
because they appeal to ignorant minds 
If ignored the assumption often is that 


insurance men are afraid to answer 
them or bring them into discussion. 
Chiefly such books represent the de- 


element, the people who are 
constitutionally unfitted for constructive 
effort, and they make a certain appeal 
to their own kind. 


Twenty Million Agency 


A partial list of the $20,000,000 : 
cies was recently published by The Na 
tional Underwriter. Johnston & Clark 
of Detroit, state agents of the Mutual 
Senefit Life, report $27,481,250 paid-for 
business last year. This puts this gen 
eral agency therefore well beyond the 
$20,000,000 mark 


Dunnam aes Suslene Director 


structive 


‘ “- 
agen 


E. A. Dunnam, for two years man 
ager of the Houston branch office ot 
the San Jacinto Life, was elected a 


director of the company at the annual 
meeting held in the home office at Beau 
mont, Tex. Mr. Dunnam was also ap 
pointed agency director with headquar- 
ters in Beaumont. 
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SOME DETROIT COMMENT ON THE 


MICHIGAN 


MUTUAL RETIREMENT 





DETROIT, Mar. 17.—The retirement 
of the Michigan Mutual Life by the sale 
of the stock of President J. J. Mooney 
and his associates to the National Life 
of Chicago ends a long drawn-out chap- 
ter of Michigan insurance history. The 
Michigan Mutual was 60 years old and 
was one of Detroit's four insurance com- 
panies of long standing. The sale of 
another Michigan veteran, the Michigan 
Fire & Marine, in the same week, was 
a curious coincidence, and makes a break 
in Detroit’s insurance solidarity from 
which the insurance men of the state 


|cles and one prominent banker is still 


are still gasping as it was supposed | 


“Detroit’s original four” were impreg- 
nable. 


Brokers Were Active 


The change in the Michigan Mutual 
was less surprising because it has been 
common knowledge that President 
Mooney was being sought by. company 
brokers and that he was not turning 
entirely a deaf ear although he always 
protested earnestly that, no matter how 
much he might make personally, he 
would never sell. 

The break in the Michigan Mutual 
Life came after the death of the late 
president, Looker, who was its real 
creator. A large majority of the stock 
was held in four of the substantial 
families of Detroit, including the Looker 
holdings. President Looker'’s sons, in- 
stead of standing with Mr. Mooney, the 
new president, entered into a deal to 
transfer enough of the stock to insure 
control of the International Life of St. 
Louis, and took the general agency of 
the latter company in Detroit. 


Mooney Got the Stock 


The deal nearly went through, but not 
quite, and the result was that Mr. 
Mooney bought the International Life 
block at the price paid for it and also 
bought some other stock at a high price, 
planning to pay for it gradually out of 
the profits of the company. Apparently 
he tired of this plan and started negotia- 
tions for a buyer through a friend. Only 
three or four people connected with the 
company knew what was going on so 
that the sale was as great a surprise to 
the home office and field organization as 
to outsiders. 


Purchase Price of the Stock 


After the sale was announced there 
was more or less indignation expressed 
in Michigan insurance and banking cir- 


TRAVELERS CLAIM MEN MEET 


Adjustment Problems Are Under Con- 
sideration at Home Office Gathering 
This Week 


HARTFORD, March 16.—Problems 
connected with claim adjustment in vir 
tually all lines of insurance are under 
discussion this week in Hartford at the 
conference of home office executives oi 
the Travelers and approximately 90 
adjusters stationed in the branch offices 
in that organization throughout the 
United States and Canada 

rhe conference began Tuesday morn 
ing and extends until Friday noon rhe 
adjusters attending represent all of the 
multiple lines written by the Travelers 
and are the nucleus of the staff of 1376 
persons which the claims division of 
that organization maintains. 

At the opening session the adjusters 
were addressed by President Louis F. 
Butler, Vice-president Walter G. Cowles, 
Secretary R. J. Sullivan, David N. Case. 
chief adjuster of the life, accident and 
group claim division, and Charles Deckel 
man, manager of the claim division of 
the compensation department. 

The hfe, accident, group and health 
sessions are being conducted by Mr. 
Case, while the compensation and lia 





very wrothy that Detroit interests were 
not given an opportunity to keep its 
largest insurance company within the 
state. However, it is not likely that Mr. 
Mooney could have gotten as much for 
his stock had he sold it as a going con- 
cern, nor would it hardly be worth $4,- 
060,000, the National Life's price for the 
$500,000 capital stock, except on the 
basis of a retirement and reinsurance, 
with the consequent cutting down of ex- 
pense. 
Paid Dividends of 380,000 


The company was paying $80,000 a 
year dividends on $500,000 of capital, or 
16 percent, and could probably add $200,- 
000 or $300,000 a year to surplus and 
make a moderate increase in insurance 
in force, but there would be still more 
profit if the company could be consoli 
dated with another organization. 

Mr. Mooney could probably have got 
ten upwards of $3,000,000, but not as 
much as $4,000,000 in Detroit and it 
could have continued as a Michigan in 
stitution. There is now some talk in 
Michigan of passing Iegislation which 
would prevent a Michigan life company 
from reinsuring in any other than a 
Michigan company This, it is argued, 
could be done on the theory that a cor 
poration is a creature of the state, that 
it has been developed as a part of the 
state and that it is perfectly proper that 
the state should have control of its own 
children. Whatever may or may not be 
done, there is no doubt that Michigan 


| feels keenly the loss of the Michigan 


Mutual and fears the effect of its retire 


} ment on its other insurance institutions 





Will Sell Home Office 


The company’s home office building 
on Madison avenue will, presumably, be 
sold. With the improvements it cost 
$690,000 and is carried in the annual 
statement at $990,000. While this may 
be a little high, the company’s assets as 
a whole, something like $25,000,000, are 
gilt edge, consisting mostly of mort 
gages. The loss of the Michigan Mutual 
to the business, and it must be conceded 
it is a considerable loss, must be ascribed 
wholly to the weakness where the stock 
is not trusteed and especially where it ts 
held in the hands of one or of a very 
small body of men who can get together 
quietly and put over a deal without any 
one knowing about it until it is all over. 


bility sessions are conducted by Mr 
Deckelman. In addition there were 
planned general discussions on claim 
administration in all of the multiple lines 
written by the Travelers, including tire 
and indemnity insurance, led by repre 
sentatives of various departments 


Shows Fine Progress 


The annual statement of the American 
Life Reinsurance of Dallas shows the 


company had more than $55,000,000 1m 


force at the close of 1926 This was 
a gain of several million dollars over 
the previous vear The company is now 


doing business in 42 states, and in ad 
dition to doing a reinsurance business, ts 
engaged in direct writing, the latter de 


partment being added a short time ago 


Goes to Home Office 


\W Carson Hodges has ecn ap 
poimted assistant supervisor of agency 
field service tor the Travelers Mr 
Hodges was formerly a field assistant 
in the Charlotte, N. (4 
company. He is a graduate of the Uni 
versity of South Carolina and did post 
graduate work at Columbia University 
He joined the Travelers in 1925, prior 
to that having engaged in mercantile 
business and field work tor the South 
Carolina Cotton Growers’ Association 


branch of the 





ean-Cut Canvassin 


depends largely upon the concise and 
logical presentation of the salient 
provisions of the policy contract. 
There must be a complete “meeting 
of minds” between the salesman and 
the prospect if there is to be an ef- 
fective sale— a sale where the cov- 
erage is designed to fit the individ- 
ual needs, tersely explained, as well 
as fully understood. 


PERSONAL PROPOSALS 


as made by American Central field- 
men get instant attention. The 
Proposals are attractive in appear- 
ance, possessing a smooth continuity 
which epitomizes the policy contract 
quickly, truthfully, and in a memo- 
rable manner. 


BIGGER POLICIES 


are a natural outcome of more intel- 
ligent selling as achieved through 
adherence to the American Central 
Personal Proposal, which clearly 
demonstrates the simplest way to 
acquire adequate life insurance 
protection. 


AMERICA 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
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AS SEEN FROM NEW YORK 





GENERAL ELECTRIC INSURANCE 
As of December 31, 1926, more than | 


| 
| 


BY G. F. WILLISON. 





about him. Their ‘todays’ may save his 
‘tomorrows’.” The- bank points the 


$132,000,000 of life insurance under free | moral of how want has come to the 


and additional group plans was in force 
on the lives of the employes of the Gen- 
eral Electric Company, according to the 
company’s annual report published here 
this week. The free group plan covered 
about 64,000 employes, while 46,500 had 
taken advantage of the additional group 
insurance offered. During the first two 
weeks of January a recanvass of em- 
ployes uninsured resulted in a $7,000,000 
increase in insurance and an additional 
of 5,000 policyholders so that 83 percent 
of the company’s employes are now in- 
sured under the two group plans. Free 
policies average $1,108, while the addi- 
tional insurance taken out averages $1,- 
331, making an average total of $2,439 
for each employe carrying additional in- 
surance. 
2.¢ 
WAS NOTABLE EVENT 


The annual sales congress and banquet 
of the New York Life Underwriters As- 
sociation held here last week at Hotel 
Astor were notable, first, because of the 
record-breaking attendance of the sales 
congress, which mounted up to almost 
2,000; second, because of the excellent 
program of speakers and the most in- 
teresting open forum devoted to ques- 
tions and answers on actual field prob- 
lems; and third, because of the large 
number of prominent company execu- 
tives who were present. Among those 
on the dais at the banquet were Presi- 
dent John D. Sage of the Union Central, 
President David S.* Dickenson of the 
Security Mutual Life of New York. 
President Ethelbert Ide Lowe of 
the Home Life of New York, 
President Henry Moir of the United 
States Life, President William R. Bayes 


of the Brooklyn National, Vice-Presi- 
dent L. Seton Lindsay of the New York 
Life, Vice-President George - Sargent 


of the Mutual Life of New York, Vice- 
President M. Albert Linton of the Provi- 


dent Mutual, Vice-President T. Louis 
Hansen of the Guardian Life. Vice- 
President James V. Barry of the Metro- 
politan Life, Vice-President Alfred Hur- 
rell of the Prudential, Secretary Jacob 
H. Greene of the Connecticut Mutual, 
Manager George T. Wight. and Assis- 


Taylor of the 
and Super- 


tant Manager Charles G. 
Life Presidents Association, 
intendent James A. Beha. 

> =. we 


JOHN HANCOCK’S MAGAZINE 


The John Hancock Mutual has de- 
cided to publish this year a new monthly 
magazine, which is in no sense a house 
organ. It will be purely a sales maga- 
zine for the company’s managers and 
agents. In announcing this new depar- 
ture at the company’s agency conven- 
tion, Manager T. C. Callahan of the 
educational department said that as it 
had not yet been named, a contest would 
be held among the field force and a 
prize awarded to the manager or agent 
who suggested the best title for it. He 
also announced that the educational de- 
partment has ready for publication a new 
two-volume set called Brief Course 
in the Selling of Life Insurance.” The 
first volume treats life insurance from 
the agent's viewpoint, while the second 
studies it from the point of view of pros- 
pects and policyholders. 

* * * 
BANK OF MANHATTAN “ADS” 


Life insurance trusts are being heartily 
endorsed in large advertisements the 
Bank of Manhattan is running in several 
large newspapers. “There was a wise 
man in the east whose constant prayer 
was that he might see today with the 
eves of tomorrow,” is the quotation that 
furnishes both the title and theme of the 
advertisement. “Most failures are caused 
by today’s inability to foresee tomor- 
row,” it reads. “Yet the ‘eyes of to- 
morrow’ can be borrowed by any one 


who will observe the experience of those 





families not only of those who failed to 
carry life insurance but also to many of 
those with life insurance who failed to 
make provision for the wise administra- 
tion of insurance money after its pay- 
ment. The Bank of Manhattan has dis- 
tributed a large number of specimen 
copies of its interesting life insurance 
trust (Unfunded Trust) agreement. 
* * od 


TRAVELERS’ AGENTS LEAD 


Joseph D. Bookstaver of the Trav- 
elers, chairman of the membership com- 
mittee of the New York Life Under- 
writers Association, announced at the be- 
ginning of its recent sales congress that 
the association had 2,032 members who 
produce about 75 percent of all life in- 
surance written in New York City. Dur- 
ing the congress 122 more were added, 
making a total of 2,154. Its goal now is 
2,500 members by June. A recently pub- 
lished list of its membership as repre- 
sented by companies is an interesting 
document. The Travelers leads with 
298 members. The Equitable Life of 
New York is second with 292, and the 
New York Life is third with 188. Then 
come the following companies in order: 
Mutual Life of New York, 82; Union 
Central, 76; Guardian Life, 66; Connecti- 
cut Mutual, 62; Aetna Life, 62; Massa- 
chusetts Mutual, 56; Penn Mutual, 46; 
Provident Mutual, 42; Mutual Benefit, 
39: Northwestern Mutual, 36: New Eng- 
land Mutual, 32; Fidelity Mutual, 26; 
Home Life of New York, 22; State 
Mutual, 20, and Prudential, making 
a total of 1,465. The following com- 
panies have a membership of less than 
20 each: Bankers Life of Iowa, Berk- 
shire Life, Brooklyn National, Colum- 
bian National, Connecticut General, 
Equitable of Towa, John Hancock Mu- 
tual, Metropolitan, Manhattan, National 
Life of Vermont and Phoenix Mutual— 
for a total of 139 members. In addition, 
the association has 428 broker members. 

~ * *~ 


PRODUCTION BY FULL TIME MEN 


At a recent agency convention the 
president of one of the largest eastern 
life companies announced the interesting 
figures that well over 90 percent of the 
huge volume of new business produced 
by the company last year was written 
by full-time professional insurance men. 
Even .in rural communities the large 
companies are tending to move away, 
he said, from use of the part-time agent. 
He also read other interesting figures 
showing that slightly less than 50 per- 
cent of the company’s production last 
year came from general agents and 
slightly more than 50 percent from 
brokers, each class contributing its own 
part in almost equal proportions. 

* * * 


NEW YORK LIFE’S CAMPAIGN 


The New York Life set a new high 
record for production over a two months’ 
period by issuing $213,000,000 of exam- 
January and February 

special “Cornerstone 

waged by the com- 
pany’s field force. This imposing total. 
which was written on some _ 60,000 
applications, is 5,000,000 more than 
was written during the same two 
months last vear and is greater than 
the combined January and February 
production of anv previous vear in the 
company’s long history. All agents of 
the New York Life throughout the 
country have been assigned quotas for 
the campaign. Those who qualify bv 
reaching or surpassing their quota will 
have their names inscribed upon an 
honor scroll which will be placed in 
the cornerstone of the company’s mag- 
nificent new home office building being 
erected on the site of the famous old 


ined business in 
as part of the 
Campaign” being 


Madison Sauare Garden. Managers 
and agents leading in the production 
of certain classified lines of business 





will be awarded a trip here to part ici- 
pate in the festivities planned for the 


early summer when the cornerstone 
will probably be laid with fitting pomp 
and ceremony. 
“2 2 
FRASER EDUCATIONAL COURSE 
Such success is attending the life 
insurance training course which the 


Fraser agency here of the Connecticut 
Mutual has been running since Feb. 9, 
that the agency intends to offer another 
course immediately upon the comple- 
tion of the present one on March 17. 
Already many inquiries are coming in 
about the proposed second term. The 
first meeting of the present course, 
which has been in charge of M. 
Sackerman and Charles J. Zimmerman, 
associate general manager, was attended 
by more than 50 men and women, all 
ot whom were either new in the busi- 
ness or had not yet become connected 
with it. An average attendance of 
more than 40 has been maintained in 
succeeding meetings. That such courses 
in the fundamentals of life insurance 
principles and sales methods are of 
value is evidenced in the fact that over 
50 percent of the new agents attending 
the meetings have begun to produce 
since the course opened about a month 
ago. 
+ * ot 


TRUST COMPANY ADVERTISING 


“An Ounce of Prevention” begins an 
advertisement on trust company coop- 
eration which the Equitable Trust here 
has been running in leading metropoli- 
tan newspapers. “Keep fit financially— 
Read the column at the right,” where 
the first question is whether you have 
asked your bank to check your security 
holdings, advise you as to its latest in- 
vestment rating and suitability to your 


needs and recommend advantageous 
future investments. The second ques- 
tion is this: “Have you taken out 


ample life insurance to keep your fam- 
ily from want, should you die suddenly 
or become permanently incapacitated, 
and have you given careful thought to 
how your insurance will be paid? If 
not, put a check in this square and vou 
will receive a copy of our booklet, ‘I'll 
Make Assurance Doubly Sure.’ It tells 
how,,through life insurance trust, you 
may materially increase the net amount 
of your estate. Ask your insurance 
agent about it, too.” 


ILLINOIS DIRECTORY OUT 


New Informative and Statistical 1927 
Handbook for the State Contains 
Much Valuable Data 


The Illinois Insurance Handbook has 
been received from the press of THE 
NATIONAL UNDERWRITER after being with- 
held for about 30 days on account of 
the desire of the publishers to include 
the statements of the companies oper- 
ating in Illinois as of Dec. 31, 1926. 
Practically all of these statements are 
included in the compilation of the hook. 

The Underwriters Handbook of ITIli- 
nois covers the entire state and also the 


main offices and the agencies in Chi- 
cago. The statistics of the business in 
the state are given for the past. six 
years, for the fire, life and casualty 
companies. A complete list of the com- 
panies operating in the state, with vital 
information concerning them is shown 


in the company department. 

A complete list of agents, arranged 
by cities and towns, with the compa- 
nies represented by each is shown as 
well as many supplementary lists, in- 
cluding field men of fire companies, life 
and casualty general agents, insurance 
adinsters, special lines written bv fire 
and casualty companies, insurance or- 
ganizations, whether local or national, 
and in short a resume of the existing 
conditions in the state from the insur- 
ance standpoint. Copies of this publica- 
tion may be secured from Tue Na- 
TIONAL UNDERWRITER, 1362 Insurance 
Exchange, Chicago. 
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| Canadian Defines Life Lite | 


| Insurance in Epigrams 








Life insurance is cooperation with the 
failures and losses cut out. It is socialism 
with coercion cut out. It is communism 
with the Bolshevism cut out. Jt is gam- 
bling with the losses cut out. It is the 
installment plan of purchase with the ex- 
travagance cut out. 

This striking definition of what life 
insurance is and does was given by 
G. D. Finlayson, superintendent of in- 
surance of the Dominion of Canada, i 
an address before the Life Dadaredinee 
Association of Ottawa. 

Mr. Finlayson said when he first ad- 
dressed the Ottawa underwriters 12 
years ago the total insurance in force in 
Canada was $1,250,000,000, and last year 
it was $5,000,000,000, representing an 
increase of about 300 percent. In 1914 
new insurance written amounted to 
$217,000,000. Last year it had grown to 
$797,000,000. Canada, he declared, was 
holding her own in the life insurance 
world, and he expressed his appreciation 


of the efforts to raise the standards of 
the profession through the agency of 
the underwriters association. 

~~ 


“The claim sometimes is made,” said 
the speaker, “that life insurance is over- 
done. In Canada there is an average in- 
surance in effect of about $500 per indi- 
vidual, or about $2,500 for each family, 
which would return an income of $10 
monthly to each family. Assuming that 
life insurance is a good thing, of course 
insurance to produce $10 a month is not 
enough. I want to see the average in- 
creased ten times, and I think the time 


is coming when it will be raised five 
times at least.” 
ok ~ - 
Mr. Finlayson gave credit to British 
brains for their provision of the rock 


foundation on which insurance was built 
but the British had “lost out in sales- 
manship.” In the art of popularizing 
insurance the United States and Canada 
had taken the lead. He urged special 
effort to interest young men in insur- 
ance, and he advocated the purchase of 
a policy with the youth’s first earnings. 
Present rate tables, he agreed, threw too 
heavy a burden on the young, and per- 
haps let off the older classes too easily. 
He expressed the belief that eventually 
some adjustment in that direction might 
be possible. 


Non-Medical Experience Good 


Carl E. Herfurth, vice-president and 
actuary of the Montana Life, has issued 
a statement regarding the company’s 
experience under the selective risk plan 
which has been in operation with that 
company for 18 months. Mr. Herfurth 
reports that all non-medical business 
works to the entire satisfaction of 
the company. He _ reports __ that 
all apprehensions which may _ have 
existed at first regarding the result 
of competition have been allayed. The 
non-medical mortality experience has 
been entirely satisfactory, indicating 
that the agents have used proper care 
in the selection of risks. The experi- 
ence has been fully as favorable on non- 
medical business as on the medically ex- 
amined business. 


Life Insurance Sales Rank High 


Life insurance sales, along with coal 
production, electricity production, build- 
ing permits and new car registrations, 
were leading in the January business re- 
port for Indiana made by Prof. L. D. 
Edie, head of the Indiana University 
Bureau of Business Research. His re- 
port shows that January business in 
general in Indiana, as evidenced by 18 
leading lines, showed an increase of 1 
percent above the corresponding month 
of 1926 and was only 5 percent below 
the level of December, 1926. Life in- 
surance sales showed increases of over 
10 percent. 
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CENTRAL STATES LIFE 
HAD AGENCY CONFERENCE 


THREE DAY SESSION IN MIAMI 


T. M. Scott of Texas Is President of 
the $150,000 Club as Lead- 
ing Producer 


The Central States Life of St. Louis 
held its annual $150,000 club convention 
at Miami, Fla., with President James A 
McVoy, Vice-President George Graham, 
Secretary V. F. Larson, General Counsel 


E. M. Grossman and Assistant Secre- | 


tary R. C. See present from the home 
office. A three-day convention was held, 
talks being given by these home office 
officials and the leading producers of 
the Agency Club. 

President McVoy, in his address be- 
fore the agents, made an appeal for an 
improvement in selling methods, so that 
each individual member of the agency 
force will correlate his efforts with the 
company’s program of progress. Mr. 
McVoy said that the chief concern of 
those in the business is not with the 


business of life insurance, but with them- | 


selves. An agent must increase his per- 


sonal production and secure for himself | 


an adequate part of the enormous vol- 
ume of business which is constantly be- 
ing written. He said that there are 
countless factors which go to make up 
success in the business, self-confidence, 


lack of fear, high ideals, knowledge of | 
the business and countless others. Any | 


one or all of these may be the handicap 
of the agent and he alone can analyze 
his difficulties and readapt his program 
of activities to his needs. 

Seott Is Club President 


" . ' nee on | 
T. M. Scott, of McKinney, Tex., won 


the club presidency by virtue of having 
secured the largest amount of premiums 


during 1926, Glen Hudson of Oakland, | 


Cal., winning the vice-presidency. Mr. 
Scott presided at the meetings and 
opened the convention with a talk on 
“Life Insurance as an Investment.” He 
showed the economic value of life insur- 
ance in the world today and furnished 
illustrations from past and present lead- 
ers that illustrated the need for the edu- 
cation of lite insurance agents so that 
they might intelligently interpret its 
manifold purposes to the public. At the 
first day’s session the qualified members 
were presented with awards and also 
prizes were given for the conservation 
record, Mrs. A. B. Price of St. Louis 
winning the persistency prize with a re- 
newal of 92 percent. 

On the second day there were a num- 
ber of talks on various phases of the 
business by some of the leaders in the 
agency force. Monthly income insur- 
ance was discussed and a talk on “Life 
Insurance Trusts” was given by General 
Counsel Grossman. The banquet was 
held on the evening of the second day, 
with John Hall, president of the Build- 
ing & Loan Association of St. Louis 
and an agent of the company, acting as 
toastmaster. There was a long speaking 
program and the banquet was concluded 
with a presentation of the playlet, 
“Death, Disability, Old Age, Misery.” 

Vice-President George Graham spoke 
on the last day on “Unselfishness in Our 
Profession.” He said that insurance 
companies exist only because of their 
agency force. The two are linked to- 
gether and they should work harmon- 
iously, pulling in the same direction. He 
said that unselfishness in the company 
as well as on the part of the agent is 
simplified by the spirit that prevails all 
along the line. Unselfishness in the 
agent towards his client is just as im- 
portant and he must render a service 
that is meant to benefit the policvholder 
first and himself second. Mr. Graham 
said that the insurance business depends 
on the structure of unselfishness. The 
agent should expect about 3 percent re- 
turn for his work, the beneficiary getting 
about 97 percent. Some other sales talks 
on various phases of the business con- 
cluded the convention. 


LIFE 


'SAYS GROUP INSURANCE 
NEEDS NEW APPROACH 


MUST SHOW WHAT 


IT DOES 


W. I. King, Secretary of the Connec- | 


ticut General Life, Comments 
on the Business 


At a recent meeting, W. I. King, sec- 
retary of the Connecticut General Life, 
| spoke of the company’s present outlook 
| on the group insurance situation 
| “The time is rapidly passing,” said 
Mr. King, “when it is necessary to go 
very much into what group insurance is 
in discussing contemplated group pro- 
tection with a business concern. What 
group insurance is, is too well known 
today by American business men to 
require much explanation. The appeal 
of group insurance at the present time 
is based on what it accomplishes 


Is a Business Philanthropy 

“The giving of group insurance by an 
employer or the cooperation offered by 
an employer, making it possible for his 
employees to take advantage of his 
| quantity buying power to secure the 
| low cost protection afforded by group 
| insurance, may be considered as a phi 
lanthropy, but it is a form of philan 
paving a cash profit to all concerned 

“The interest of ‘a company in the 
| personal welfare of the families of the 
employees who work for it is very defi- 
nitely expressed by group insurance 
Such an expression of interest can 
logically result only in an _ increased 


| its emplovees 
“In these days of highly competitive 
business it is the accumulation of little 
details that make for success on the 
part of any concern. What distinguishes 
leaders in business from the common 
run of concerns in the same line? They 
find the hidden profits in their business 
and develop the latent possibilities of 
cooperation Good will is the largest 
factor in doing this and the emplovee 
is an important link for the building ol 
good will for the concern’s product 
Group insurance is only one detail in 
the management of a business but any 
detail which tends to bring about 
more intimate feeling of friendliness be 
tween the employer and families of his 
employees, we believe, is a very impor 
tant detail. 
“Therein lies the cash profit in the 
philanthropy of group insurance. Its 
philanthropic side is too well known to 
need any explanation. When it is con 
sidered that outside of group insurance 
30 percent of the workingmen in the 
country have no insurance and a very 
large part of the remaining 70 percent 
have less than $1,000, it is unnecessary 
to spend very long in explaining what 
| the 4,000,000 individual group certin 
cates in force mean to the families ot 
these workers. 
Better Deal Outside 


“We can, and I believe without any 
exaggeration, regard the selling of 
group insurance as a social service ot 
the utmost importance to the country.” 

Mr. King also expressed his feeling 
that group insurance was _ inevitable 
“The almost perfect fitness of group in 
surance in serving the purpose tor 
which it was designed,” he said, “has 
made it more of an economic principle 
of American business than merely a 
kind of insurance policy 

“Unless the life insurance compamies 
place group insurance in practically 100 
percent of the business concerns in the 
United States, sooner or later popular 
sentiment and government legislation 
will demand and require something 
corresponding. Rulings on compensa 
tion law cases are showing a tendency 

| to become more liberal and broader in 
favor of the workingman 

“We believe most sincerely in the 

economic value and human = service 
which this business we are in provides.’ 


thropy that is a business proposition, | 


INSURANCE 


feeling of loyalty for the company by | 


EDITION 














THE SURE-WAY 
PROTECTION POLICY 


(It Makes Protection Sure) 


The Pan-American Life announces an addition to 
its already splendid line of contracts—the Sure- 
Way Protection Policy. 


The contract is a combination of the Twenty Pay- 
ment or Ordinary Life Policy and the Palic Spe- 
cial Disability Policy by which fact it is rightfully 
Sure-Way Protection. 





deserving of its name 


The scores of enthusiastic responses which we 
have had from our Field Organization in regard 
to this Policy plainly indicate that it is going to be 
a large factor in making 1927 a banner year for 
Pan-American representatives. 


Pan-American Service includes— 


Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Substandard Policies for 
Lives 

Child’s Educational Endowment 

Group Insurance 


All Forms of Accident and Health Policies 


Under-average 


We have a few attractive general agency open- 
ings for men not at present attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 
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OPEN FORUM AT SALES 
CONGRESS A SUCCESS 


Experiment at New York Proved 
of Profit and Interest to 
Underwriters 





DISCUSSED “PROSPERITY” 





Listed Many Ways of Securing Policy- 
holder Without Canvassing 
Friends 
NEW YORK, March 


periment of an open forum discussion of 


17.—The ex- 
actual field problems confronting mod- 
ern life underwriters, which took up the 


entire afternoon session of the seventh 
annual one-day sales congress held here 


last week by the New York Life Un- 





J. ELLIOTT HALL 
Penn Mutual Life, New York 


derwriters Association, received such 


hearty response and support from the 


more prominent agents and 


that at the end of the 


1,000 or 
managers present 
voted almost unanimously 
open torum teature 


session they 
to incorporate the 
in next year’s sales congress program. 
Swamped With Queries 
presiding 


In opening the session as 


officer, J. Elliott Hall of the Penn 
Mutual announced that the number of 
questions submitted had literally 


swamped him and his associates on the 


platform, among whom were included 
such experts as James Elton Bragg, 
Ralph Sanborn of the State Mutual, 


Ralph G. Engelsman of the Equitable of 
New York, Leon Gilbert Simon, lecturer 
on inheritance taxation at the life in- 
surance training course at New York 
University, and Vincent B. Coffin, di 
rector in charge of that training course 
The questions asked were read by Mr 
Hall, and were answered both by those 
on the floor and those on the platform. 
All replies were strictly limited to three 
minutes. 


“Prospecting” Was Discussed 


rhe first general question, How to 
find prospects (1) in a strange city and 
(2) without canvassing friends, brought 
out an astonishing number of excellent 
suggestions, almost all of them carrving 
the common refrain, “Seek and Thou 
Shalt Find” 

1 Make list of 
newspapers 

”. Go to the 
ing and turn 
down. 


advertisers in large 


top floor of any build 
door-knobs all the way 
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3. Consult various directories to get 
names of key-men in different offices and 
businesses. 

4. Talk life insurance to your grocer, 
druggist, dentist, tailor, etc. 

5. Use the telephone book 
gently. 


intelli- 
* * * 

6. Make it an invariable practice to 
use the space provided on application 
or policy forms to get the names of at 
least three references from every pros- 
pect sold. 

7. Follow through to learn all par- 
ticulars about such items as “two bro- 
thers” or “one sister” that almost al- 
ways appear when the prospect is mak- 
ing out his medical blank—then sell his 
brothers or his sister’s husband. 

8. Circularize carefully prepared lists, 
which usually average a three percent 
return, 

* - K 


9. Go to outstanding doctors or law- 
vers, ask them for the names of three 
rapidly rising young competitors, and 
then see the latter, who will be pleased 
and flattered by this manner of being 
introduced to them. 

10. Study the registration lists, which 
are always public and give the name, 
address, business connection and size of 
family of every registered voter. 

ok * a 

11. Become a captain in your election 
district, and you then have an opening 
to talk with every prominent citizen in 
your district. 

12. Concentrate to recall all the per- 
sons in your life with whom you have 
had something in common, and _ then 
cultivate all such contacts—scholastic, 
fraternal, social, religious, artistic, liter- 
ary, financial, former business connec- 
tions, etc. 

13. Get introductions, formal or in- 
formal, to the friends of friends. 

a a om 

Should a life insurance man _ hesitate 
to canvass his friends? Why should he, 
was the reply. If he believes life in- 
surance is a positive benefit to almost 
all mankind, and he shouldn't be selling 
it if he doesn’t, why should he dis- 
criminate against friends in favor of 
strangers? In fact, if friendship means 
anything, shouldn't friends be ap 
proached before strangers? 





GOES WITH AGRICULTURAL 


Wallington Becomes Superintendent of 
Agents — Consolidation Rumors 
Are Now Set at Rest 


i Wallington, Seana superin- 
tendent of agencies of the Grange Life 
of Lansing and recently general agent 
in Michigan of the Wisconsin National 
Life, has become superintendent of 
agents of the Agricultural Life of Bay 
City, succeeding W. E. King, who has 
gone with the Detroit Life. Mr. Wall- 


ington is a young man of ability and 
energy who did good work in building 
up the Grange Life. 


The rumor that there would be a con- 
solidation of the Agricultural and the 
Grange companies, both companies op- 
erating largely in the rural districts, has 
practically been set at rest. The ex- 
pensive commission contracts which 
have been absorbing the vitality of the 
Agricultural Life have been terminated 
and the company has been reorganized 
on a business-like and more economical 
basis. rhe Bushmans, father and son, 
who are important factors in the Gen- 
eral Casualty & Surety of Detroit, own 
a controlling interest in the Agricultural 
and also have have holdings in the 
Grange Life. It was through this con- 
nection that the rumor was spread about 
that the Agricultural would probably 
be consolidated with the Grange, instead 
of trying to go it alone following the 
abolition of the MecGinniss and King 
contracts, but it is understood that the 
Messrs. Bushman feel that the Agricul- 
tural has a good future on its own ac- 
count and that the company is makiag 


plans for a steady development. 





USES OF IMAGINATION 
IN SELLING PICTURED 





Vice-President Lovelace of New 
York Life Was Sales Con- 
gress Speaker 


MUST VISUALIZE APPEAL 





Is Essential Not Only in Close, but in 
Entire Process of 


Approach 





NEW YORK, March 17.—“The Use 
of the Imagination in Selling” was the 
fine contribution made to the sales con- 
gress of the New York Life Under- 
Association here last week by 
President Griffin M. 
York Life, formerly 
insurance training course at 


writers 
Vice 
the New 

of the life 


Lovelace of 


director 


New York University. 
Imagination Is Important 
Our imaginations are constantly at 


work, stimulating our hopes, desires and 
fears, he said. They impel us to ac- 
tion. Our desire for anything takes form 
in action only when we have seen our- 
selves enjoy in our imagination the 
things we wish for. We buy things only 
after our imaginations have been stirred. 
So it is in presenting life insurance to 
a client, who decides to buy when his 
imagination has been stimulated to the 
point where he actually sees himself or 
his beneficiaries enjoying the benefits of 


the life insurance we are trying to sell 
him. 
Must See Picture 
“Now our job is to arouse the pros- 
pect’s imagination,” said Dr. Lovelace, 


“so that he will see the things we want 
him to see in terms of his hopes, desires 
and fears. But first of all, we must see 
the picture ourselves. I cannot make 
the prospect see a picture I haven't seen 
myself. If I am to make him see the 
most interesting picture, I must describe 
something that is familiar to him, some- 
thing that he knows. Secondly, it must 
be something concrete and nie Fm in 
order to be visualized. Third, there must 
be action in the scene—movement. 

“If possible, because he is a human be- 
ing, put him in the center of that pic- 
ture. Let the picture revolve about him. 
Put him into a familiar ground, familiar 
scene, where there is action and describe 
it in terms of his hopes or desires and 
his fears. 

Used at Close 


“Now ordinarily, I suppose, that we 
are accustomed as salesmen to use the 
imaginative appeal chiefly at closing 
time when the closing has been hard or 
when the closing is difficult because it 
is then that the climax of desire is 
needed. You are accustomed to do that, 
whether vou have stopped or attempted 
to analyze it in the last few minutes or 
not—you are accustomed to do that 
when your proposition is hard to close 
You try to put some sort of a picture 
before him. You trv to get into his 
imagination with a picture of your own 
in terms of what is familiar to him and 
in terms of his hopes or fears. 

“Now may I just give a few illustra- 
tions? Some of them vou may have 
heard me use before. For example, you 
talk about a man, about settling his es- 
tate, about a clean-up fund, we will say, 
and you have tried to close him and vou 
have not succeeded and you want to 
make an imaginative appeal. 

Example Is Cited 


“Well vou 
You might say, 


can do it in a number of 
for example, ‘Mr. 


ways: 
Brown, let us look at it like this. Here 
we are at your desk and one of these 
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days somebody, your executor or ad- 
ministrator is going to sit down at a 
desk like this. He might even sit in your 
chair. At any rate, he will sit down at 
a desk and he will have some sheets of 
paper in front of him. On one side he 
will have a lot of items of the obligations 
of your estate. There will be your loans 
at the bank. There will be other obliga- 
tions and he will enumerate them. On 
the other side he has a sheet of paper on 
which he has a list of your assets and 
1 can see him take his pencil and check 
the total on the left side over here with 
the total on the right side. When that 
is done he knows how much cash it is 
going to take to settle your estate,’ and 
then you might go on and add to the 
picture the payment of the policy, etc 
Pictures Family Case 


“Supposing you are talking to a man 
about life insurance to provide income 
to pay the family. You might say some- 
thing like this: ‘Now, Mr. Brown, let us 
look at it somewhat in this manner. 
After all, the purpose of this insurance 
is just to keep on doing one of these 
days when you won't be able to do it 
vourself, the thing that you are doing 
now, the thing that you do every month.’ 





GRIFFIN M. LOVELACE 
Vice-President, New York Life 


when the first of the month 
you gene rally get a pretty 
big mail, don’t you? Sometimes it is 
pretty high—a stack of bills—and you 
go through them and put them together 
on vour desk and sometimes it looks like 
an awiul stack—sometimes it looks so 
much that you take a pencil and a piece 
of paper and list them all and add them 
up and you see what the total is. I 
don't know whether this has ever hap- 
pened to you or not, but you may have 
looked at your check stub to see what 
your bank balance was. Sometimes the 
total of those bills has been so big that 
you have taken some of them out and 
put them aside and paid those you had 
to pay and let the others run until the 
next month. In other words, you have 
found that your bank balance was not 
sufficient to pay all the bills. 

‘The day is going to 
these bills won't come to you 
will come to your wife at home. She 
will sit down in her little desk and she 
will look over them in the same manner 
and if she has the money in the bank 
she will pay them just as you do by 
giving her check.’ 


‘Now, 


comes around, 


when 
They 


come 


Describes Income Plan 


“If vou want to make him see how 
easy it is for her to get the money un- 
der an income policy, you might add, 
‘Now, here is the way this plan will 
work: It is not going to be hard for 
vour wife under this plan to get her 
income. She won't have to be collect 
ing any rents. She won't have to be 
bothering with any coupons. She won't 
he hothered with investing her money 
She won't be sitting up late nights wor 

(CONTINUED ON PAGE 38) 
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RECOMMENDATIONS MADE 
ON STATE SUPERVISION 


National Chamber of Commerce 
Makes Some Suggestions 
to the Public 


HAS MADE INVESTIGATION 


Adviscry Committee on Insurance 
Finds That Some Points Should 


Be Brought to the Front 


irtment of the 
Commerce of the United 
bulletin No. 28, 


on “Supervision and Regulation of In 


rhe 


Chamber ot 


insurance de] 


States has gotten out 


surance.” The board of directors an- 


that an investigation by the in- 


nounces 
surance advisory committee of the Na- 


tional Chamber on supervision 


regulation of insurance has been in 


progress and is set forth in this bulletu 
Che 
for consideration at the annual 
It states the principl 


material is sent out to members 


next 
meeting in May 


of supervision and regulation of insur 
ance, sanely applied, is salutary. 
Should Be Well Qualified 
Some of the recommendations made 
re as follows: 
“The insurance commissioner in each 


state, should be appomted because o! 
his training and qualifications His 
salary should be commensurate with the 
responsibility and importance of the 
position, 

The expenses necessary to attend 
meetings of the National Convention ot 


| vest 


LIFE 


! 
| Insurance Commissioners should be 


| paid by the states and not by the com- 
missioners personally 

There should be uniformity of dates 
for filing annual statements; expira- 
tion of imsurance years as applied to 
the issuance of both companies and 
agents licenses and dates and methods 


for filing experience returns 
Should Encourage Liberal Coverage 


It is in the interest of policyholders 


that, subject to proper standards ot 
solvency and adequate reserve require 
ments, the broadest and most liberal | 
insurance coverage be encouraged by 


the various W here have 
legislation or regulatory 
this nature, their 
therefrom without 


the insurance officials of 


states states 
measures of 
should pront 
Iron 


any othe: 


citizens 


Interierence 


states 

Che supervising official should not be 
ympany 
without op 
reviewed 


allowed to cancel a ¢ 
retuse to renew a hcense, 


portunity tor his decision to be 


in a court of competent jurisdiction, 
any such order to be suspended pend 
ing review and decision by the court. 


Legislation Should Be Uniform 


State legislation ind requirements 
affecting the essentials in which the in 
surers, the sured and the public are 
interested, should be made unit 

Legislation tlecting imsuranece i\ 
ing definitely in mind the interests 
policvholders, should ‘ esigned 
readily provide tor the constantly grow 
ing needs of policvholders Legislation 
should not be unduly restrictive in char- 


acter by hindrance to private enterprise 


Investment of Securities 


The committee believes that the de 
termination by the state of the general 
character of securities in which tts do 
insurance cConipanies ot 
invest their 
It has the 
companies 


mestic 
types may funds is com 
mendable 
committee, but 
such should be 
the 


' 
approval ot 
admitted in 
permitted to in 


and 


states 


their funds in class char 


INSURANCE 


EDITION 


acter prescribed by the state of their 
incorporation, or, in the case of alien 
companies in the state in which they 
are domiciled The committee turther 
asserts that it is contrary to the inter 
ests of policyholders tor a given state 
to select a specific type or types of local 
securities and compel directly of at 


tempt to coerce by tax discrimination 


the investment insurance company 


assets mn that state 


Property Insurance Rates 


All rates ol property inst irances 
ld be predicated upon a system ol 


Charges ane 


14 ’ ct 


i credits for bad or tavor 


ible elements of hazards and conditions 
the end that there shall not be untan 
discrimimation Che greatest eexree of 


uniformity of method or system prac 
ticable is desirable 
lanning build 
provements should submit their plans 
rating authorities tor 
ormation and recommendations 

( omsurance or averTanc col 


should be permitted to all jurisdictions 


, 
Valued policy aws sl Id me re 
| ] 

peated 
Public miteres de ands it iH 

surers should meet the same standart 


regardless of type or dom 


company. 


sorivency 
rit t the msurance 


Should Be Ample Reserves 


Adequate methods should « de 
ve ed so that every kind of imsurance 
c er sha be required to set up as 
reserves an amount which will sate 
guard the hazards assumed, irrespec 
tive of the rate charged for the insur 
nce 

he committe ureves a eview oO 
lew reser equirements fire and 

s It, nes t detern < the ire 

quate a d reasonable in the hght 
" S€1 1 conditions 

he co tte« str nely recommends 

‘ principle t rec procal taxation 

The committee urges that in the mat 
ter of taxation all insurance companies 
organized T idrimtted = te a givel stat 
be treated 1 similar manner in order 


13 


that there may be no discrimination be 
tween policyholders residing therein, 
subject to reciprocal laws previously 


mentioned 

The committee commends the Na 
tional Chamber on its untiring 
tion to the the government 
mto various private enterprise 
and particularly its activities in behalf 

organized ness against the sub 
stitution of state tunds tor the individ 
ual effort which has made private in 
surance an invaluable adjunct « 
IMMUNITY 


opposi 
entrance ot 


torms ot 


busi 


busi 


Ness ahd ¢€ progtess 


Mid-Continent Life Figures 


The Mid-¢ Life of Oklahoma 
City annual statement 
showing assets, $2,641,415; capital $100, 
S84; net surplus $127,843: insurance in 
torce, $37,320,048 Its increased 

rves, $367,792; surplus $15, 
903; insurance in force, $2,807,153 It 
paid to policvholders last vear, $375, 
07 Che Mid-Continent Life is a most 
excellent institution and is 
very 


ontinent 
uublishes an 


assets 


S485, 701; rese 


serving its 


constituency ma satistactory man 


Report on Canadian Business 
MONTREA March 16 
minary report of the Federal 
ment of Ih last 
shows notable insurance 
business 


Che pre 
Depart 
wee k 


mn 
surance issued 
increase in life 
amount ot 
inadian companies 
compared with $523 
These companies 


1926. tl vross 
be Ine 
710.- 


issued = by ( 


issued 


$17,779,506 compared with $18,270,067 


Fore companies issued $206,502,786 
compared with $265,098,183 Potal life 
business issued was $909,304,187, an iu 
crease of 13 per cent over the 1925 total 
of S807.079.305 The amount of busi 
hess in torce is now $4,609,902.248, con 
pared with $4,159,019.848 at the end of 
1925, an increase ot nearly half a mil 


have $2,279, 
British 


nd foreign 


lion. Canadian companies 


653,730 in torce, the companies 


companies 
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Equitable Life of Idwa Building - - Des Moines 
lowa’s Tallest Office Building 





SIXTY YEARS of SERVICE 


to agents and policyholders has builded a record of out- 
standing achievements in which every member of the 
great Equitable Life of Iowa Agency Family takes 
unusual pride. 


At the Sixtieth Anniversary insurance in force to- 
tals $475,000,000 and 63.7% of all the insurance writ- 
ten in these sixty years is still in force. During the past 
ten years more money has been paid in dividends to 
policyholders than in death losses. The paid-for pro- 
duction was 26.9% more in 1926 than in 1925. 


Agents of the Equitable Life of Iowa are loyal, sat- 
isied, happy agents, proud of the company they rep- 
resent and anxious to carry out the company’s program 
of enduring service. 


UITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


1867 


Home Office: Des Moines 
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URRGER COMMISSIONS AND LONGER * 
COMMISSIONS ON THE PRODUCTION OF MEN YOU APPOINT. 


SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLI- 
NoIs OHIO, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. IF 
WE HAVE NO AGENCY IN YOUR VICINITY, WRITE TO US. 


WE OFFER YOU VERY DISTINCT ADVANTAGES 


dreamed? 
GIRARD LIFE INSURANCE COMPANY 
Opposite Independence Hall 
PHILADELPHIA, PA. 








IOWA — — SOUTH DAKOTA 


A rapidly growing Western Company with over a Hundred Million 
insurance in force, writing—Life, Health and Accident—will enter either 
or both of the above States if suitable State or General Agents are 
available. Our liberal Agency Contracts combined with our Saleable 
policies create more than a 50-50 chance to “get-by”—they create an 
opportunity to engage in a life time—Business Profession—if interested 
write in confidence—giving record and references—to Box W-16, care 
The National Underwriter. 








The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 
a substantial increase in new business over 1925. All previous records 
have been shattered. This great expansion is due in marked degree to 
the splendid spirit of co-operation between the Home Office and the 
Field Force. 


Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 


nitely deciding. 
BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 




















A Great Service 


The National Underwriter is completely covering the 
field of insurance. Each week two separate editions 
are issued, one covering the Fire and Casualty fields 
and the other the Life field. Contained in these weekly 
editions is a complete report of the week’s insurance 
activities. Dependable, accurate, worth while live 
news are the editorial ideals of the publishers. 











Besides the regular editions, The National Underwriter 
during the course of the year publishes many special 
numbers which contain live, helpful sales material, such 
numbers being the Automobile, and Hail and Tornado 
editions, while others contain complete reports of con- 
ventions, thereby giving the reader an opportunity to 
keep posted on what is taking place at these conven- 


tions. 


We believe the NATIONAL UNDERWRITER Service is an 
invaluable aid to the alive and alert agent. It pays to 
keep abreast of the times, and the way to do it is to bea 
regular subscriber of Tue NATIONAL UNDERWRITER. 

















BUSINESS INSURANCE 


Says Test of Past Underwriting 
Practices Has Not Yet 
Been Met 


CITES FUNDAMENTALS 


Ralph Sanborn Gives Excellent Sum- 
mary of This Branch in Sales 
Congress Talk 





NEW YORK, March 17.—‘Business 
life insurance is real life insurance in 
the purest sense when intelligently and 
efficiently applied to assure the life oi 
a business in so far as the death of a 
vital human factor might jeopardize its 
perpetuation,” the sales congress held 
here last week by the New York Life 
Underwriters Association was told by 
Ralph Sanborn, associate general agent 
of the State Mutual here, who is na- 
tionally known as an expert on the sub- 
ject. Mr. Sanborn concentrated his at- 
tention mainly on the technique of writ- 
ing business life insurance in such a way 
that it accomplishes the results it was 
bought to accomplish. 

Test to Come 


Many cases of business life insurance 
have been written, but very few have 
yet been submitted to the ultimate test, 
said Mr. Sanborn, for very few have be- 
come death claims. Death settlements 
will clearly show whether or not agents 
have been writing business life insurance 
efficiently and intelligently. In view of 
the limited experience in the field, Mr. 
Sanborn advised agents to slow up and 
look around so that they may better 
write the business life insurance they 
are selling. 

“Business life insurance, according to 
my definition,” Mr. Sanborn went on, 
“is written on three types of business— 
(1) corporations, (2) partnerships, and 
(3) firms. You all know what partner- 
ships and corporations are. For my pur- 
poses a firm means all forms of busi- 
ness organizations not operating under 
a corporation charter or a partnership 
agreement and includes all professional 
men who are virtually businesses in 
themselves—doctors, lawyers, actors, ac- 
countants, authors, life insurance men, 
etc.” 

Has Three Purposes 

Mr. Sanborn then explained that busi- 
ness life insurance is written for three 
purposes—(1) for credit reinforcement, 
(2) to provide a direct compensation 
fund to a business if a vital human asset 
is removed, and (3) to provide funds to 
liquidate a stock interest in a corpora- 
tion, to liquidate a partner’s share in a 
partnership, or to liquidate the entire 
holdings of a firm owner. 

As for credit reinforcement, for which 
purpose about 90 percent of business life 


insurance is written, Mr. Sanborn 
pointed out the danger of. sailing 
serenely along without realizing that 


proper provisions have to be made so 
that in the event of death creditors may 
not swoop down on the insurance pro- 
ceeds and claim them. Creditors can go 
right through most agreements and 
trusts and wreck a concern’s credit just 
when it is most needed. 


Nine Basic Considerations 





“Practically all business life insurance 
cases require a consideration and work- | 
ing knowledge of nine points,” accord- 
ing to Mr. Sanborn. “First, the amount 
of protection, for which it is difficult to 
give a hard and fast rule. In a case of | 





liquidation the amount of stock can be | 
estimated. 

man’s 
i 


Cases of replacement of a | 


value in a concern must be dis 





March 18, 1927 








cussed with your clients. Cases of credit 
reinforcement require a totaling of the 
obligations of a firm and a devising of 
means to meet them. 

“Second, the policy form. Ordinary 
life term and modified life can be used 
occasionally, but ordinary life shows the 
better business experience. Endowments 
can also be used occasionally and are 
proving very useful in retiring a man’s 
interest in a business or in meeting a 
definite obligation at a definite time. 

“Third, premium payments—must al- 
ways recognize the rights of the benefi- 
ciaries as well as the insured. Here 1 
hang out a red flag—remember that a 
corporation is not a partnership, that in 
a corporation money cannot be spent in 
favor of some in discrimination against 
others. 


Many Factors to Watch 


“Fourth, beneficiaries. Be sure that 
the beneficiary nominated will receive 
the proceeds as intended so that he or 
she in turn may direct the money to the 
destination agreed upon. Always use 
the corporation form of policy if your 
company issues it. If not, use the stand- 
ard form of beneficiary clause. But 
don’t name wives as beneficiaries in a 
business life insurance case unless the 
wives have been active participants in 
the business. Use trusts—create an 
estate—do anything—but don’t name 
Wives in order that the personal element 
may be taken out of the settlement. 

“Fifth, assignments—which are of two 
kinds. A collateral assignment is the 
conveyance by the assignor to the as- 
signee of all rights and titles under the 
policy in so far as the assignee’s interest 
may appear in the life of the assignor. 
An absolute assignment gives all rights 
and titles to the assignee both during the 
life and at the death of the assignor. Be 
sure to release all assignments as soon 
as possible after the assignor has ful- 
filled all obligations. It is not only your 
duty to render such service, but it leads 
to the writing of more policies. 


“See a Lawyer” 


“Sixth, agreements. See a lawyer. 
You know life insurance but he knows 
the law. Don’t submit specimen agree- 
ments to your client if you can possibly 
help it. You can’t afford to get all 
tangled up in the law of the case. Read 
him a rough outline of the high points 
in the agreement, but don’t give him a 
copy of it. Let his lawyer draw the 
agreement, which should always be used 
if the beneficiary is to execute some pre- 
scribed function with the proceeds. 

“Seventh, trusts. See a trust officer, 
and let him sell it. Trusts are used in 
liquidation cases almost exclusively. 
Their chief function is to remove the 
personal element from _ post-mortem 
transactions. Well-meaning beneficiaries 
acting on the advice of ill-informed coun- 
sel may be tempted to block the execu- 
tion of the insured’s and beneficiary’s 
original wish. 

Dividends Are Important 


“Eighth, cash values and dividends. 
Remember that in a partnership the de- 
ceased partner has an interest in the 
cash value of the survivor’s policy unless 
it has previously been agreed to the con- 
trary. Don’t forget that it is possible 
to use the cash values of a survivor's 
policy in a corporation stock purchase 
agreement. The assets will liquidate the 
stock interest of the deceased if the in- 
surance proceeds are not adequate. In 
selling participating insurance, remember 
that if your policyholder is rendered un- 
insurable, you can immediately use divi- 
dends to purchase paid-up insurance. 
Otherwise, deduct the dividends, unless 
the business concern needs a saving pro- 
gram. 


“And lastly, taxation. See a tax ac- 


countant. How can premiums be de- 
ducted on income tax return? They 
can't! Benefits to premium payers, 


direct or indirect, are not allowed as an 
expense. When policy proceeds become 
a claim at death, they need not be de- 
clared as income. That is a superior 
court ruling, I believe, at Philadelphia. 
For purposes of income tax returns, 
(CONTINUED ON NEXT PAGE) 
































YIM 


March 18, 1927 


} 


AUL G. DALLWIG of Chicago is 
P wieiy known as the originator of 

the policy and commission record 
book bearing his name, but in Chicago 
he is also recognized as one of the large 
personal producers in the 
Dingle agency of the Massachusetts 
Mutual. At a recent meeting of 
Gary, Ind., Association of Life Under- 


| ONE’S IMAGINATION FREQUENTLY 
RUNS AWAY WITH HIS WILL 


Bokum & | 


the | 
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POWER 


clear-cut statements, devoid of all slang 
and doubtful humor. Show him you are 
in earnest and have given his problem 
serious thought. Do not exhibit the 
reverie type of mind by jumping from 
one thought to another, having your 
mind full of distortions, chaotic condi- 
tions, jumping at quick conclusions and 


| opinions, interspersed with such slang 


writers Mr. Dallwig stressed the value | 
of a simple, straightforward approach. | 


“Have a definite purpose in making an 
interview. Do not,” he said, “just drop 
in on a prospect aimlessly for a casual 
visit, unless it happens to be his birth- 
day. Be prepared to submit something 
definite that you have reason to believe 
will be of interest to him. 
Keep Imagination in Control 

“Go in with a positive mind. Let your 
will and not your imagination be the 
governing force, for if there is a con- 


expressions as ‘I'll tell the world,’ 
‘You've said it!’, etc. Clear thinking de- 
mands clear speech for an outlet. And 
clear speech reacts upon clear thinking. 
When you thus dignify your presenta- 


| tion you will easily get your prospect's 


flict between the will and the imagina- | 


tion, the imagination always wins! Let 
me give you Mr. Coue’s favorite illus- 
tration: “We have a board here, twenty 
feet long and a foot wide. I get on that 
board while it is on the floor and I walk 
right across it. There is not a single 
thing that tells me that I can’t. I simply 
will to do it. Now we take that board 
and put it 20 stories up into the air 
across a pair of steel beams. Same 
board; same width; same length. It is 
secure at both ends. Same pair of legs; 
same brain; same individual. What 
happens? I see I need not tell you. 
What has changed? It was a conflict 
between my will and my imagination.’ 
Keep Mind Off of Horrors 


“Don't think of all the terrible things 
that might happen during the impending 
interview until vou have gotten thor- 
oughly weak-kneed and are already men- 
tally thrown out of the man’s office 
before you get in. Go in with a positive 
mind, made so by thorough preparation 
in the case to give Mr. Client some ad- 
vice that you know he needs 

“Convey your message in 


URGES EFFICIENCY IN 
BUSINESS INSURANCE 


(CONT'D FROM PRECEDING PAGE) 
dividends are not income but are re- 
garded as returned premiums except on 
paid-up policies. 

“In conclusion, don’t be go-getters just 
for the sake of go-getting in your sales 
of business life insurance. Remember 
that haste makes waste. And my final 
‘don’t’ is don’t muff that psychological 
moment when it bounces your way 
make a clean play of it so that the crowd 
will yell, ‘Well done’.” 


definite, 


BANKERS LIFE OF IOWA GAIN 





Company Had an Excellent Record in 
New Business in February— 
Los Angeles Leader 


The aggregate paid-for production of 
all Bankers Life of Iowa agencies in 
February, $16,393,960, represented 134.4 
percent in comparison with the total of 


monthly quotas assigned to the agen 
cies. These quotas, based on the aver- 
age monthly production of each agency 
in 1926 and established for the purpose 
of determining agency ranking in the 
“Agency Gains Contest’ each month, 
total $12,204,000. The gain represented 


by the company’s 
was $7,481,062. 
First honors among all agencies in 
the Bankers Life February agency gains 
contest went to the C. A. Reed agency 
of Los Angeles. The Reed agency, en- 
joying its first million dollar month, 


percentage of 134.4 


mind in a receptive mood to listen to 
what vou have to say. 


Be Brief in Presentation 


into it 


success, 


“Be brief. It isn’t what goes 
that makes an evening gown a 
but what is cut out, and that applies to 
your presentation as well. There are two 
ways in which brevity may be achieved: 
one is by economy of language, that is, 
saying what we have to say lucidly and 


| quickly; the other and more important 





because least observed, is by economy 
of ideas, that is, putting over one idea at 
a time. Sell one idea right and a man 
will take many subsidiary ideas for 
granted. 


Show Interest in Prospect 


“In your interview a knowledge of 
things strictly human is a valuable asset 
Some call it the psychology of salesman- 
ship. Reading human nature is really 
nothing more than being able to ferret 
out the points of least resistance. In 
some people it is pride, in others fair- 
ness, in some a sense of duty, and in 
still others selfishness. In any event, 
always remember that the biggest inter- 
est a man has is himself. You must 
sell yourself to your client by showing 
him that you are interested in him. Isn't 
it silly for me to sit and talk to another 
man about myself when he is across the 


table thinking about himself? All of us 
do this except trained salesmen. Their 
conversation is based on the other man’s 


thoughts.” 


paid for new business of $1,091,000, a 
gain of 377.5 percent over the $289,000 
quota 

The J. A, 
inson, Kan., 
percent 


Peoria 


Reinhart agency of Hutcl 

was second with a gain 326 
over a quota of $50,000: the 
Ill., agency, under the direction 





of L. Z. Davenport, was third among | 
all agencies with a gain percentage of 
97.7 

rhe largest paid for production of the 
month was that of the Deforest Bow- | 
man agency of Chicago, $1,415,655 
‘his was the first million dollar month 
tor the Chicago agency, and was like- 
wise the highest paid-for total ever 
reached bv a Bankers Life agency 


one month 
A large part of the Bankers Life Chi 
cago million dollar month in 
February was the contribution of J. R 
Brown, a salesman working t! 
DeForest Bowman agency. Mr 
achieved a total | 
000 in one week, and led the en 
Bankers Life held force for the month 
with $362,000. Of his total $3 
application written ] 
Life Chicago polic 


agency § 


Brown 
new business of $356,- 


tire 


50.000 was 


on the hte ta 
1 
vholdet 


one 





Banker $ 


HUGH HART WILL SPEAK 
TO CHICAGO MANAGERS 


Hugh D 


general age 


nk, 


New 


Hart of Hart & Eul 


nts of the Aetna Lite 


rouch the | 


York City, will speak before the mat 
agers and general agents department of | 
the Chicago Life Underwriters Associa 
tion and the members of the Corporate 


Fiduciary Association of the citv at the 
Palmer House, March 25. He will speak 
about the educational work his 
is conducting in connection with 
surance trusts. 


agency 


; 
ite in. 





DAY-O-GRAM 


CS IDF 9 


Why Union Central? 








One of our new agents, when asked why he had 
selected the UNION CENTRAL, handed us the fol- 
lowing letter which he had received from his friend 


Jim Hiestand, one of our leading producers: 


“Dear Bill: 

I have often wondered why you, with your per 
sonality and ability, did not avail yourself of the 
opportunities which the Life Insurance Business 
offers. I was, therefore, delighted when you told 
me the other day that vou had decided to come 
into the business. 


I promised to write down for you the reasons for 
statement that the Darby A. Day } 
The Union Central Life Insurance Company is your 
best bet. 


1. THE UNION CENTRAL LIFE INSURANCE 
COMPANY—one of the BEST companies; 
progressive, low net cost, liberal policies with 
disability and double indemnity benefits; large 
limits on a single life; substandard; in all, an 
AGENT’S COMPANY. 


2. DARBY A. DAY, probably the greatest 
Agency Builder and Inspirational Leader in 
the Life Insurance Business. 


3. AN AGENCY ORGANIZATION second to 
none. Individual instruction and sales assist- 
ance. Inspirational talks, expert instruction 
in the mechanics of Life Insurance, practical 
sales suggestions and experiences, and the joy 
of working in an atmosphere of harmony and 
mutual cooperation. 


my) Agency ot 


Here they are— 


Can I say more, Bill? Only this—that the very air 


in this place is permeated with Enthusiasm and Suc- 


It is contagious. Come in and expose vourself. 
M I s 


COSS. 
So long, Old Fellow. I must get busy. 
As ever, 


Jim 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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STAUNCH STANDS 


“THE ROCK” 


On each working day of the year 1926, 
there sped forward from The Pru- 
dential’s home office the sum of 


$240,900, representing an aver- 
age of 917 claims. 


For the entire year, there were 
257,181 claims for a total of 
$72,271,517. It would be im- 
possible to compute the real value 
of this disbursement in its relief of 
distress, its shielding of helpless 
persons who otherwise might have 


suffered. 


To Special Agents and Brokers who seek 
stability such as this, plus a service 
profitable to them, The Prudential’s 
Ordinary Agencies, located in all 
larger cities, are avaliable for the 
placing of all types of 
Ordinary Insurance. 


The Prudential 


tt Insurance Company of America 
cranauras EDWARD D. DUFFIELD, President 


Home Office Newark, New Jersey 








HOW CASH VALUES ARE TO BE USED 
BY THE UNIVERSITY OF PENNSYLVANIA 














N 1916 John William Clegg, manager | individual members of the class, ac- 


|< the home office agency of the 
Penn Mutual Life, insured 26 mem- 
bers of the graduating class of the Uni- 
versity of Pennsylvania for a total of 
$25,000 ordinary life policy. There were 
about 300 members in the class. In- 
stead of the total premiums being pro- 
rated among the members, certificates 
of participation for either $5 or $10 
were issued. The total of these sub- 
scriptions equalled the premium = on 
$25,000 20-year endowment. These were 
subscribed for by the individual mem- 
bers of the class, according to their 
ability or choice. The Penn Mutual 
“News Letter” in further commenting 
on this says: 

“These were subscribed for by the 


supply in 1936, by releasing the cash 
| values, a fund to be used by the univer- 
| sity as then might be determined. 


| cording to their ability or their choice. 
The idea back of this plan was that 
after the members had left the univer- 
sity, they could, at need, adjust their 
subscriptions, by raising or lowering, 
as their circumstances might require 
The purpose of the insurance was to 


} 


“A trust agreement was made with 


the Philadelphia Trust Company to 
actualize this purpose. The trust com- 
pany receives twenty-year endowment 
premiums, and pays us ordinary life 
premiums. The difference it retains and 


(CONTINUED ON NEXT PAGE) 


ATLAS LIFE HAS HANDSOME HOME{OFFICE 
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TULSA, OKLA., March 16.—Among 
the outstanding monuments to the life 
insurance profession in Oklahoma is the 
building of the Atlas Life, between 
Fourth and Fifth streets on Boston ave- 
nue, here. The structure, 12 stores, con- 
tains 213 offices, each 15x20 feet. The 
construction was started in 1920-21, 
when post-war conditions loomed as a 
menace to big business ventures, but 
undaunted, officials of the Atlas Life 
erected a building valued at $900,000. 
The Atlas Life, a Tulsa _ institution, 
which erected and owns the building, 
clear of debts, occupies the top floor. 

Under the guidance of President H. O 
McClure the Atlas Life, established in 
1918 and operating in a few rooms in the 


Palace building has grown to a point 
where it has $22,000,000 insurance in 


force. In addition to Mr. McClure, the 
official staff includes C. A. Mayo, vice 
president; S. DeZell Hawley, vice-presi- 
dent and medical director; L. E. Mit- 
chell, secretary; C. R. McCullough, 


treasurer; T. J. McComb, actuary; B. F 
Myers, agency director; J. E. Karr, 


assistant secretary. The directors are 


Huelette F. Aby, S. DeZell Hawley, W. 
L. Kistler, C. A. Mayo, Grant R. Mc- 
Cullough, H. O. McClure, L. E. Mit- 
chell, W. Lyle Dickey, J. B. Foster and 
L. B. Jackson, all of Tulsa, and E. W 
Sinclair of New York. Its capital is 
$250,000, with surplus of more than 
$356,000. 
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RM: Fame Tadd 
the Evolution of the 
Calculating Machine 


M. FARMER of the Monroe Cal- 

e culating Machine Company of 
Orange, N. J., is a former insurance 
man. He was connected with a general 
agency at Fargo, N. D. He studied 
calculating machines very diligently and 
became interested in that subject. Mr. 
Farmer claims that the calculating ma- 
chine dates back to the abacus. The 
Chinese claim this invention, although 
it is probable that it originated in In- 
dia. At least its use spread east to 
China and Japan and west of Europe. 
Mr. Farmer says that as early as 2200 


B. C., archaeological research indicates 
the Babylonians were acquainted with 
it. Mr. Farmer says that the middle 


ages saw the beginning of dissatisfac- 
tion with the then existing means of 
handling figures. 

It was 1200 A. D. when the present 
system of numerical notation was in- 
troduced in Europe, it coming from the 
Hindus through the Arabs. In 1642 
Blaise A. Pascal, a Frenchman, con- 
structed the first model of an arith- 
metical machine providing for the car- 
rying of 10. It was never practical, 
however, on account of its complicated 
and delicate mechanism. Libnitz and 
his contemporary, Thomas of Colmar, 
lrance, have the credit of having pro- 
duced the first durable calculating ma- 
chine suited for practical use. 

It remained for Frank Stephen Bald- 
win, an American, more than 50 years 
later to produce the first directly re- 
versible type of adding-calculator where 
addition and multiplication were per- 
formed in easy simple forward turns of 
the crank. Substraction and division 
was secured with backward turns. The 
Baldwin calculator was exhibited at the 
Franklin Institute in Philadelphia in 
1874. In 1892 there were only 500 cal- 
culating machines in use in the world. 

Mr. Baldwin met with J. R. Monroe 
in 1911. Mr. Monroe had been making 
a study of calculating machines. Mr. 
3aldwin and Mr. Monroe joined hands, 
with the result that the Monroe Add- 
ing-Calculator was put into the field. 
Mr. Monroe had an idea that a calcu- 
lating machine should be portable, sim- 
ple in construction, furnished pertect 
visibility, have a keyboard set-up and 
one that would perform all four tunda- 
mental operations, addition, subtraction, 
multiplication and division. 


HOW UNIVERSITY WILL 
USE THE CASH VALUES 
(CONT'D FROM PRECEDING PAGE) 
compounds at not less than 4 percent 
annual interest. 
May Continue Policies in Force 

“This graduation endowment 
was set going on Dec. 20, 1916, and is 
still in force. Eleven annual payments 
have been made to us, and there have 
been no lapses and no deaths 
ther and interesting feature of the plan 


fund 


\ fur- | 





is that at the end of 20 years—that is, | 


in 1936—such of the insured members 
as wish to do so may, by paying the 
cash value to the trust company, have 
the policies made payable as they them 
selves may direct, and continue them in 
force. Thus the university would have 
its part in the insurance, and the policy- 
holders would have policies with pre- 


mium rates in use at the date of issue, | 


and with values 20 years established.” 


BOTH SIDES CLAIM VICTORY 


Court Order Protects Central Life Em- 
ployes But Leaves Some Dis- 
cretion to Administration 


DES MOINES, March 16.—Both 
factions claimed a victory in the su- 
pPreme court today when Chief Justice 
Truman B. Stevens reached the con- 
troversy projected by the Denny-Havner 
faction in the Central Life wrangle 


LIFE 


; 
wherein a petition was presented re- | 
quiring the Miller-Carr faction, decreed | 
by Judge Thompson to be the legal 
head of the concern, to continue the 
present force in subordinate positions. 
The contention was that inasmuch as 
the office force, consisting of nearly | 
200 employes in all departments, had 
gone in a body to congratulate Mr. 
Denny and Mr. Havner upon their vic- 
tory on Jan. 18, the Miller-Carr victory 
in Judge Thompson's court would in- 
spire a general housecleaning and to ob- 
viate such a procedure the appeal was 
made to the supreme court. 

Judge Stevens held that Mr. Miller 
and Mr. Carr must maintain the status | 
quo of the company as it existed when 
District Judge Laester Thompson ruled 
Mr. Miller and Mr. Carr the legal of- 
ficers of the concern and ousted Mr. 
Denny and Mr. Havner who had been 
elected to succeed the others. How- 
ever, Justice Stevens qualified his rul- 
ing by stating that the Miller-Carr fac- 
tion must maintain the status quo of 
the company “in so far as the same 
can reasonably be done, consistent wit}! 
the proper management and operation 
of the said corporation.” 


The United Benefit Life of Omaha has 
been licensed in Iowa. 
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‘“‘A New Day Beckons to a Newer Shore” 


This year the wondrous year shall surely be 
To such as have the gift to hear, to see! 


All recent years have been wondrous years, but, un- 
less all signs fail, 1927 is to be the most wonderful year 
that life insurance has ever known. 

The PENN MUTUAL had in 1926 its most suc- 
cessful year in every respect, but every branch of the 
Company’s organization is hard at work on a still larger 
program and a farther goal for 1927. Policy equipment, 
net cost, agency helps, personal relationships between 
Home Office and Field, important agency appointments,— 
all of these, together with general business prosperity, jus- 
tify our ambition and our faith. 

We have room for men and women who have ideals, 
ambition,—industry! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


























Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 











Medical. 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IllL., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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Write us for openings in 






























































Wash, Fid, Nat., Ill..0. 










Wash, Fid. Nat., Ill. 
Lincoln Liberty, Neb.... 











- 
O ||} LIFE INSURANCE BY STATES 
~ | | 
. h . | Business issued in 1926 and amount in force December 3/, 1926, in various commonweallths 
that means just W at 1€ says | 
a 
KENTUCKY MISSOURI 
This is “The Company of Co-opera- | —— 
tion” in both name and deed. We be- | New New 
li h . terest u in | Business In Force Business In Force 
leve that your interests are OUT IM | wutual, N. ¥........... 6,136,271 38,021,903 | Columbus Mutual.. 104,500 
terests and we will work shoulder to | Nat. L. & A., Tenn...0. 1,512,926 4,558,820 | Federal, Ill. ............ 4,192 
: | Nat. L. & A., Tenn...I. 5,921,842 9,603,818 | Great Republic, Cal..... 7 
shoulder with you to produce a real | Nat. L. ann. Ia....... 254,000 1,284,000 | Merchants, Ia........... 4,97 
volume of business each year. To | Pen" Mutual .......... 2.901.000 s1,008.c0e | Hoes, © S. 4...-- . ae 
. . . year. 40) phoenix Mutual ....... 1,296,767 10,320,265 | nen S, tears 24°53 
merit this co-operation and be consid- | Provident Mutual 546,776 2,341,370] Nat) E. @ A. Tenn... “9:9 
: | Prudential ........... O. 8,044,608 49,245,801 | New England Mut...... 26.6 
ered for one of our splendid agency | Predeatia! eee neeee G. Ry 7.868.088 Penn Mutual... nares Sele 33,8 
iti | Prudential .....-..++. . 12,667,09 -942,62 oenix Mutual......... 6,8 
opportunities, you must be a real pro- | Reliance, Pa. .......... 1,300,512 5,663,948 | Provident L. & A....... 5 
ducer. | State Mut., Mass. ...... 2,044,707 12,037,123 | Reliance Life, Pa........ 3,5 
| South. States, Ala. ..... 685,420 834,397 Occidental J “ear ‘ ba 
| Sov. Camp Wood., Neb.. 794,068 11,305,803 | Sun, Canada............ on? 
| Sup. L. K. of P., Ind Seen GRRE occcccece 25,3 
| 


Iowa, Nebraska, South Dakota, 
Minnesota and Missouri 


Des Moines Life 


& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 














GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
libe ral contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
If interested write or wire before April 1 to: 


W. H. SAVAGE, Vice-President 


401-2 Merchants National Bank Building 
Dallas, Texas 


factory records 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


4. ge President J. N. WARFIELD, Jr., Secretary-Treaewer 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 











NUMBER of National Life Salesmen have increased 


Exceptional their earning ability by fifty percent through the Na- 
tional Life's popular low-cost policies. This same oppor- 


’ 

Sales tunity is open to you through a National Life Contract 
2 ' on oO t t t tates or - 

Opportunity A. ae Se epepesss operating in twenty-five sta Ce 


National Life Association 
Home Office: Des Moines, lowa 











} Amer. Bankers, Ill..Ind 


Wash. Fid,. Nat., Inl..1. 
Acacia Mutual ......... 
American Nat., Tex...O. 
American Nat., 
Bankers. Ia. 
Bus, Men's 
Bro. Amer. 
Columb. Nat., 
Conservation, 
Cotton S8t., 

Fidelity Mut., » eecce 
Guar. Fund, Neb....... 
Inter-Southern, Ky. ..O. 
Inter-Southern, Ky. ..G. 


Lafayette, Md. ........ 

| Efe OC VO. ccccccccces 0 J 
BAGO GE Vc ccccccvccee I, x 
Minn, Mutual .......... 42 
Mutual, Baltimore ...O. 266,046 


Baltimore ...I. 
= Pe 


Mutual, 
Commonwealth, 
Commonwealth, Ky 
| Commonwealth, Ky) a 
| Amer, Nat., Tex......O. 
| Amer, Nat., Tex....... I, 








| Bankers Reserve, Neb.. 107, 100 
| Berkshire TTTTTT TTT 325,500 
|} Columbus Mut. ........ 41,973 


Conn. Mutual 

Continental, Ill 
Equitable, Iowa 
Equitable, N. 
Equitable, N 

Federal Union, 
| Federal Union, 
Federal Union, 
Kansas City .. 
Lincoln National 

| Manhattan, N. . 
Mass. Mutual ......ccce 
Mass, Protective ven 
Missouri State ....... Oo. 
Missouri State ....... G. 
Nat. Life Assn., Ia..... 
New England Mut 





Public Savings, Ind..O. 

Public Savings, Ind...I. 

Sec. Benefit Assn., Kan. 

State Life, Ind, ....... 

Sun Life, Can. ...... ‘ 
MEOTGRORE cccctcocecss 0 

BUGUOOOTD cccccceccccs G. 1,074,600 
Union Central a6 3,204,645 
Union Mutual, Me. .... 41,1890 
United States ss hires 254,832 
Victory Life, Til......... 6,000 
Mutual of N. ¥ ese 6,136,271 
| Mutual of Balti.....Ord 66.046 
Mutual of Balti....Ind 3,026.7 
Fraternal Protect Mass 92,200 
Amer, Bankers, I1l..Ord 98,250 
Amer. Bankers, Ill..Ind 25,11 
Atlanta Life, Ga Ord ; 


Atlanta Life, Ga....Ind 
Chicago National 
Columbia, O 





George Ra! ashi ngton 
Nationa | bs 
North eine 


Our Home, D. C 
Reserve Loan, Ind . -9 
Woman's Benefit, Mich.. 135,509 





Atlantic, Va . . 672,978 
Domes. L. & A., Ky..Ord, 1,212,500 
Kr..Ind 196,669 

2 42.000 

Mo 981,112 





295,000 





Tenn Ord 285,260 
Tenn. .Ind 5,859,151 
04,600 
tual 70 1 

Lif 6.014.8 

‘ National 403,06 
Or State 83.°50 
Philadelphia 56 
Vr ident L. & A 147,44 
Shenandoah Life 138,581 
Southeastern. S. Cc 185.4690 
ne lL. & A Ky Ind. 13,834,069 

} nt i ‘ ntral 80.446 


Atlant Va 297.84 
Girard, Ws 15.155 
Metropolitan Ord. 46,769,263 
Metropolitan Gr.124,195,927 
Metropolitan Ind 8.56 127 
Morris Pilar 6.272.450 
United L. & A., N.H 082.942 
Continental Mo 1.085.492 
International Mo 1,304,097 
ASmer. Bankers, Itl..Ord 289,028 


1,039,385 








Massachusetts Protect... 
Amer. Central, Ind...... 
Bankers Res., Neb...... 
Great Northern, Wis.... 
Guardian — we Beanee 
Home, N. 

John +a” secee cee 
Lincoln National ....... 
Manhattan, N. Y 
Massachusetts Mut...... 
National Life, Vt........ 
Ohio National.......... 
Central, Kan. 
Guaranty, Ia.. 
Mutual Trust .. oes 
New York Life.....-... 
North Amer. Nat., Neb.. 
Royal Union, Ia......... 
Travelers g02000 
Abraham Lincoln, OR 
Amer, L. A. oseee 
Fo L. & A., Mo. 


CGGNGER, BE. ccccccesse 
Commercial, Mo..... 

Se, BE scascececee 
PUGGTOGEEVO, APMcccccce —_cesseccs 


U. S. Reserve, Mo...... 2,029,000 





424,000 
115,149 
124,690 
7,635,345 


9,122,141 


1,291,618 


| Tr, ca ccessenee 


Westn,. Fun. Ben., Mo.. 2,874,250 
Western Mut, Cal....... 2,000 
WGTMEMETO cocccccccseces 614,019 
Metropolitan ‘ -«. 92,105,540 
Connecticut General... -+++ 1,616,011 
National Fidelity, Mo.. ‘ 606,283 
POMINeG, BEG, ceccccccvce 2,598,250 
Mutual Benefit ......... 6,450,269 
Union Mutual. Me...... 311,643 
Peoria Life, Ill.......... 1,491,292 
Mountain States......... 120,011 
St. Joseph, Mo........-- 967,000 
American, Tex........+. 3. 134, 154 
American, Mich. ....... 


Amer. National, Tex..... 
Capitol, Colo a 
Chicago Nat. .... aeee 
Connecticut Mutual 
Farmers & Rankers 


Midland, Mo see 
Natl. Reserve, Kans..... 
Pacific Mutual ete 
Pan American......... 
Prairie. Ne? 
Security Mut., N, Y¥ 
State Life, Ind 
Volunteer State.. wees 
Western & Southern 
Service, Neb.. . 
Northwestern Mutual... 
Great Western, Ia — 
Lafayette, Ind 





Old Line, Neb 83.900 
Provident Mutual >.410.17 
Rockford, Tll 286,233 
United L. & A., N. H 424,824 
Amer. Bankers, Tll 845,499 
Jefferson Standard 24,500 


Standard Mo 164.500 


Douglas, Mo 


Continental. Mo 11,813,654 
Merchants Res., Il 

National Savings, Kans ety 
Northwestern, Neb - 41 3 , 
Western States, Mo 450 





Missouri 8,245,788 
Rusiness Mens Assur . 2,010,887 
Elkhorn L. & A., Neb 124,000 


Farmers National, Ind 
Continental Ill 
Anchor L. & H., Mo 
Sprinefield 1 
Hawkeye Ta 
Western Mutual, Cal 
North American Tl 
International, Mo 
Liberty Tl 

Inter Southern 
Tilinois 


North Amer. Natl, Neb 


Atlanta, Ga 

Central, Ia 

Abraham Lincoln, Tl 
Monarch, Mass 
Peoples, Til 





Mutual, Md 
Liberty Kan 189.500 
Des Moines Il. & A 8,600 
Rankers, Neb 961,172 
Northwestern Natl 660,997 
Michigan Mutual 1,044,809 
Reliable Il. & A., Mo 3,876,840 
Empire Mutual, Mo 128,000 
Volunteer State, Tenn 69.500 
Acacia Mutual * 092.800 
Rankers, Ta 3,633,196 
‘Hank Savings, Kan 438,953 
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63,3 


394 
164,139,892 





1,123, 597 
4,296,416 
71.426 





2,450,822 
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2 589 
12,627,516 
76,268 
4°6.311 
542 845 
40,45 
g 6o 4 
4,723.31 
105,000 
1,608,640 
3,062,761 
7,064 
8,332,173 
5.0n0 
114,060 
G8. 40° 
39,584,006 
9°4.000 
e30.6°° 
15,551,516 
1,148, 38 
gn? ao4 
600.1 
44,290 
1,123,597 
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s x 4 
44 ano 
146.500 
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eso.agr4 
47.3 
148 1 ’ 
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4° 171 
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Farmers Union Mut., Ia 
Franklin, Ill 

Victory, Ill. 

Missouri State 

‘entral States, Mo 
American Nat., Mo 
Western Protective, Mo 
St. Louis Mutual. : 
Girard, Pa 

Reserve Loan, Ind 
Columbian Nat., Mass 
Mutual, Mass 
American Old Line, Net 
Omaha, Neb, 

United States, N. Y¥ 
Fidelity Mutual, Pa 
Western Union. Wash 


State 


New 


Business 
900 





NECRASKA 


Camited. Come, .cccccceces 
Gt. Northern, Wis 
State Life, Ind. ....... 


Northwestern Mut 

Security Mut., N, Y.. 
Equitable, N. Y. 
Kansas City 

Lincoln National e° 
Home Guardian, Neb. 
Peoria, Ill. 
Cosmop. Thrift, 
Conn. Mutual 
Equitable, Ia, 


Ned. .. 


International, Mo 
Guaranty, Iowa 
Rankers, Neb 
Farmers, Colo.. 


Central States, Mo 
Central, lowa ee 
Cedar Rapids, Iowa... 
tankers Nat., Colo...... 
American, Colo.. 
Wash Fidelity 
Union Central eee 
State Mutual, Mass... 
Rockford, Ill 
Register, Iowa . 
Mutual Trust, Ill.. 
Mountain States 
Mutual, N. Y... 
National, U. S. A.. “ 
National Fidelity, Mo.. 
Northwestern, Neb 
Northwestern National... 
North Amer. Nat., Neb 
Northern States, Ind... 
Occidental, Cal. .. . 
Omaha, Neb o« 
Provident Mutual.... 
Prudential 
Phoenix Mutual 
Reins. Life, la 
Royal Union, Ia.. 
Security, Va...... 
Security Mutual, Neb 
Western Indemnity, Neb, 
Amer. Old Line., 
American Thrift, Neb 
American Reserve, Neb 
Bankers Reserre, Neb 
Columbus Mutual, Ohio.. 
Continental, Mo... 
Columbus, Neb 

Des Moines L. & A 
Elkhorn, Neb. ; 
Fidelity Mutual, Pa : 
Farmers Union Mut., la. 
Great Western, Ia 
Liberty, 
Lafayette, Ind 
Merchants, Ia... 
Missouri State . 
Midland National, S. D 
Michigan Mutual, Mick 
Midwest, Neb....... —_ 


Natl. 


110.000 
11,000 
64,920 








16.605 
6,090,158 
1,913,180 

318,000 
1,076,000 


2,000 
34.500 
1,391,108 








10,34 s 
54,141 
* 440,460 
14,310,771 
21,481,839 
57,500 
216,014 
1,67 7 
10,581,687 
197,287 

















58.000 
49,000 
1,364,510 
43,752 
1,655,000 
1,996,000 
1,289, 
88,500 
21,000 
502,670 
447,500 


1,701,801 
62.000 
15,683,650 
366,102 
520,832 
15 18¢ 















Workm, Circle, 
American Ins, Un., 
Ben Hur Sup., Ind 

Polish R, C, Un., Ill 
Metropolitan 

Metropolitan 

Metropolitan 

Pankers, Ia... 
‘olumbia Nat 
olumbia Nat., 
‘anada Life .. 
onfederation, Can.. 
‘olonial, N. J 


‘ 
‘ Mass. .O 
‘ 
‘ 
‘ ee 
"Se eae * 
I 
I 


mperial, Can... 
“idelity Mutual, 
National, Vt evces 
I’hoenix Mutual ........ 
Provident Mutual....... 
Union Central... eccese 
Western Union, Wash 

Brooklyn Nat... 
Manhattan, N. ¥ 
Mutual, N. Y. 


Postal, N. Y...... Oo 

Pestal, Ba. Wor ccccccecs 

Pestel, HM. Zoccoes I 

Teachers Ins. An., N. ¥ 

Lincoln Frat N y 

Jewish Nat. Work., N. ¥ 
Home, Pa 


herl Am. Yeomen 
Abraham 
\id Assn. Luth., Wis 
h 4 


go Fraternal 
Woman's BR. Assn., Mich 
Woodmen of World 
Woodmen Circle 


Roval Arcanum 

Pol Women All Il 
Royal Neighbors, I! 
Golden Eagle, N. Y 


Workingman Coop., N. ¥ 
Empire State, N 

Natl Accident, N y 
Work, Sick & Ben., N. ¥ 


, Mass... .1. 
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4} 
NORTH DAKOTA t 
—| 
New 
Business In Force | 
Bankers, I 284,987 3,001,113 
Bus. Men's Assurance 62,500 70 
Central Life il 419,290 7 
Farm, Un. Mut la 12,000 7 
Merchants, Ia 78,500 961,110 
Mutua N. Y © 397.329 13.06 § 
New World, Was) $1 ( 1 O64 
Ne Amer. I & « M i l ) 4 
Occidenta Ca 371,327 4,18 69 
Reinsurance, la 14,831 57,716 
Reserve Loa Ind 439 543.890 
Guar. Fun Net 431.000 2 F 
Agricultura Mict 
Centra Life Tow S.4 
Continenta Me 124,698 ‘ 
Des Moines & A 18 ’ 489.8 | 
Federal Life, Il l 14 
Fidelity Mu Pa : ¢ 817 s | 
Great Wester I ‘ 
Great West, Car 4 48 
Guaranty lowa ’ S496 | 
Home Lif = = 7i¢ 8 
International 86.91 1,0) 2 
Kansas City ‘ S 
Midiand Natl, 8, D 744.00 2,694,518 | 
Missouri Stat 200,004 1.541.125 
Montana Life 738,08 
meets 1! 47 “3° 4 7 
A 637,743 ? 
: d 1 464 
No Americar I ». 000 ‘ ry 
Northwestern Nat, Minr 5,734,284 24,297,859 
Old Line Neb 507,50 Rie 
Penn Mutual 457,466 7292 99 
Provident, N. D 3,010,574 15,5 74 
Royal Union, la 67.500 “4 ‘ 
Travelers Equit Minr 6.00 ‘ f 
Travelers 2,214,145 7,739.4 
Wash. Fidelity Nat 
OKLAHOMA | 
——_____—_ 4 
Home Life, N. ¥ 878.911 2 §.015 
Natl. Life Assn., la 1,024,000 4,909.5 
Prairie Life, Net 64,000 114,00 
Travelers Ord 4,554,064 14,131 S 
Travelers Gr. 11,043,268 18,651,901 
Security Mut Net 7,000 81.241 
Continental, Mo Ord 1,294.66 1,897,844 
Continental, Mo., Gr 0,000 30,000 
Missouri State Ord 4,974,087 2.347,634 
Missouri State Gr 3,449.20 7,857.70 
Morris Plan 528,850 528, 76 
Southern Union, Tex 609.9 
Royal Neighbors, II! 19,023,7 
Northwestern, Neb 7 ’ 16 
Wash. +Fidelity 1 0 14,2 
Wash. Fidelity 38 14 257,425 
International 89.981 12,148.54! 
Old Colony l 2,038.60 788, 78$ 
Great Republic, Co 6 2 525,517 
Midland Mo 1,9 045 5,631, 78¢ 
Guaranty, la 440,200 1,295, 94¢ 
Homesteaders, Ia 72 0 2,119,704 
Illinois Life 1,795.29 7,830.4¢ 
Natl. Reserve, Kan 117,¢ of 
Kansas Life 785,408 2,352,265 
Guardian, N. Y¥ 430,270 4.659.451 
National Life, Vt 623,823 6,698,009 
Lincoln Natl 1,348,102 540,635 
Union Central 2,420,285 13,581.37 
170,50 1 
S32.088 1 
‘ 10,088,6 
11 S$ O81 84.862 
: 649 | 
749.489 804.984 
8,168 5 44.8 ’ 
TRE_O84 4.0828 
© 785.600 6,201.6 
96.¢ a4 
75.10 690. ( 
saa 7 54 
50¢ 42 1,074,524 | 
737,38 1,122.4 
ps 2 46 ’ 
921 111.796.5239 | 
1,672.8 $0,600 | 
0.4 4.78 
4 4 ' Me J 
Southwestern Nat! 186.0 iseé j 
Oklahoma Life oO 5,015 6.967 
Oklahoma Life Gr 8 71 
Amer. Natl, Net 528.500 946,5 
986.372 3.415,74 
sta ses €& 481 4 
Ord 4.471 ‘ 87,74 
G 78 ’ T: 
Ind 672 ? 8.1 
61,8 49.324 
14 
a 236.380 3,144,277 
4 
8 sia 
2 447,609 
41 1 ‘ 
s20 s 





- ¥ 
t tv M Pa 10,8 459 71.799.045 
G I ’ 48.28 
lot Mite? M Pa 

re M 5 ‘ ‘ 
Ie ayly s Mutua 1,1 ‘ 4,184 

Ph ‘ hia 4.9 ‘4 as 
Presby in Ministers s $08 ‘ 
Prov Mutua 8 ‘ 

K ‘ Pa 4.4 9. $58,98 
Ser r Pa 10,648 ’ 
Standard, Pa ‘ 8 8.59 
Aca s Mu 424 } 8s ’ 
Aetna Life 41,959,108 1 a3 , 
Agr tural, Mic? 


{CONTINUED ON NEXT PAGE) 


What About 


he Year—1927? 


That is the question many 

agents are asking them- 

selves. 

good 

rates 
the 


All Companies have 
policies, competitive 
and operate under 
same laws. 


The Company that can 
give you the best service, 
and will help you write the 
most business is the one to 
choose. 


The Liberty Life offers to 
agents: 


Prospects; Illustrated Pre- 
approach and Follow-up; 
Local Agency Connections; 
Special Campaign to Con- 
Business and to In- 
crease Renewals. 


serve 


Agency openings in Kansas, 
Missouri, Nebraska, 
Illinois, California, Texas, Colo- 
rado, Wyoming, Washington, 
Oregon and Nevada. 


Arkansas, 


The LIBERTY LIFE 
INSURANCE CO. 


LIBERTY LIFE BLDG. 


TOPEKA 


Cuas. A. Moore, Vice Pres. 


KANSAS 


and Manager 








“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 








> 
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Life Reinsurance 


in Force 


| 57,465,739.00 





~iieReinsurarnce Life 
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Lessseseeeeeae 


CONTESTS 





REVISED EDITION 


CONTESTS” 


SALES | 


Every Insurance Company 
and General Agent strives to 
accomplish two things: To 
build and hold the coopera- 
tion and good will of their 


Amer 





THE NATIONAL 








Amer, 
American, 
Baltimore sees 
tankers, Iowa 


| Bankers 
Bankers 


PENNSYLVANIA 








New 
Business 
Central, Ind...... 194,688 
Mich séee 888,260 


3.478.377 1 
9,789,419 


In Force 





5,120,964 


2,609 





(CONT’D FROM PRECEDING 
| 
| 


Old Line, Neb 
Neb. . . 
Nat., Colo 


14,000 


73,620 








- Busi. Men's Assurance 
Agents. . . . To increase the Central, Ia i 
. . Centra States, Mo 20,000 
volume of their insurance Columbia, Neb 81000 
Jes Moine » € y 266 88 
sales at a profit. Sales Con- ee ig eon hy oe 
(Gjuaranty, la 142,306 
tests stand alone as the best entee Sbe 961198 
means toward this dual ob- Montana Life 278.500 
me Mutual Trust ....... 461,279 
jective. Nat. Fidelity, Mo 62 6 
National U, 8S. A 789,646 
New World, Wash 28,000 
New York Life 1,766,078 2 
No, American, Ill.. 71,500 
Northwestern, Neb 32,000 
Occidental, Cal , 
Old Colony il 406,001 
Old Line, Neb 66,500 
Penn Mutual 250,680 
Royal Union es . 
Security Mut., Neb 2 
| Travelers Equit., Minn 
Wash, Fid. Nat., Ill 
Federal, Ill 
Continental, Mo 43 
Fidelity Mut., Pa 
Northwestern Nat 1,0 
tankers Res., Neb 


Minn 


OF 


“SALES 


Union 


Central 
Agricultural, 
Line, Wis 


Cedar Rapids, la 
Equitable, N 

Lincoln 
Merchants, 
Mutual 
Missouri State 
Mutual, N , 


teserve 


National 
lowa 


N. ¥ 


Loan, Ind 


Mich. — 





463,410 
4 809 2 
ooo 















1,213,053 


987,959 
400,041 
973,648 

13,000 
132,070 














It tells 


In most authoritative manner 





American 
Atlantic 
Central, 
Columb 
Commonw., Ky 
Commonw., Ky 


TENN 


= 


Nat., Mo 
Life, Va 
la 


Mut., Miss 


ESSEE 

















O. 1,320,400 
I 4,086,669 


















0 

















Aetna 


Amer 





__ State Ind 
Please send me one copy of “Sales Con- State Yl Tex 
tests,” gratis and without obligation. | United Fidelity, Tex 
National Assn., Ia 
American Pro Tex 
National L. & A 
PEGMES ccccccccoccccecces PTTTTTTT TTT TTT Old Line, Wis 
Reserve Loan, Ind.. 
Atlanta, Ga a 
Addres® 20sec rccecceeeeeecceeeeeeesees B | Guaranty Fund, Neb 


Kaskaskia, 

Life . 

Amer. Central, Ind... 
American, 
Reins., Tex 


Mich. 


1,402,000 





2,882,376 
592,500 
5,000 





21,315 
8,039,912 





the exact bearing that Sales Conservative, |W Va... » 7as-bee 
Continental, °o ,553,03 
Contests have on Insurance Continental. Mo ae ‘i 
er F: ers iin«« 396.149 
Agents. It analyzes Contest foe, Gees, Ee -S 
plans, indicates their use, ie ygeeelbanae }. 
abuse, influence and possibili- renee gee, **geoees I 
ties and suggests an entirely Independent, Tenn... .O. 
Independent, Tenn I , 
new development of an old Independent, Tenn....G 314,000 
: erne XN ee .170,269 
and very much worth-while ee aber ss a. : 
i ; Inter-Southern, Ky G 
system of sales stimulation. fae teats tae 
Lincoln Reserve. Ala 
° Michigan Mutual 
This new book—called Sales Missour! State o. 
. : Missouri State .<G 
Contests—epitomizes the ex- Morris Pian . 
periences of Sales Managers ee See Sie 322 
who are pre-eminent in their nh Pgs ED 
field. It will prove of invalu- | Evovigent 
able assistance to any execu- Shenandoah. Va 
° ° e | Southern, enr o 
tive interested in Insurance | Southern, Tenn I 
Sales. It is yours for the ask- oouese., Tee.. - - 
i ; H | State Mutual, Mass 
ing . entirely without | Wash, Fid. Nat. Til...0 
i i | Wash, Fid. Nat., Ill...1 
obligation. | Guar. Fund, Neb 
Atlanta, Ga Ord 
| Atlanta, Ga Ind J 
UNI | ED PREMIUM |Geo. Washington, W. Va 1 070,656 
| No. Carolina Mut Ord 583,425 
No. Carolina Mut .Ind 1,898,905 
SALES & SERVICE || #2 atic TES66 Nw 
lr = ——— = = 
COMPAN | | 
Y | TEXAS | 
CHICAGO | om ; 
| North Amer Reins 
MAIL THIS COUPON TODAY! | Pacing ‘Mutuat 
ee ee ae ae a a eae a a ee 4 in = rican 
‘eorla ll 
| Prairie Neb 
United Premium S. & S. Co., | Reliance, Pa 
307—1503 N. Michigan Ave., | fan, Jacinte Tex 
Seaboard, ex 
Chicago Southwestern Tex i 


000 
5,000 
683 
286 
115 
», 985 





UNDERWRITER 






New 
Business 
American Nat., Tex.. 102,147,217 
Amicable, Tex 7,392, 
Bankers Res Neb 
Capital, Colo 





Great Northern 
Great Southern, Tex 
Harvester, Tex. 
Kansas City 
Kansas Life 
Lamar, Miss 
Mags Protective 
Metropolitan 
\iamo, Tex 
Volunteer State 
Peoples, Ind 


Franklin, Ill 





Western Mut Colo 

Acacia Mutual 32 
Lincoln National »,416,! 
Reins, Life, la 204, 
Central, Ill 1,864,498 
Bankers, lowa 11,272,944 
Continental, Ill ° 1,283,361 
Southern State, Ala 1,315,106 
Business Mens Assur.... 2,682,094 
National U. 8. A 1,274,079 
Merchants - ° . 1,116,754 
Union Standard, Tex 1,279,050 
Great Republic, Cal 5 
Northwestern, Minn 

Nat. Fidelity, Mo . 
Atlas, Okla . 1,003, 
Illinois Bankers ‘ 520,604 
Natl. Savings, Kan..... 101,172 
Occidental, N. M e . 1,421,350 
Pilot, N. © : 170,500 
Jefferson Standard 10,665,100 
Travelers mien 10,176,17 
Reliable Mo — 2,038,124 
Rank Savings, Kan . 1,885,500 
Wash Fidelity Nat 1,513 a 


Central, Ia 
Missouri 8 


Old Line, Neb 
Midland, Mo , 
Morris Plan, N. ¥ 
Federal, Ill 
Union Central 


Provident L. & A 
Rockland, Ill 

Home \r ° 

Empire Mut., Mo 
Indianapolis 
Springfield, Ill 
Security L. & Q., N.C 
Independent, ° 
Omaha, Neb wee 
tankers Natl, Colo 





500 


Northwestern, Neb , 
Cotton States, Tenn... 280,000 
First Texas Prud, 

American Old Line, Neb 

Liberty, Kan ; 

Minn. Mutual 


Register, la 
Atlantic, Va 
Victory, Ill... 
Equity, Neb. .. ° 
International, Mo 
West ‘al... 
California ° 
American Nat a 
Central States, Mo 


Coast, Ca 


Continental Life 
Ohio State . 

Great Western, Ia 
Royal Union : : 
Two Republics, Tex.... 
No. Amer. Nat., Neb. 
Central, Kan 

Texas Life 
Guaranty, la. . 
Manhattan, N. Y... 
Southern Union, Tex 
Protective, Ala 


Amer. Bankers, IIL. 





1! 











39,094,916 


In Force 


S.S79.617 
1,095,967 
018,000 


100,500 
40 4,000 


SS6.3590 


1,154,703 
402,922 
102,500 
617 au 





7,606,085 
1,860,057 
5,716,862 
4,641,409 
940,939 
109,250 




















———_——_ 


Berkshire 

Conn. Mutual 
Equitable, la 
Gem City, O 
Life of Virginia. 
Mass. Protective 
National L. & A.. 
New England Mut 
Occidental, N. C... 
Reliance, Pa. 
Sun, Canada 
Union Central 
Acacia Mutual 
Amer. Natl, Mo 
tankers, lowa 
Columbian Nat., Mass 
Columbus Mut., O 
Conn. General 
onservative, W. Va. 
Continental-Amer 
Continental, Va. 
Equitable, D. C 
George Washington 
Maryland 

Mass. Mutual 
Metropolitan 

Minn. Mutual 
Mutual, N. ¥ ‘ 
National, U. S&S. A 
New York 

Penn Mutual 
Philadelphia 

Phoenix Mutual 
Provident L. & 
Provident Mutual 
Prudential 
Reinsurance 
Security Life 
Standard, Pa 


lowa 
é&t &. ¢ 















WISCONSIN 

{ ‘aie tieeieneataiaeaiaineiae ~ i} 
Great Northern Ord 2,423,320 19,275,603 
Great Northern .Gr 3,000 102,150 
Natl. Guardian, Wis 6,855,020 468,805 


Northwestern Mutual... 29,680,100 





Old Line, Wis *8,041,860 
Wisconsin Life . , 218 
Wisconsin National..Ord. +74 





Wisconsin National. .Ind 


276,815.55 





54,715.27 
13,891,540 
25,195,441 
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New 


Business In Force 


State Life Fund, Wis... 
Bus. Men's Assurance... 
Acacia Mutual 
Aetna Life,. 
Aetna Life.... Gr 
Bankers, lowa 
Central, Iowa... . 
Amer. Bankers, II! 
Federal ‘ . 
Continental Assur., Ill 
Equitable, N. Y 
Equitable, N. Y......Gr 
Franklin, Ill. ... ; 
Guardian, N. Y 
Kansas City 
Lincoln National 
Massachusetts Mutual 
Massachusetts Protective 
Metropolitan -Ord 
Metropolitan . Gr 
Metropolitan . Ind 
Y 


National, U, 8S. A.... 
: Mutual 
World, Wash 
New York Life.. 
North American 
No. Amer, L. & ¢ 
Penn Mutual . 
Prudential . ..-Ord 
Prudential Gr 
Prudential . Ind 
Security Mutual, N. Y... 
Travelers . Ord 
Travelers ..Gr 
Travelers Equit Minn.. 
Conn, Mutual, 
Fidelity Mutual, Pa . 
Manhattan Life 18,000 
Minn. Mutual. 99,482 7 
Mutual 736 8.150.717 
National of Vt. 
Old Colony, Ill.. 
Pacific Mutual 
Union Central 
Union Mutual, Me 


*. Minn 

















| MARYLAND 


Penn Mutual 
Peoples, D : 
Philadelph 





‘ 
la 


Phoenix Mutual 
Provident Mutual 
Century Mutual, N. Y 


State Mutual, Mass 
Union Ce 
United L. & A. .N. H 
Victory, Ill ° 
Liberty, Ill . 
Life of Virginia 
Lincoln National 
Massachusetts Mutual 
Michigan Mutual 
Massachusetts Protective 
Midland Mutual, 0 ose 
Monarch, Mass 

Mutual Benefit 

Mutual, N : 

National, Vt 


8,000 
915 





New England Mutual. 
New York Life ; ° 
North Carolina Mutual 


Northwestern 
Occidental, S&S, ¢ 
Sun, Canada 
Old Colony, Ill . 
Home, D. C 


Mutual 


Our 
Conservative, W. Va 
Acacia Mutual 


Atlantic, Va 
Bankers, Ia 
Rankers Reserve, 
Berkshire 
Columbus 
Connecticut Mutual 
Continental Amer 
Equitable, D, C 
Equitable, lowa . 
Fidelity Mutual, Pa... 
Guardian, N. Y... 
Home teneficial, Va 
Home Life, N. ¥ 
International, Mo 
Jefferson Standard 
John Hancock 


Kansas City 


Neb 


540.600 
216,000 


Mutual 





Mandamus 


Writs of mandamus have been issued 
by the Ohio supreme court forbidding 
the insurance department of that state 
to revoke the licenses of four outside 
accident and health companies which the 
department claims have exceeded the ex- 
pense limitation of 30 percent fixed by 
and the supreme court holds that its ap- 
the Ohio law. This limitation does not 
apply to the home compames of Ohio 
plication to foreign companies is invalid 
it violates the “duc 


Issue Writs of 


on the ground that 

process” clause of the federal constitu 
tion. The companies interested are th 
Woodmen Accident and the Central 
Health of Lincoln, Neb., the Mutual 


Benefit Health & Accident of Omaha 
and the Interstate Business Men's of 
Des Moines. 


The Des Moines office of the Mutual 
Life of New York will remove from the 
Iowa National Bank building to the 11th 
floor of the Southern Surety building, 
where it will have more spacious quar- 
ters. This added space was made neces 
sary owing to the splendid increase 


which this agency has made the past 12 
months. Manager G. A. Patten announces 
that his agency enjoyed a 40 percent in- 
crease in business over the preceding 
year 
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that will do more to hurt our busi- vou feel that he is going to make a suc- | and keeping of agents is the biggest job 


; METHOD FOR FINDING ness as a whole than disturbing agents | ¢ but 
: z < al t ‘ cess but will need a little time to do so 
AND KEEPING NEW MEN | who are satished with their present we In this way he feels the obligation much 
| © 


nections, it is not fair to the agent , . 
- ~~ 3 - a* more and will make a greater effort to 


the life insurance agency 





re 7; ourse ooking for 1 iene $ . _ 
ee are, of A. —. : oof — time | pay the bank than he would the general F. W. Allen Is President 
° . ; agents put e wi make a part-time el = ; : 
Agency Supervisor Explains Sys-| contract with someone we feel will | 8°25 _, F. W. Allen, of the A. O. Eliason 


We also do a lot of circularizing for Minnesota 























"weer tagggy Raat ste gp ed , ren or the Minne 
: inally become a full-time agent; or], . ; agency tor the Minnesota 
tem Used by Aetna Life sometimes we will make a part-time he we are willing to circularize Mutual Life, has won the presidency of 
“" 1 ist of 20 or 25 names e: ut the ' | Q°?> 
in To ka contract unt! we are able to secure a . senore memes 1 hers le cach heb « “ee tbe Randall Club for 1927, and T. J 
, ‘ ius < ! A mt ”) } | 
F full-time agent. This is done because of | = —- Pre cea: rma ty Dowling, of the Sam R. Weems Agency 
or — nn . les " ; ' ' } » 
—— the business we already have in force in I nal ‘aap , wr aly ‘ “agra toe d of Dallas, Tex., is vice president rhe 
. : - . le circular ar older us is to b Don fl lead 
that community and to help us take care | ,) : helo a — reak | Randall Club is an honorary organiza 
we: . . rie « ne ft t ren? 11 ‘ - 
| SOME PLANS FOLLOWED ot any claims or other business that , : “g — . . w age! . a axe tion tor agents whose production and 
"iy - re mus | vecause t tter savs om 
| might arise \ good many of our full- will “es ecaust © setter s ¢ | renewal ratio is sufficient to meet the 
time agents have come from the part- requirements of the club. As president 
R. B. Branham Says New Man Ought time route and some of the best men we Clinging Vine Type Not Werth Much ; ; ¢ Randall Club, Mr Allen is enti 
= } _ _ : +] ‘ ‘ ‘ th ' ; ne 
a : have were once part-time agents. ied to a trip to the next convention of 
to Be Able to Finance Himself ; “We do not believe in writing all the | the National Association of Life Under 
Like Men with Capital busin — P 
: . | uSINess r the agent an ft sol writers 
in His Insurance Work “Uy. of ; : : ; e agent a afte ¢ ‘ 
We always like tor the man to ive work with him, we k ive hn t i t 
enough <¢ 1 to finance himself for at | alone for a while and return in a week 
: least six months because vou know as r so and stay witl m another dav or To Hold Sales Congress 

The tack of findi at 1 Ning rents , " , : : e ; 

Che task of finding and Keeping agent | well as I hat few are able to make a tw We have found that 1 the agent Che New York Life agents who 
is a very difficult one. Agency Super- | success in a short time. We have made | will not work while we are not with him, | qualify in the contest in the central de 
visor R. B. Branham of the Aetna Life advances but some time ago this was | there is not much use it spending extra | partment will be present at a sales con 

ain cut out, although we have been fortunate | tin r money on hit Ve feel that the ‘ress in Cl ' M 4 n S 
at Topeka gives a very interesting and |; "\) Se ee ‘whl , ~ s m. We feel tha na BSS m Chicago, stay , and at Sioux 

se +3 : = h ‘ Fe Vt ° ances made ind nave Nad very cin git & vine type ot gent 18 not worth City, May 's whe Third Vice Pres 
instructive account ot ow his agen little loss It is hard to keep advances | muc to our agency In handling ur lents Wilbur H. Pierson and Griffin M 
goes about hiring new agents and break- | within bounds. Some of the best men | agents in this manner we have been for Lovelace will be the main speakers. At 
ing them in. Mr. Branham says we now have would never have been in unate 1 having a very small turn over | the Sioux City meeting the agents from 
1e insurance business if 1] wild not | in cous - : p ' , : 
a the insura ce yUSINE f ev could not | in our agency We set a quota at the | the Nebraska, Des Moines, Sioux City, 
"ed 1. > } . . " ; * ¢ +! } ] el . } venve ® ‘ 4 mh ' 
Explains the Plan ; ive cel — <~ |. < ‘ara pee cg! v e vear tor the fu tine Sout Dakota and Waterloo, lowa, dis 
- . tis a good plan to help t! local agent met “ wish to hire d imo tl! ‘ r trict +} lh, nre nt > hit 

“We first select one or more towns 1n raat abe "| gee “tet . " : tue ‘ “es ire during r ca ricts will ‘ est R r. Whitney, 

hnance himself through his own bank if | We are frank in saving that the finding | agency inspector. will be in charge 





which we want an agent and the first 





thing done is to take one of the R. G. | | i 

Dun & Co's. credit rating books and | 

send a letter to each merchant | 

This letter asks them to give us the — — — 7 

names of two or three men whom they 
. ’ 

think would make us good agents In 


hink bod agent Insurance in force 
this letter we mention the tact that we | 


are looking for someone who has the 

ability but lacks the opportunity in his ia ot $ 3 7 3 2 () () 4 & () () 
present position of making a bigger suc _— : 9 9 7 

cess. We also write letters to our 
policyholders asking them to recommend 
someone that they would like to see 
representing our company in their com- 





isted. 





Condensed Consolidated Balance Sheet 


munity. We have also used newspaper 
advertising but we think the results Life and Health and Accident Departments 
gotten have never paid the expense. We MID-CONTINENT LIFE INSURANCE CO. 


ilso do a good deal of cold canvassing 
by just dropping into some business 
place and talking with the clerks or pro- 
prietor to see if they cannot recommend 


someone to us. 


Oklahoma City, Oklahoma 
December 31, 1926 


ASSETS 


Sifting Out Prospective Agents 

















. Cash on Hand and in Banks $ 192 400.47 

‘It takes two or three weeks before Real Estate @ 261,079.39 
ve get enough rephies from our list to First Mortgage Loans on Real Estate 1,491,430.43 
give us enough names of eine MM i The New Home Policy Loans 388,544.02 
agents to go and see. sither Mr. | on ne Municipal Bonds 52.000.00 
Cropper (zeneral agent) or T take the | Office Building ao szpeo0n 
replies from this certain town and first | es Net Due and Deferred Premiums 167,590.65 
go to the man who has replied to our Symbolizing the Due from other Insurance Companies 111184 


letter and from him we find out all we | Growth of the 


can about the men he recommended. 
We do this with every reply we have re- | Mid-Continent 
ceived—even before calling on any of the 


names recommended In this manner Life LIABILITIES 


we can probably eliminate the most un- 








TOTAL ASSETS .............$2,641,412.93 


desirable names and we find that most | Keeping guess with - Reserves $2,212,379.56 
: | 2 
ce os : s ‘ *e progress of the times, the > ; zs . = ee 
of the names rec ommended covet some stunneeteent of thn eouiate Pre sent Value of Amounts Payabk 1 the 
one already in the insurance business. | and its own growth and at- Future 96,298.83 
We eliminate such names from our list | tendant —, . Unpaid Claims Pending Completion of Proofs 40,923.28 
as prospective agents but do call on | Life. ™.  uile _ aie Tak Premiums and Interest Collected in Advances 6,164.09 
them to see if they are able to recom- | It was decreed that the new Other Reserves 12,500.00 
i mend someone to us. We have gotten quarters | oe gees Gee All Other Liabilities 44,720.30 
_o iT } rh thi “r the a mere general ofhce build- . o ans 
some rood tips through this \iter the ing, that it should be an Capital Stock S100.584.00 
names have been sifted down to two or artistic and enduring monu- Surplus 27,842.87 
j three of the most promising prospective =e typifying =, ——- Surplus to Policyholders in Ad- 
RAD ES, : * 4 “Wien | of the company and symbol- L . 
agents, we then call on them izing its growth. The above dition to Reserves Required by 
Prefer Men Without Experience photograph was taken on 
. | March 2 and shows the OES Tag ae Sees $228,426.87 
! “We might say that the next step | hterny pene , Grane. 
would be the hiring of the agent if he | ca i. esuaninn same of Ge TOTAL $2,641 412.93 
looks good to us Ot course we preter building , — 7 To? ee id 
> 1 ut any insurance experience | 
men W thout any insurance experience St te perhass ueodless to 
i and naturally want as high grade men | point out that the year 1926 
is possible We are not looking for | was a continuation of the 


steady growth the Mid Con- 


‘ s who h . . eames te thiol 

fellows who have made a failure in their sieeet Eile ten bene Geel 
other work and are merely looking for a ing during the last decade = 
job. If we can find the man without in The financial statement tells 


vividly the story of the pres- 


surance experic nce, we teel we are more ent condition of the com- 
able to train him to our own methods. | pany Impose upon this F i 





Our office has never made it a practice statement the background of . ; 
of disturbing the connection of any agent were $326,300 Le OKLAHOMA CITY 
with other companies—we do_ have with the $2,632,512 of to- OKLAHOMA 
agents come to us who have not vet day and insurance in force ss: eine : , 
severed their connections with other b- FA _. ,- SR. B. R. T. STUART EDWIN STARKEY 
general agents and in many of these in- | idea of the growth of the President Vice-President 

P stances, they have been advised to and oe will be ob- 


have continued their work under their 
. . j 
old contract. We do not know of any- 
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A. 0. ELIASON 


OPENINGS AT 


Santa Barbara, Calif. 


Fresno, Calif. 
Eureka, Calif. 
Wenatchee, Wash. 
Galesburg, III. 
Rockford, IIL 
Vandalia, Ill. 
Quincy, II. 
Springfield, IIL. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Ia. 
Columbus, Ohio 
Springfield, Ohio 


Grand Junction, Colo. 


Pueblo, Colo. 


Grand Rapids, Mich. 


Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 


A. O. ELIASON’S General 
Agency renewal income 
alone undoubtedly exceeds 
the salary of the President of 
the largest bank in the State 
of Minnesota—mainly 
because he has stuck eigh- 
teen years as our State Man- 
ager of Minnesota, worked 
hard and succeeded. 


Yes, there is a chance for 
you, too, either in Mr. Elia- 
son’s or the Company’s or- 
ganization if you will write to 


Charlottesville, Va. 


Roanoke, Va. 


THE 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


Now a $133,000,000 company 











CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
im Full in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National Underwriter Co 


mpany. 











CONTINENTAL LIFE 


issuing two new forms offering disability 
insurance at low cost. 
proceeding upon the theory that health 
insurance rates have gone so high that 
the selection is all against the companies. 
An effort is to be made with the new 
policies to attract a better class of risks 
for complete coverage. The accident 
coverage of the policy known as the “lo- 
cost policy” promises $100 monthly in- 
demnity during period of total disability 
and two-fifths monthly indemnity for 
partial disability for not more than three 
months. Full monthly indemnity addi- 
tional is paid for not more than three 
months as hospital indemnity. The ill- 
ness coverage provides monthly indem- 
nity for period of total confining dis- 
ability which requires regular visits by 
physician and one-half monthly indem- 
nity for not more than three months for 
non-confining illness. The policy is 
written on the non-cancellable term basis 
and is non-prorating. The principal sum 
is $5000 and with coverage from first 
day, the premium in class AA is $50.00 
for the first year and $40.00 a year 
thereafter. 
* 7 ” 


OCCIDENTAL LIFE 


The Occidental Life is soon to issue a 
“new distinctive disability’ and “new 
special service” policy. These policies 
are drawn to afford full protection for 


expenses as where the insured is com- 
pelled to have hospital treatment and 
both have a new clause providing an in- 
crease in the monthly indemnity at the 
end of every 12 months while the pol- 





total disability, partial disability, extra | 


icy is in force. The “distinctive disabil- 


The Continental Life of St. Louis is | ity” Policy has a partial disability clause 


| in the sickness part to the extent of one- 


The company is | 





fourth of the monthly indemnity. The 
“special service” policy provides an addi- 
tional month of non-confinement on a 
two-fifths basis. The premium on these 
policies remains the same, thereby af- 
fording complete protection at the same 
rate. The hospital feature is optional 
at a very low additional premium. The 
increase of 5 percent at the end of every 
12 months supplies additional indemnity 
without any cost to cover the increased 
earning power of the policyholder au- 
tomatically from year to year for five 


years. 
* * * 
TRAVELERS 


The Travelers has discontinued issu- 
ing the “leader disability’ and the 
“jeader health policy.” It continues to 
issue the “leader accident policy.” 


+ * * 
TRAVELERS EQUITABLE 
The Travelers Equitable has _ in- 
creased its rates on the “woman’s” 
policy. 
* . 7 
INTER-STATE BUSINESS MEN’S 
The Inter-State Business Men’s of 


Des Moines is issuing two new policies 
known as the “select accident policies” 
to sell for an annual premium of $10 and 
$20. The $20 policy carries double the 
benefits of the $10 policy. The feature 
of this policy with $10 annual premium 
is an aggregate disability indemnity of 
$2600 for total disability payments and 
$62.50 for partial disability payments. 
The $10 policy offers $5,000 principal 
sum and $25 weekly indemnity. 











Home Office 
Armour Boulevard and Main Street 


idland Lite 


Insurance Company 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
They are 


write a good volume of business 


futures. 


and can handle men. 


have a better deal before they reach 
full earning capacity. 


Many deserve to 


succeed as general agents or district 
managets, especially in productive 
fields, representing a sound, grow- 


ing company. 


Kansas City, Missouri 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


experienced, 


But they must 


be and should 


Daniel Boone, President 


SOME RECENT COURT DECISIONS IN 
THE FIELD OF LIFE INSURANCE 





Held that complaint should be dis- 
missed and judgment reversed where 
the insured failed to disclose in answer 
to a direct inquiry in her application that 
she was suffering from tubercular peri- 
tonitis or appendicitis and that she had 
consulted a physician with relation 
thereto. Monahan vs. Mutual Life of 
N. Y., Sup. Ct. Wis. 

* 


* * 


Policy in Respect to Change of Bene- 
ficiaries Held to Render Attempted 
Change Ineffective—In Clark vs. Met- 
ropolitan Life, Supreme Judicial Court 
of Maine, 135 Atl. 357, the company 
issued a policy which provided that the 











beneficiary might be changed on filing 
|a written notice at the home office ac- 
| companied by the policy for suitable 
indorsement. 

When the policy was issued the in- 
| sured designated his wife his beneficiary. 
Subsequently the insured filed a written 
| request with the home office in which he 
named his mother as beneficiary. This 
|request, it appears, was not accom- 
|panied by the policy and the change 


| was not indorsed on the policy. 
} Wife Brought Suit 


| The 


policy was at all times in the 


| change complete. 


| 


Failure to Comply With Terms of | 


| 


| 
| 


In 2 Joyce on Insur- 
ance, Sec. 751, it is held, as a general 
rule, that, if the assured has taken all 
necessary steps, and otherwise done all 
in his power to effect a change of bene- 
ficiary, and all that remains to be done 
is some purely ministerial duty on the 
part of the officers of the society, then 
the change will be regarded as complete. 


No Fraud Is Seen 


“Here again we must not overlook the 
fact that this action is not on the equity 
side of the court. But, even if we were, 
it is plain that the insured, in his life- 
time, had not done all in his power to 
effect a change of beneficiary. The wife, 
here plaintiff, never denied her husband, 
in his lifetime, the privilege of physical 
possession of the policy so that he 
might send it to the New York office 


|}of the company. 


jon her part appears. 


| possession of the wife, but following the | 


death of insured the company paid the 
proceeds to the insured’s mother. The 
wife brought action on the ground that 
the attempted change of beneficiary was 
not effective, and that she remained the 
true beneficiary The higher court, in 
reviewing the record, and in rendering 
judgment in favor of the plaintiff wife, 


said: 

“It is insisted by the defendant that, 
if the insured does all that he is required 
to do, and all that it is in his power 


to do, and dies, equity will declare the 


! would hold that the 


“Indeed, she never denied that priv 
ilege to any one until death had given 
her vested rights therein, and then her 
denial was to officious persons who were 
hostile to those vested rights. No fraud 
Claims of fraud 
and performance of all necessary steps, 
by the insured, are not sustained by the 
record. ... 


Has Vested Right in Proceeds 


“It is claimed by the defendant that 
the procedure and rules relating to 
change of beneficiary are intended only 
for the benetit of the company, and may 
therefore be waived by it; that it did in 
fact waive the requirement of indorse 
ment of change of beneficiary on the 
policy when it paid the proceeds thereof 
to the mother of the insured 

“If we concede the rights of the com 
pany tO waive its own rights, yet it 
would be a strange doctrine which 
company could de 











XUM 


March 18, 1927 





stroy vested rights of a third person by 
waiver of any right which the company 
might claim to possess. 
“As we have already seen 
the record in this case, this plaintiff 
had obtained a vested right in the pro- 
ceeds of the policy at the death of her 
husband, and the mandate must be: 
“Judgment for plaintiff for the sum 
named in the policy, and interest thereon 


from date of writ.” 
a - * 


Held that where insured received her 
policy the night before her death and 
stated in her application that she was 
in perfect health when in fact she was 
suffering from a uterine hemorrhage and 
had engaged two physicians to perform 
an operation on her, her beneficiary can- 
not recover on certificate issued to her 
on faith of such warranty. Rogers vs. 
Fraternal Aid Union, Sup. Ct. Kansas. 

* * * 

Alleged False Statements in Appli- 
cation for Life Policy Not Attached to 
Policy Held They Could Not Be Used 
in Defense to Action Brought on Pol- 
icy.—In Fisette vs. Mutual Life, su- 
preme court of Louisiana, 110 So. 880, 
an action was brought to recover a 
life policy. The company defended on 
the ground that the insured had made 
false and fraudulent statements in ap- 
plying for the insurance. The facts 
surrounding the issuance of the policy 
were substantially as follows: 

When the policy was issued a photo- 
graphic copy of the original ‘application 
with the statement to the medical ex- 
aminer was attached. They were de- 
livered to the insured for his inspection. 
The premium was not paid however, 
and the policy lapsed. 

A few months later the insured signed 
an application for establishing the policy 
and submitted himself to another medi- 
cal examination. Thereafter the policy 
was issued but there was not attached 
a copy of the application for establish- 
ing the policy or of the medical exami- 
nation. 

On this state of facts the plaintiff con- 
tended that the company could not set 
up the alleged false answers of the in- 
sured in the application for establishing 
the policy because they were not at- 
tached to the policy as required by the 
Louisiana statute. On appeal the higher 
court in upholding the plaintiff's 
tention and remanding the case, said: 


Policyholder Was Upheld 


con- 


“The language of the statute is plain 
and vigorous in its requirement that 
every life insurance policy shall con- 
tain the entire contract between the 
parties; that nothing shall be incor- 
porated therein by reference to the ap- 
plication or any other document unless 
the same is indorsed upon or attached 
to the policy; that all statements pur- 
porting to have been made by the in- 
sured shall, in the absence of traud, be 
deemed representations and not war- 
ranties, and that no statement of the 
insured shall be used in defense of a 
claim under the policy, unless it 1s con- 
tained in a written application, and un- 
such statement is indorsed 
the policy. 


less a copy ol 
upon, or attached to, 
Pays Attention to Technique 
“And the 
a matter ot 
that its 


legislature made the statute 
by providing 


not be 


public policy 
provisions could dis- 
pensed with by consent of the parties. 
It is paying attention too much to the 
technique, and not enough to the sub- 
for the company say that a 
would not have been an is- 
suing of the policy, and that, as the 
company could not comply literally with 
the requirement that the application for 
‘establishing’ or ‘placing in force’ 
should be indorsed upon or attached to 
the policy when issued, the requirement 
ot the law uld be dispensed with 


iltogether 


stance, to 


reissuing 


shh 


Other Authority Is Cited 


“The other 
jurisdictions 1s 
that statements 
his application 
iorm a part ot 
in detense of 


authority in 
that statutes providing 
made by the insured in 
tor imsurance shall not 
the contract or be used 


weight of 


a claim under the policy, | 


under | 
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unless they be indorsed upon, or at- 
tached to, the policy, like the Act 227 of 
1916, are applicable to statements made 
in an application for ‘establishing’ or 
‘placing in force’ a policy that was not 
theretofore placed in force by the pay- 
ment of the first premium. 

“The judgment complained of is an- 
nulled, and the case is ordered remanded 
to the court of appeal, to be decided 
according to the foregoing opinion. The 
costs of the proceedings had in the su- 
Preme court are to be paid by the 
fendant. The liability of either party 
tor other court costs is to be determined 
by the final judgment.” 

* » 

Held that a false statement in an ap- 
plication as to last date when insured 
had interviewed a physician, was breach 
of a condition material to assumption 
ot the risk and no recovery could 
had on the policy. 
Tribe of Ben Hur, Sup. Ct. N. \ 
ith Dept. 


\pp 
es 2 


Premiums—Held that the 
the decedent to pay life insurance pre- 
miums for over six weeks constituted an 
effective bar to a recovery on the policy 
where it appeared that there was no 


waiver of the provision providing for in- | 
Vs. | 


validity for non-payment. Dancey 
Cotton States Life, Ct. of Appeals, 
: 2 = 

Limitation of Action—Where a policy 
was dated and issued June 3, 1924, and 
suit brought June 3, 1926, held that June 
3, 1926, was the first day of the third 
year and not the last day of the second 


Ky. 


year. N. Y. Life vs. Bullock, Dist. Ct 
of U. S. So. Dist. Fla. 
* * 7. 
Application—Held that a provision on 
an application that same shall not be 


binding on the company even though a 
premium was paid, until a policy was 
issued, and that no liability attached 


for death prior thereto, was valid and | 


should be upheld. Hruska vs. Pruden- 
tial, Sup. Ct. Iowa. 


Meeting Place Changed 


The Medical Section of the American 
Lite Convention, which was cheduled to 
meet at White Sulphur Springs May 4-6 
has found it necessary to change the 
meeting place, due to a conflict at that 


place Tentative plans now call for 
meeting at the Drake Hotel in Chicago 
May 4-6, though the fact that the Na 


Convention of Insurance Commis- 

meets at Richmond, Va... May 
2-4, may cause a later change in the 
date, as some of the officials wish to : 


tend both 


tional 


sioners 


it- 
meetings 


E. S. Chadwick Has Resigned 


I S. Chadwick, vice-presidet ang 


agency department of e 


ites Life of Atlanta, has 


head ot the 
Southern St 


resigned. Mr. Chadwick was formerly 
general manager of the Idaho State 
Life, which was taken over by the O 
cidental Life of Los Angel 

Mr. Chadwick has not d de 
cided as to his plans for the For 
the time being he ll re the 





Georgian Terrace h 


Illinois Bankers Election 





Policvholders of the Illinois Bankers 
Life at their annual meeting at Mon- 
mout Ill., re-elected as directors Dr 
J. R. Ebersole and Arthur T. Sawys 
or terms of three vears Scattering 
votes were cast for other candidates, but 
on motion by one of the ents pres 
to make the election un s the vote 
was 103,741 to 8 Resolutions n 
lence in the management and endors 

ent t he acts of direct S$ al cers 
were adopted by a vote of 90,003 to 919 
rhe val re rts he ficers 
showed the association to be s d 
condition with gross assets of $6.0 
in increase Of $595,000 in 1926 


Ralph M. Robinson 


Ralph M. Robinson has been appointed 
assistant manager of the ! 
National Life at the Cincinnat 
der John B. Kenna, manager 





failure of | 


de- | 


be | 
- - | 
Garrett vs. Supreme | 


CALIFORNIA STATE LIFE 


SACRAMENTO 


J. Roy Kruse 
President 





DECEMBER 31, 1926 
ADMITTED ASSETS 





Real Estate—Home Office Building....................- $ 1,544,922.7S 
AT otter Band Tatetes oo ccc ccccvssccedescvcccccessoscsas 276,092.06 
First Mortgage Loans—Secured by real estate appraised 
fe  8 8 8=«—> ee 4,458,902.72 
Policyholders’ Obligations—Loans and lien notes to ac- 
commodate individual policyholders, secured by cash 
walues Gf theif PONCIES. .ccccccccccccecccesccsesscese 2,255,765.52 
Cash on Hand and in Banks—Over 60% drawing interest 444,076.30 
Bonds—Government, Municipal and Public Utility...... 675,307.03 
Interest Due and Accrued— Mortgage loans and bonds.. 128,378.54 
Premiums in Course of Collection—Secured by legal re- 
COPS antats SEO GONE ovo occcdcccctsseccssesesssces< 437,321.84 
Wiiivcnuosunshsdetecksnseauesssacnuchnecseces $10,220,766.76 
LIABILITIES 
Net Reserve—Set aside to meet insurance obligations as 
they may fall due by death or maturity of policies 
BUROWMTI CO cc cc ccccccccccccccccccnscoccsccosceses 8,615,706.36 
Deferred Payments—Moneys held at interest for future 
payment to beneficiaries under deferred payment 
GED cicncwhsndsddacabintetanenceshnienshekeusen 124,954.55 
Claims Reported—Cash set aside to pay claims which 
have been reported but of which proofs have not 
Di CT <. (Jecsane candsenueenenenabedseneeceun 44,300.00 
Premiums and Interest Paid in Advance and Accounts 
CN ER RE ae RAE et 94,185.64 
Taxes for 1926—Reserve to cover taxes payable during 
GREE Ser’ no. ac cebdenhaaeneaeasiedeeeeieabus 45,902.38 
Reserves for Depreciation of Home Office Building and 
for Fluctuation in Value of Securities............... 103,668.55 
BEER IEE OE ee mC ed 153,529.36 
ae i a siininaadiad $500,000.00 
Unassigned Funds—Surplus .................. $38,516.92 
Policyholders’ Surplus—Al!l of which forms a fund for 
additional protection of policyholders............... 1,038,516.92 
Wi idskcwdesdicdsncndecuabecisenseasanndabouse $10,220,766.76 


Admitted Assets, Over 10 Millions 
Insurance in Force, Over 70 Millions 


Agency openings for responsible men in 


Oregon, Nevada, Arizona, Texas & Oklahoma 


.' dA dewee 
<idarcess 


Branch, Manager of Agencies, Sacramento 











AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 
Chicago Manager 


MORTON BIGGER 
Secretary 
A. C. BIGGER 
President 
MARLIN OATES 


Actuary 


Cc. W. SIMPSON 
Medical Director 
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Fate of Assessment Business 


Lire insurance men realize that the 
3ANKERS LiFe of Iowa can do nothing else 
in connection with its old assessment busi- 
ness but levy an assessment. The BAN KEks 
Lire was organized as an assessment com- 
pany in 1879 by EpwArp A, TempLe, who 
became its president. The association was 
one of the most honestly and economically 
managed concerns ever in the assessment 
field. In fact, so large was its growth and 
so successful seemed its operations that 
legal reserve companies wondered whether 
the Bankers Lire might prove the excep- 
tion to the rule and be able to become a 
permanent institution, although not on the 
old line basis. 

However, in 1911 the officers were con- 
fronted with a very grave problem. The 
organization had $490,000,000 insurance in 
force. Because of the newness of the 
business there were very few members ad- 
vanced in years. The death rate had not 
materially increased up to that time. It 
was seen, however, that the remarkable 
increases made in new business in years 
gone by could not be repeated. The Iowa 
legislature had already passed a law pro- 
hibiting the entrance of new assessment 
associations and passed other restrictive 
measures. The management realized that 
the restrictive laws passed in Iowa were 
based on proper scientific principles. They 
understood that the Bankers Lire might 
be continued for a while on the original 
plan but ultimately there would necessarily 
be a material increase in the death rate 
and an increase in cost. 

The Banxers Lire experience is but a 
repetition of hundreds and hundreds of 
others in the past that were operating on 
an inadequate basis. The assessment sys- 
tem in life insurance has proved a failure. 
It has never produced a permanent insti- 
tution. All assessment companies ultimately 
either fail or have to reorganize on an old 
line basis. The assessment members of 
the Bankers Lire have been fortunate 
during many years in having their insur- 
ance cost far less than they could get it 
elsewhere. However, no organization can 
prosper and continue to sell its goods be- 
low cost. Life insurance is based on the 
mortality experience of the human race. 
Its mortality rate is carefully figured. 
Where an inadequate premium is charged, 
when the death rate rises a higher rate 
must ultimately be forthcoming or the 
concern will be swamped. 

The emergency reserve fund in the 
BANKERS Lire at the end of 1912, after 
it had changed to a legal reserve basis, 
amounted to $9,429,716. To this fund there 


were accretions coming from interest earn- 


ings and other additions which brought the 
emergency reserve fund to its highest peak 
at the end of 1917, when it amounted to 
$14,108,170. Yet in 1915 the death losses 
began to exceed the assessment rate. 
There has been a gradual excess since that 
time and hence the reserve fund has been 
called upon until at the end of 1926 it 
amounted to only $965,289. The excess 
mortality last year amounted to $3,473,- 
787, the assessment death losses for which 
papers are in transit amounted to $247,- 
444, This leaves, therefore, in the emerg- 
ency reserve fund $717,846. Naturally, the 
excess mortality in 1927 will be much 
higher than in 1926, The total excess in 
mortality since Dec. 31, 1915, has been 
$22,852,325. 

Since 1916, the present assessment policy- 
holders have received the benefit of a very 
substantial fund which was made up al- 
most entirely from payments made to the 
old Bankers Lire in the past years by 
previous certificate holders no longer with 
the association. The present assessment 
policyholders have been very fortunate in 
their relationship with the company. They 
must face the inevitable because the old 
assessment business cannot carry itself. 
The assessment call must be sufficient to 
pay the death losses. The April, 1927, 
assessment call is 45 percent of the guar- 
anty deposit, whereas the quarterly calls 
in the past have been 12 percent and 13 
percent for death loss purposes. 

It can be honestly said that the manage- 
ment of the Bankers Lire is trustworthy 
in every way. There are able men at the 
helm. They have accomplished much for 
the old assessment people. The company 
has enjoyed a favorable experience both 
in mortality and investments. It has been 
economically managed. 

The question for each assessment policy- 
holder to decide is what he shall do. He 
has had his insurance at considerably less 
than he would have had to pay other com- 
panies. He can go on the legal reserve 
basis at his attained age without a medical 
examination. He can have the face amount 
of his policy reduced so that his cost will 
not be much, if any greater, than now, 
although of course the insurance will be 
less. The other alternative is for him to 
drop his insurance. No one can extend 
any blanket advice. Each case must be 
decided on its own merits. There has been 
no injustice done to anyone. The BANK- 
ers Lire has held off the assessment until 
the last day. 

Legal reserve people have realized ail 
along that the assessment basis was a de- 
lusion and a snare and cannot be success- 
fully maintained. In other words, “pure 
protection life insurance” is a good talking 
point to the unwary, but those that are 


caught in its wiles often live to regret it. 














A recent issue of the University of 
Virginia “News Letter” contained a full 
page of insurance information, all the 
work of Henry E. Thomas of Roanoke, 
Va., a fourth year student in the McIn- 
tyre School of Commerce. Mr. Thomas 
traces the growth of life insurance in 
Virginia and the country over. He 
gives a table showing the total and per 
capita amounts of life insurance in the 
southern states and then in all the 
states, giving the rank in per capita 
amounts. The Virginia papers paid con- 
siderable attention to this compilation 
and comment. Mr. Thomas is the son 
of Louis St. J. Thomas, auditor of the 
Shenandoah Life. The son has been 
asked to go with the Shenandoah Life 
when he graduates in June. He is a 
young man of great promise. 

Inspector of Agencies R. E. Whitney 
of the central department ef the New 
York Life went from Chicago to lowa 
to celebrate the 40th anniversary of the 
connection of Agency Director D. 
Corley with the company. He is one of 
the stalwarts of the New York Life 
and on this occasion his agents paid him 
great homage 





Announcement has just been made by | 


Mr. and Mrs. Andrew Ringheim of 
Nevada, Ia., of the engagement of their 


daughter, Margaret, to Marquis Bow- | 


man, assistant agency manager of the 
Jankers Life of Iowa Chicago agency 
and son of Agency Manager and Mrs. 
DeForest Bowman. Miss Ringheim is 
a graduate of Monticello seminary and 
has later studied at the Leland Power 
School of Dramatic Expression and at 
the University of Wisconsin. Mr. Bow- 
man is a graduate of Williams College 
and is a Psi Upsilon fraternity man. 


J. C. Gorton, general agent of the 


Connecticut General in Hartford. is re- | 


ceiving congratulations on the comple- 
tion of his 45th year with the company. 
Mr. Gorton has had a longer term of 
service than any other field man now 
with the company, and only one mem- 
ber of the home office organization, .As- 
sistant Secretary E. B. Peck. has a 
longer term of service to his credit. 

Mr. Gorton entered the service of 
the Connecticut General in March, 1882, 
as office boy. In 1919 he and _ his 
brother, Philip G. Gorton, became local 
managers of one of the company’s Hart- 
ford agencies. At the close of 1926 
the agency had over $32,000,000 life and 
group insurance in force in Hartford 
and vicinity besides a large amount of 
accident insurance. Last vear_ the 
agency wrote over $3,500,000 new life 
business. Mr. Gorton himself was 
among the company’s leaders in per- 
sonal production. 

As a special compliment to Charles 
P. Hewitt, who is now completing his 
30th year as president, agents of the 
National Life of Des Moines are start- 
ing a “Good Luck” campaign, which 
will extend through wheal, Four leaf 
clovers are the insignia of the drive, 
which is being supervised by Robert 
Orriny, new agency manager, formerly 
general agent in Des Moines for the 
Columbian National Life. 


Carl N. Crispin of Columbus, O., who 
has just become manager of the group 
department of the Continental Life of 
St. Louis, was for five vears secretary 
in the Chamber of Commerce of Co- 
lumbus His experience there brought 
him into close contact with corporate 
interests. He became interested in the 
social phase of life insurance even be- 
fore entering the business. Group life 
and disability insurance has been of spe- 
cial interest to him, even to the point of 
being almost a hobby. When the gov- 
ernor of Ohio sought a man as director 
of the Sesqui-Centennial Exposition at 
Philadelphia to represent and manage 
Ohio's exhibit, Mr. Crispin was selected. 


| a splendid personality. 





CARL N. CRISPIN 


Manager Group Department, Continental 
Life of St. Louis 


He made a splendid record in this posi- 
tion during the period of the exposition. 
Mr. Crispin is 33 years of age, and has 
An indication of 
his practical turn of mind was the plac- 
ing of a group policy on the employes 
of the Grand National Bank of St. Louis 
the first week he was on the job. This 
bank is one of the important financial 


| institutions of that city with resources 
| of over $7,000,000. 





M. B. Brainard, president of the Aetna 
Lite and affiliated companies, has gone 
to Bermuda with his family for a 
month’s vacation, this being the firs? 
time in two years that he has been able 
to get away from the organization fol- 
lowing its many changes. 


W. E. Brimstin, secretary of the Fed- 


| eral Life of Chicago and Dr. F. L. B. 


Jenney, medical director of the same 
company, left last week for Florida and 
will not return to the home office until 
about April 1. Mr. Brimstin drove 
through, accompanied by his wife. 


Clarence E. Lee, home office repre- 
sentative for the Continental Casualty 
and Continental Assurance of Chicago, 
who resides at Grand Rapids, Mich., 
traveling out of there covering both up- 
per and lower Michigan and adjacent 
territory, has been confined in the hos- 
pital for a week and has several weeks 
to go yet, as he had a serious operation 
on his ankle due to an accident. He is, 
however, on the way to recovery. 

Writing one or more applications 
each week in February, J. B. Hutcheson, 
district manager at Roanoke, Va., for 
the Mutual Life of New York, now has 
an unbroken record of writing one or 
more applications each week for four 
years and two months. Mr. Hutcheson 
has already qualified for the $250,000 
Field Club convention to be held in 
Seattle, Wash., June 22-23. 


Mr. Vardell has been active in busi 
ness and financial circles in Texas for 
nearly a score of years. He was presi 
dent of the American Life Convention 
mn 1910-11, 

A rousing reception is planned for 
President J. C. Maginnis when he re 
turns from the Pacific Coast, where he 
and Mrs. Maginnis have been sojourn- 
ing for the past six weeks. An or 
dinary campaign, the annual celebration 
of the president's birthday, is to be held 
the last two weeks of March, and is 
expected to yield record-breaking re 
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sults. This year being the 45th anni- 
versary of the Eureka-Maryland is ex- 
pected to lend impetus to the campaign. 


Jay G. Sigmund, vice-president of the 
Cedar Rapids Life, was the speaker 
last week at a meeting of the Satur- 
day Lunch Club at Iowa City. Mr. 
Sigmund has won national prominence 
as a speaker and poet, one of his many 
poems last year being listed in L. A. 
G. Strong's “Anthology of Best Poems 
of the Year.” His works have also 
appeared in Braithwaite’s “Anthology 
ot American Verse,” an American pub- 
lication. 


William P. Dodson, 62, district man- 
ager at Norfolk, Va., for the Mutual Life 
2 of New York, 
died suddenly 
March 11. He 
had been rep- 
resenting the 
company in 
that capacity 
for 16 years. 
He was a for- 
mer president 
of the Mutual 
Life $250,000 
Club and also 
of the Norfolk 
Life Under- 
writers Associ- 
W. P. DODSON ation. He is 
survived by a 
widow and a son and daughter. Mr. 
Dodson was elected president of the 
$250,000 Club of the Mutual Life at the 
meeting held in Boston in 1921. 





Miss Genevieve Tiernan, daughter of 
President R. S. Tiernan of the Central 
Life of Ft. Scott, Kans., and Mrs. Tier- 
nan, was married at the Tiernan home 
in that city on South National avenue, 
to Oliver C. Mosman, Jr., of Kansas 
City, Mo. The young couple went on 
a honeymoon trip to Florida and Cuba. 
hey will reside at Wichita. 

Insurance men at Davenport, Ia., are 
recalling that Mrs. Elizabeth Jaffray, 
whose serial story, “Secrets of the 
\Vhite House,” is appearing now in the 
“Cosmopolitan” magazine, is the widow 
of J. Jaffray, 20 years ago general agent 
in Davenport for the Prudential. After 
her husband’s death she went to Wash- 
ington and assumed the role of the 
White House housekeeper, serving 
through the administrations of Taft. 
Wilson, Harding and until last year for 
President Coolidge. 


T. W. Vardell, president of the 
Southwestern Life, has been elected a 
director of the City National Bank of 
Dallas. 


William Howard Kolb, manager of 
the life and accident department of the 
[ravelers at Chicago, died on the train 
enroute home from the home office at 
Hartford Monday morning. He was 
taken off the train at Rochester, N. Y. 
\ccompanying Mr. Kolb was John E. 
Ahern, secretary of the accident depart- 
ment. Mr. Ahern at once got in com- 
munication with the Chicago office and 
the sad news was communicated to Mrs 
Kolb who lives at the Oak Park Manor 
at Oak Park, and his daughter, Mrs 
Bruce Hinckley of Oak Park. William 
Howard Kolb, Jr., the son, after grad- 
uating from Dartmouth last vear started 
n training at the Traveler’s head office. 
Mr. Kolb suffered a stroke of paralysis 
and was away from his office a year 
until last September. He resumed oper- 
ations last September and while appar- 
ently was in good health, but he had re- 
ceived such a severe jolt that the tenure 
of his life was very uncertain. Mr. Kolb 
had served in his position at Chicago 
for 10 years. He was a hard worker and 
built up a large business in the agency. 
He was manager at St. Louis before 
being promoted to Chicago. He had 
been connected with the Travelers for 
25 years. He and his father were agents 
of the company at Montgomery, Ala., 
which was his native home. He was 
sent into the field as an agency organ- 
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Why Use 


“cemle - meenle-minee-mo?” 


Some salesmen still ‘‘count out” each morning 
to decide where they will call. 


A business-like system is substituted for this 
sporting chance procedure when the Lincoln Na- 
tional Life circularizing program is used. 


Through its plan of sending illustrated sales 
messages to definite prospects, the Lincoln Nation- 
al Life circularizing method helps the agent to 
determine When, Where and Why he will make his 
calls. The attractive personal letters also give a 
favorable introduction for the agent as wellas aiding 
his approach and sales talk. 


Lincoln National Life agents point to their cir- 
cularizing plan as another reason why it pays to 
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izer and soon developed fine ability. He 
was about 48 years of age. Mr. Ahern 
had the body prepared at Rochester for 
shipment to Chicago. The funeral serv- 
ices were held at the Union Church in 
Hinsdale, Ill, where Mr. Kolb resided 
for a number of years. 

On April 7, 1925, Mr. Kolb completed 
25 years of service with the Travelers. 
Mr. Kolb was born on July 29, 1878, 
in Alabama. His father had been for 
years an agent of the Travelers and 
Mr. Kolb affiliated with that organiza- 
tion when a young man. After serving 
as a special agent in Connecticut he was 
promoted to the position of manager of 
the Reading, Pa., branch. Later he was 
promoted to manager of the St. Louis 
branch and in 1915 was promoted fur- 
ther to manager of the life department 
at Chicago. 


Orman W. Ewing, prominent agent 
in Salt Lake Gity for the New York 
Life for many years, is in the hospital 


suffering from a_ broken among 
other injuries, suffered a few days ago 
whilst he was playing the part of a 
hero. Mr. Ewing made an effort to 
rescue a stranger who was being brutally 
beaten bv four men Two of the at- 
tackers were arrested, the others mak- 
ing their escape before the arrival of 
the police 


nose, 


E. C. Copper, president of the Great 
Republic Life of Los Angeles since 1914 
and prior thereto for four years commis- 
sioner of California, died at Carlsbad, 
San Diego county, several days ago. 
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DOUGLASS GOES TO DETROIT 
Has Been Appointed By the Register 
Life of Davenport As Its 
General Agent 


The Register Life of Davenport an- 
nounces the appointment of Lloyd E. 
Douglass, as its general agent at Detroit, 
Mich 

He has been in the life insurance busi- 





LLOYD E. DOUGLASS 








r the past seve} vears., } aving 
spent four of these years in organization 
work le receive early training 
r ‘ rh ‘ 1 
Last May he went to Davenport, as 
manayer for the Equitable Life of Iowa 
Stewart Huntt & Green 
- ‘ rt Huntt & Greer 
{,; 
‘ ‘ bite 
‘ ~ ‘ 
- ; v 
14 Gree 
‘ té¢ f 
thie ‘ | ’ thie 
1 ‘ ] ‘ { ate 
He ‘ ¢ ‘ fire 
a bie ‘ ‘ t ft 
| ‘ ‘ ‘ ’ rer the ‘ 
epartment for Newman, Butler & 


THE 
McVeigh. Mr. Green was formerly 
cashier of the Colonial Trust Company 
of Atlanta. 


Takes Charge of Connecticut General 
Life Office at Rochester, 
_ 


The 
nounces. the 
Wright as manager of the company’s 
Rochester, N. Y., agency. Mr. Wright 
got his first insurance experience as an 
agent in Canton, O. In 1917 he went to 


Connecticut General Life an- 
appointment of . 





J. L. WRIGHT 


Cleveland where he worked as a field 
assistant for the Travelers, until he was 
transferred to their home office in 1919. 
For the last two and one-half years he 
has been an agency assistant for the 
Connecticut General. Mr. Wright was 
greduaied from Denison 
1014 He is a member of the Sigma 
Alpha Epsilon fraternity, the University 
Club ot Hartford, the Sons of the 
American Revolution and is a 32nd de- 
vree Mason. During the world war Mr. 
\Vright served in the radio division of 
the naval aviation school at Great Lakes 
and New York. 


Will O. Comstock 
The National Life of Vermont an 
appointment of Will O 
as general agent of the home 


nounces the 


Comstock 








University in | ¢ricy 
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WRIGHT IS NAMED MANAGER | 


well, Tenn. He joined the Missouri 
State Life Nov. 25, 1910. At one time 
he was a member of the Tennessee state 
legislature. In 1921 he was president of 
the’ company’s $200,000 Club in the 
southern division. 


Frederick L. Ticknor 


Frederick L. Ticknor has been ap- 


pointed manager of the home office 
agency of the Peoria Life of Illinois, 
succeeding William J. Bruninga, who 


recently became a director of the com- 
pany and has been appointed agency 
director. Mr. Ticknor is a member of 


| having been associated 


| company to become an agency 


a pioneer Peoria family, served in the | 


world war and has had valuable ex- 


| perience in life insurance work. 


| ville, Wis., 


L. B. Jones 


L. B. Jones has been appointed dis- 
trict agent for Lafayette and lowa coun- 
ties in Wisconsin for the Aetna Life, 
according to an announcement by Albert 


E. Mielenz, general agent in Wisconsin. | 


Mr. Jones has been a resident of Platte- 
for many years and is widely 
acquainted throughout the two counties 


| assigned to him. 


OmMmece general agency it lor tpelier 
For many years he has held a respon 
le position at the home office He 
ed are time to trai meelf to | 
ende i ul type 1 ervice isa iles 
and adviser Agency Supervisor 
: sre if vill be continued ilt 
ties will be extends ‘ " rger 
Id. 
A. E. Braden 
The Peoria Life has opened a brane 
office at Portland, Ore., in charge o 
4 KE. Braden, who has beer ointed 
tate manager, and has opened head 
i¢ ter i? the Nort ve ( Ba k 
| building. Lee R. James, home office 
| perv r for the Pacific ‘ ast, mad 
ae 
| Robert W. Jones 
Robert W. Jones, former city manager 
the H A. ( man agency of the 
Equitable f New York at Col 
O as been made group imsurance 
pervisor His territory will include 
‘ nties in Central O} 
i - 
J. Tom Dannel 
I. Tom Dannel hee vinted 
general agent of the Missouri Stat 
J ‘ at Al jerque N M eeding 
the late M. S. ‘Tierne Mr. Dannel has 
pee representing the company at Rock 








W. G. Buchanan 

A. O. Swink, Virginia manager for 
the Atlantic Life, announces the ap- 
pointment of W. G. Buchanan as agency 
director of the southwest Virginia and 
Eastern West Virginia division of his 
agency with headquarters at Roanoke. 
For several years Mr. 
been associated with T. H. Cannaday 
at Welch, W. Va., the two operating 
a district agency there for the Atlantic. 
Mr. Cannaday will continue as district 
agent at Welch. 


Hugh Brown and O. B. Roddey 


The general agency of the Penn Mu- 
tual at Columbia, S. C., is being con- 
solidated with that of O. B. Roddey at 
Charleston, following the resignation of 
Hugh Brown as general agent at Co- 
lumbia to become assistant to the vice- 
president of the Fidelity Mutual Life 
Mr. Roddey plans to establish a dis- 
agency of the Penn Mutual at 
Columbia. Mr. Brown is returning to 
a company which he served for eight 
vears. Two years ago, he resigned as 
cashier of its Columbia agency to go 
to Florida. Returning to Columbia, he 
became general agent there for the Penn 
Mutual. 


G. L. Meek 


G. L. Meek has been appointed gen- 
eral agent of the Reliance Life at Jack- 
son, Tenn. Spencer Semmes of Mem 
phis, who supervisor of that 
district was in Jackson to 
opening of the office 


becomes 


arrange the 


International Life Appointments 
Ralph W. Atkeson for four 
ssistant to Vice-President and General 

Manager of Agents W. F. Grantges of 
the International Life at his own re 
quest is been transferred to field work 
He has been named manager for south 
rn Missouri with headquarters in 
Springfield. Mr. Atkeson’s former posi 
tion is being filled by Frank L. Keenan, 
rmerly manager for the company in 
Kansas City, Mo., while Earl K 


vears 


Towns 


din becomes the new manager in Kan 
is ( Mr. Townsdin for 11 years 
was manaypger n Kansas City for the 
Metropolitan Life, but more recently 


is prominently connected in that city 


1 and financial world 
\nother appointment announced by 
the International Life is that of John 
M. Cherr i 


herry ; general agent in Wash 
gton, D. ¢ He will have char 


the District of 


ve ot 


Columbia 


Warren A. Peters 


\ irre? \ Peter ha been appointed 

rENIEN npery r of tl Harry Gar 

ner agency of the John Hancock Mu 
‘ ! Lif nN New Yor) City Mr 
Peters has been sale manager of the 
Pierce Butler & Pierce Manutacturing 
( ny, of New York. John E 
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Johnston has been appointed office 
manager of the agency, Mr. Johnston 
with the office 
Mass., 


of the company at Worcester, 


for several years. 


Earle W. Brailey 


Earle W. Brailey, representative of 
the Equitable Life of New York for 
some four years in Manchester, N. H., 
has resigned his connection with that 
super- 


visor at the home office of the New 
England Mutual Life in Boston He 
will assume his new duties on April 1. 


Life Agency Notes 


M. E. Larimer has opened a district 
agency for the Mutual Life of New 
York at Webster City, Ila. He was for- 
merly a representative for the same 
company in Minnesota. 

Mr. and Mrs. Russell W. Dozier of 
Oklahoma City have announced the ar- 
rival of a son. Mr. Dozier is special 
agent there for the Massachusetts Mu- 
tual Life. 

The. A. C. Root local agency at Clin- 
ton, Ia., has added a life department, 
under the supervision of B. Hynes, for- 
merly with the John Hancock Mutual 
Life at Clinton. It will represent the 
Bankers Reserve Life of Omaha. 

The transfer of Jack F. Horne, spe- 


| cial agent for the Mutual Life of New 


York, formerly of Muskogee, to Tulsa 
Okla., has been announced. For 11 
years Mr. Horne has been special agent 
at Muskogee. John Chandler was ap- 
pointed to succeed him at Muskogee. 
M. L. Lattig, for several years assist- 


| ant cashier of the Peoples Savings Bank 


; | of Nevada, Ia., has 
Buchanan has | 


become associated 
with the Earle H. Shaw local agency in 
that city. He will have charge of the 
life insurance department, while Mr. 
Show will continue in charge of the 
fire business. 





DOING EXTENSIVE FIELD WORK 
Life Insurance Research Bureau of 
Hartford now Uses Con- 
sultation Method 

The growth of the Life Insurance Re- 
search Bureau at Hartford has brought 
about many changes in its plans of op 
eration, not the least of which has 


| been the method of distributing to the 


member companies the very large 
amount of material which is gathering 
in the bureau's files. 

Much of this information must be sent 
by personal letters or through printed 
reports and books, but in recent months 
the bureau has developed a system of 


| discussing its available information with 


its members in the latter’s home offices. 
This means that the bureau is a con 
sultant on agency problems for its 111 
member companies in the United States 
and Canada. 

Despite the great distances, represen- 
tatives ot the Bureau have called on 
38 member companies during 1927. The 
first trip covered all of the members 
in the well as those in 
Minnesota and Wisconsin—a total oi 
21 members his was taken by John 
Marshall Holcombe, Ir., and lasted six 
weeks 

The next trip began in Winnipeg, con 


southeast, as 


tinued around the Pacific Coast, return- 
ing through Texas and ending in St 
Louis rhis included 18 members and 


was taken by G. G lerriberry, the 
head of the bureau's service department 
It required five weeks. The third trip 
included Vermont as well as all the 
eastern members at Mont 
real, Toronto, Waterloo and London, 
ind United States members in Mich 
igan, Ohio and Pennsylvania—a total 
of 19 companies This was covered by 
Henry E. Niles, assistant manager of 
the bureau and lasted four weeks 

As a result, the bureau has not only 
given out much information of prac 


Canadian 


tical value to its members, but has 
brought back to its office in Hartford 
newly acquired information on numer 


ous agency problem This process ot 
drawing new information into the clear 
ing house and of distributing it to the 
members is a constantly expanding op 
eration, and brings the 
practical use 


bureau's service 
info more than would 
| 


ne possible 


otherwise 
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ORDINARY AND GROUP DROP 


Less Life Insurance Written in Rhode 
Island; but Industrial Shows 
1926 Gain 


PROVIDENCE, R. IL. March 16.- 


The total new business written in or- 
dinary, industrial and group life pol- 
icies in Rhode Island in 1926, showed 


a falling off of nearly $6,000,000 from 
1925, according to statistics just given 
out by Commissioner Wilbour. The 
new insurance written in 1926 was $108,- 
943,459, while for 1925 it was $114,867,- 
186, 

The falling off in the total is 
to the smaller amount of group 
written, although there was also less 
ordinary life written, industrial writ- 
ings being the only class to show a 
gain for 1926. 

The ordinary life written in 1926 was 
$60,695,062, some $1.060,695 less than in 
1925. The industrial business for 1926 
was $38,977,294, a gain of $3,595,210 
lhe group total, with $9,271,103, was 
$8,458,242 below the figures for 1925. 

A remarkable feature of the summary 
of life business in Rhode Island, prob- 
ably unmatched by any other state in 


due 
life 


the union, is the fact that the total 
number of life insurance policies in 
force on December 31, 1926, exclusive 


of group was 400,000 more than the total 
population of the state. 

The population of Rhode Island, by 
the 1925 census, was 679,260. The total 
number of industrial’ policies in force 


at the end of 1926 was 916,252, and in 
addition there were 174,817 ordinary 
policies, total of 1,091,817 policies as 


compared with 679,260 inhabitants of 
the state. In addition to this there is 
$24,671,744 of group insurance in force. 


HUEBNER IN AGENCY COURSE 


Famous Leader in Life Insurance 
Thought Will Address Ives & 
Myrick Agency 
Education of life agents is receiving 
constantly increasing attention, espe- 
cially in New York, where some enor- 
mous production records are being 
made. Ives & Myrick, general agents 
of the Mutual Life in that city, an- 
nounce a series of four lectures by 
Dr. S. S. Huebner of the Wharton 
School of Finance and Commerce. The 
four lectures will be given during the 
period of five weeks beginning April 
Invitations to attend have been sent 
to members of the Life Underwriters 


\ssociation of New York, general 
agents and their full-time staffs. and 
all agents who have received state h- 


censes in the past through Ives & My- 
rick. The lectures will be as follows: 

April 7, “The Economic Concept otf 
Life Insurance;” April 21, “What Life 
Insurance Does for the Premium Pav- 
er;” April 28, “The Relation of Life 
Insurance to the Settlement of Estates,” 
ul May 12, “The Professional Concept 

Life Insurance Salesmanship and 
he Educational Requirements.” 


Wilkes-Barre Agency Met 


Stephen C. Hartman 
K-ureka-Maryland Assurance at 
\ilkes-Barre, Pa., held its annual din 
er, the entire agency statt num 
r of officials Mavor Dan 

+) 


attending 
tlart Wilkes velcomed the 
and discoursed upon the p 
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TRI-STATE CONGRESS PLANS 


Sessions at Philadelphia Arranged En- 
tirely for Benefit of the 
Field Men 


PHILADELPHIA, March 17.—With 
the Tri-State Life Insurance Congress 
only a week off, Pennsylvania, Dela- 
ware and New Jersey life underwriters 
are showing considerable enthusiasm, 
and Jack Berlet, general chairman of the 
expects several thousands of 
attend. 


congress, 
agents to 


Ihe schedule for March 25, the day 
of the congress which will be held in 
the Bellevue-Stratiord hotel, is devoted 


almost entirely to feld men’s problems 
rhe program is divided into three 


ses- 
sions 

In the morning session, the following 
topics will be covered first, “Why I 
am in the Life Insurance business and 
What Are Its Future Opportunities;” 


second, “The Approach;” third, “The 


presentation;” fourth, “Answering Ob- 
jections;” fifth, “The Close;” sixth, 
“The Salesman and His Job,” and sev- 


enth, “How 
Keep Out.” 
In the afternoon session, 
carry the delegates to a1 
field. the program cover 
surance, programming, 
trusts as a closer, and a layman's ex- 
pression of how a life policy can be 
sold, with a brief resume of the high 
made during the day. 
will be tea- 
competition for field 
with $75 in gold given by the 
associations from the three states, for 
ten successful methods of prospecting, 
approach, selling talk, meeting 
tions and close. 


“This will be strictly a 
congress,” Mr. Berlet 
have been carefully devised 
ranged so that they will be of 
possible value to the man on the street 

The will close with a ban- 
quet, speakers not having named 
as vet, but promised to be otf wide 

l interest 


to Get Out of a Slump and 


subjects 
lvanced 
acdvancec 


the 
ore 
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tured by a prize 
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Cleveland People Well Insured 


The per capita life insurance owned 
by the average resident of Cuyahoga 
county, O., of which Cleveland is the 
principal city, is times that 
per capita life insurance tor the 
entire United States, according to the 
survey made by the Cleveland Life Un 
derwriters Association 


just 2 ti t! 


ot the 


Luvahoga county 


life insurance agencies on Dec. 31, 192¢ 
had on their books an aggregate of 
$1,803,000,000 old line legal reserve lite 
insurance. This sum is composed of 


$1,146,000,000 ordinary, 
dustrial and $317,000,000 group 
on a population for the United 
of 117,000,000 and insurance 
of $80,000,000,000, per capita lite 


the United States is $696, 


$340,000,000 in- 





the 
insurance in 


while that 


for Cuyah 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


A & JOHNSON Cuamman OF Tet BOato 


CHICAGO 


ROSERT © LAY Peeewenr 








Does Your 
Novelty Advertising 
Reflect the character of your 


Agency? 


When you give Wallets 





give Wallets 


you can be proud of—Kaufmann Wallets 


7 AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
policies. 


It is the best leather container 
on the market designed to pro- 
vide a place for insurance policies, 
bonds, and other valuable papers. 


A standard size at $2.25 and @ 
large sise at $3.15. Get the quan- 
ity rates now. 


E. LL. KAUFMANN 


Room 700, Austin Bidg. 
111 W. Jackson Blvd 


Chicago, IIL 


Telephone Wabash 3933 
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New York and Ohio laws, which were 
given approval of the commissioners’ 
convention. Under the present insur- 
ance code in this state, neither of these 
types of companies could be organized 
legally. 


Ends Agency Contest 


The Philadelphia agency of the Con- 
necticut General Life has just brought 
its 14th annual agency contest to a suc- 
cessful close. Over 500 applications for 
nearly $2,500,000 of insurance was the 
agency’s record during this period. Sev- 
eral individual agents produced over 
$125,000 apiece. “The contest was the 
biggest, best and most closely contested 
one since the agency was founded,” 
said Manager F. G. Pierce. A dinner 
and dance were held at the close of the 
contest, at which President R. W. 
Huntington and Vice President G. E. 
Bulkley were present. 


Rochester Agency Wins Trophy 


The Rochester agency of the Connec- 
ticut Mutual Life has been awarded the 
“President's Trophy” for the best or- 
ganization results in 1926. At a meeting 
of the Earl F. Colborn agency, which 
represents the Connecticut Mutual at 
Rochester, Maj. Jacob H. Greene, sec- 
retary of the company, presented on 
behalf of President James Lee Loomis 
a plaque which will be held for one year. 
At a luncheon which followed, H. M. 
Holderness, superintendent of agencies, 
congratulated the Rochester staff and 
announced plans of the company for the 
coming year. 


Bond Impeachment Case Up 


When the West Virginia legislature 
reconvened this week the impeachment 
of John C, Bond, state auditor and in- 
surance commissioner, was listed as the 
first order of business by the senate. At 
the instance of the U. S. Veterans’ Bu- 
reau, Mr. Bond went to the state hos- 
pital at Huntington for examination and 
recently returned. No public statement 
has been made of the result of the ex- 
amination. However, it is intimated that 
Mr. Bond may need to go to the Walter 
Reed government hospital at Wash- 
ington. 


Dinner for Youngstown Agents 


More than 30 salesmen and medical 
examiners of the Ohio State Life in 
Youngstown and Warren, O., and New 
Castle and Sharon, Pa., and other towns 
in that vicinity, were guests at a dinner 
given in Youngstown last week. Dr. 
C. E. Schilling of Columbus, medical 
director of the company, was present. 
The salesmen of the Youngstown branch 
of the Ohio State Life made a new high 
record for February and the dinner was 
in appreciation of their work. 








Maloney Is Arkansas Commissioner 


J. S. Maloney has been appointed in- 
surance commissioner and fire marshal 
of Arkansas. He has been head of the 
insurance firm of Maloney & Solmson 
of Little Rock since it was organized in 
1920. Prior to that time he served as 
clerk in the Pulaski county circuit and 
chancery court. 

“Jack” Maloney in his service as 
chancery clerk made quite a reputation 
for himself. At that time Governor 
Martineau of Arkansas was chancery 
judge so he comes into Governor Mar- 
tineau’s cabinet as an old time friend. 
After serving as chancery clerk in Pu 
laski county for three terms he was cir- 
cuit clerk. In 1920 he organized the 
insurance and bond firm forming a part 
nership with Harry BE. Solmson, the 
firm being Maloney & Solmson. Mr 
Maloney was formerly secretary of the 
Pulaski county Democratic central com 
mittee. He served in the same capacity 


in the state central committee for a 
number of years. He was Arkansas's 
delegate-at-large to the Democratic na- 
tional convention at Baltimore, when 
Woodrow Wilson was 
president. 


nominated for 
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TO LIMIT COMPANY SALES 


Bill Favorably Reported in Nebraska 
Would Prohibit Sale of Stock for 
More Than Was Paid for It 


LINCOLN, NEB., 
senate committee on insurance has in- 
definitely postponed the Osterman bill, 
which would have required the unani- 
mous consent of all policyholders of 
mutuals before they can be transformed 
into stock companies, but by a vote of 


4 to 3 reported out for passage S. F. | 


155, which originally provided that 
where a Nebraska company merges with 
a foreign company the home office and 
executive offices should remain in the 
state, and that all financial matters be 
conducted under the Nebraska laws. To 
this had been added an amendment that 
provided that dividends on stock shall 
be limited to 7 percent, and that if a 
stock company were sold the stock 
should not be sold at any greater price 
than was originally paid for it. This 
was to discourage sales. 

These amendments brought to Lin- 
coln a number of stock company rep- 
resentatives, who argued against the 
constitutionality of a provision that 
would prevent the owner of stock in a 
company selling it for whatever he 
could get for it and what it was worth 
in the market. In spite of this, the bill 
was reported out. It also transfers all 
funds of the company reinsured to the 
reinsuring company, except with stock 
companies. 

It was pointed out that desirable as 
the main object of the bill is, it is an 
ineffectual attempt to do what is sought, 
since the law could not possibly prevent 
the purchasing company from paying a 
commission to the officers of the mutual 
after the transaction was complete. It 
was also suggested that so long as offi- 
cers are entrusted with the large num- 
ber of proxies that are necessary to 
carry on the official business of mutuals, 
the law would find it difficult to prevent 
what is a lawful use of them. 

The bill is backed by the attorneys 
who recently attacked in court the 
transformation of the North American 


National. 


IS NOW WRITING BUSINESS 


‘ 


Gvaranteed Securities Life of Topeka, 
Capitalized at $100,000, 
Opens its Office 


The Guaranteed Securities Life of To- 
peka, Kan., has now completed its or- 
ganization details and has opened its 
offices for business. This company is 
launched with a capital of $100,000 and 
surplus of $150,000, Charles W. Ding- 
man, president and general manager of 
the company, has been in the life in- 
surance business for a quarter of a cen- 
tury and was formerly an officer of the 
National Reserve Life. James FE. Er- 
win, secretary of the company, was also 
with the National Reserve Life. Hugh 
Fisher will be counsel for the company 
and Dr. William E. Michener will be 
medical examiner. C. L. Boernandt of 
Ames, Kan., a prominent cattle man, 
and W. L. Leidig are vice-presidents. 


Addresses Women’s Clubs 


Joseph T. Peterson, general agent for 
the Berkshire Life, and president of 
the Des Moines Life Underwriters As- 
sociation, last week addressed a joint 
meeting of the Progressive and Recital 
Clubs of Garner, Iowa, on the subiect 
of “Life Insurance.” He also talked 
to a group of high school children. The 
meetings were arranged by Mrs. W. 
S. Pritchard, Iowa insurance chairman 
of the American Home Division of the 
Iowa Federation of Women’s Clubs. 


March 15.—The | 


'MURDERER SEEKS INSURANCE 


Claims Proceeds of Policy on Life of 
His Former Wife Who Was 
His Victim 


LANSING, MICH., March 16.—A 
| case has arisen in Ingham county cir- 
cuit court of a convicted murderer seek- 
ing to force an insurance company to 
pay over to him as beneficiary the in- 
surance carried by his victim. The case 
is further complicated by the fact that 
other relatives of the murdered assured 
have started actipn, also, seeking to ob- 
tain the insurance money although the 





murderer is shown actually to have been | 


the beneficiary 
| Facing this dilemma, the insurance com- 


both legal actions to a halt until the 
court decides to whom the insurance is 
due. 

The facts in the case are as follows: 
Guy H. Williams of Lansing, on April 
17, 1926, shot and killed his former wife, 
Margaret Faye Thompson, on the door- 
step of her home in Flint. Williams was 
arrested, tried, convicted, and sentenced 
to life imprisonment in Jackson peni- 
tentiary. It was discovered, however, 
that the Thompson woman, upon obtain- 
ing a divorce from Williams, failed to 
change the beneficiary in her $1,000 life 
policy and her death apparently entitled 
Williams to collect the face of the policy 
It is said that no clause in the policy, 
issued by the Equitable Life of New 
York, provided for such a peculiar con- 


into the courts when Williams started 
suit, despite his incarceration. 


SEEK STATE ANNUITY FUND 


State in Life Insurance 
Business 


SPRINGFIELD, ILL., Mar. 16.— 
Companion bills have been introduced 
in the Illinois House and Senate pro- 
viding for the creation of an old age 
pension fund and a life annuity fund to 
be operated by the state. These two 
bills, sponsored by the Fraternal Order 
of Eagles and organized labor, were in- 
troduced by Representative Soderstrom 
of Streator and Senator Sneed of Herrin, 
labor representatives. 

The bills which are the same, provide 
for a tax of one-half mill for the crea- 
tion of a pension fund. Beginning Jan. 
1, 1928, every person of age 70 or more, 
who has been a citizen of the United 
States 20 years, a resident of Illinois 20 
years and who does not have an income 
of $260 annually shall receive $260 per 
year, payable monthly. It is provided 
that persons with less than $260 annual 
income shall receive enough to make 
their total income $260. 

Section 29 of the bill provides that 
the old age pension commission shal} 
establish a system whereby any person 
may purchase an annuity of not more 
than $5 per week by the payment of 


field of private life insurance companies. 
This bill would effectively put the state 
in the insurance business on an annunity 
basis, though without any safeguard 
either to protect the state or the pro- 
posed annuitant. The house bill is in 
| the hands of the judiciary committee 
|of which Representative Swanson of 





( ‘hicago is chairman and the senate bill | : “ 
| providing benefits for total and per 


| manent disability. 


is in the municipality committee of 
which Senator Barbour of Chicago is 
chairman. 


To Move into New Quarters 


Three life offices have signed leases 
|for space in the new Adams-Franklin 
| building in Chicago, in addition to six 


tingency so that the matter was thrown | 


regular premiums. This provision has 
been sharply criticized as it invades the | 


named in the _ policy. | 
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other insurance offices. The Franklin 
Life, the Minnesota Mutual Life and 
the Williamson & Wellbeloved agency 
of the Connecticut Mutual Life have al! 
taken space in the building which is 
now nearing completion. In addition 
space has been leased by the Fire As- 
sociation, the Springfield Fire, the Con- 
stitution Indemnity, the Republic Cas- 
ualty? J. J. Falvey & Co. of the Con- 
slnental Casualty and Toplis & Harding, 
adjusters for London Lloyds. 


Orders Return of Premium 


The Fidelity Reserve of North Platte, 
Nebr., which was reinsured in 1923 by 
the Mountain States Life, has been or- 
dered by the Nebraska supreme court 
to return to Charles C. Yeggy the 8729 
premium on a $30,000 policy that he 
paid to a banker agent at Chappell 
Following the usual custom the note 
Mr. Yeggy gave was discounted by the 
bank, and 60 percent of the proceeds 


- ms : , | credited to the banker agent as com- 
pany has obtained an injunction bringing | 


mission and 40 percent placed to the 
credit of the company. Mr. Yeggy 


| meanwhile had gone to Hawaii, and did 


not know until he returned months later 
that the policy had been rejected. In 
the meantime the bank, the First Na- 
tional of Chappell had failed, and when 
the receiver found the note there he 
offset it against a deposit of Mr. Yeggy 
that exceeded the amount called for 


| by the note. 


Mr. Yeggy sued the company for the 
return of the premium, and it defended 
on the ground that it had never re- 
ceived it as the bank never paid i 
any of the so-called deposit. The lowe 
court directed a verdict for the com- 
pany, but the supreme court says that 
in legal effect it did receive the prem- 
ium, just the same as though in cash, 
and must pay him. 


+ 





Exhibit at Homes Congress 


The Des Moines Life Underwriters 
Association had an attractive exhibit last 


| week at the national convention of the 


Bills in Illinois Legislature Would Put | 


National Homes Congress. Mrs. W. S 
Pritchard of Garner, Ia., head of the 
insurance department of the lowa Fed- 
eration of Women’s Clubs was in charge 
of the booth. Several thousand pieces 
of insurance literature were distributed 
to the convention visitors. 


Provide for Policyholders’ Meetings 





The insurance commissioner would be 
authorized to call a special meeting ot 
the policyholders of a mutual life in 
surance company when petitioned to do 
so by 500 policyholders, under a bill 
introduced in the Lowa legislature by 
Senator Browne. Senator Browne said 
the bill had no special reference to the 
Central Life of Des Moines but provides 
a method by which its policvholders 


lor those of anv other companv could 


get a special meeting called. There 1s 


|} now no provision for special meetings, 


except upon call of the board of direc- 
tors, Senator Browne said. 


Conduct - Sales Course 


The Minnesota department of the 
Equitable Life of Iowa will conduct a 
course in salesmanship for its agents 
employes in Minneapolis March 21-26 
E. E. Smith, educational director of the 
company will conduct the course, as- 
sisted by E. W. Cameron, state agent: 
A. C. Lesch, district manager of Minne 
apolis; Gordon Groff, district manage: 
of St. Paul and Orlando W. Anvig, dis 
trict manager of Duluth. 


Regulate Disability Reserves 


A number was introduced into the 
Wisconsin legislature last week, relating 
to the valuation of policies of insuranc¢ 


The bill states that 
the reserve liability for the total and 
permanent disability provision incorpo 
rated in life policies or endowment !n 
surance shall be calculated on any table 
based upon disability experience ap- 
proved by the insurance commissioner 
with interest at not exceeding 3% per- 
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cent per annum; provided that the added 
reserve liability on every policy where 
such total and permanent disability has 
vecome effective shall at all times equal 
the present value of an annuity of the 
amount of the premium waived, and the 
amount of the monthly income payable, 
if any, under the total and permanent 
disability provision of the policy, calcu- 
lated on such invalid or substandard ex- 
perience disability table as approved by 
the insurance commissioner. 


Illinois General Agents Meet 
Fiity Illinois general agents of the 


Ohio National Life gathered in Spring- 
held, Ill, last week for a general con- 


ference. N. H. Walt, state manager, 
was in charge and speakers included 
r. W. Appleby, president of the com- 


pany; E. E. Kirkpatrick, agency super- 
visor; S. J. Stannard, director of agri- 
culture for Illinois and members of the 
state agency .staff. Mrs. Walt enter- 
tained wives of the agents at a theater 
party and the concluding session was a 
dinner for 150 members and guests. 


Indict W. F. Hamilton 


The United States grand jury for the 


castern district of Illinois last week re- 
turned an indictment against W. F. 
Hamilton, who operates three mutual 


and accident insurance companies 
with headquarters in East St. Louis, Il. 
In all 19 counts alleging the use of the 
mails to defraud were returned against 
Hamilton. It is charged that he levied 
assessments against the policyholders in 
one company to cover the losses of an- 
other company. 


life 


Judgment After 16 Years 


Maude Towle of Seward, Neb.. 
ween given judgment against the Tribe 
of Ben Hur for $5,800 on a $2,000 policy 
life of her husband, the frater- 
nal's defense having been that he with- 
held from the knowledge of the medical 
examiner the fact that he had suffered 
irom two major operations. The 
vas unusual in that judgment was -not 
secured until 16 vears after it was 
started. Attorneys delayed bringing the 


has 


} 


on the 


case 
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case to trial until after the death of the | 
local medical examiner. He alone could | 
testify as to whether the policyholder 
made the answers he set down or 
whether the doctor just put them down 
as a matter of routine. After the doc- 
tor died the case was pressed for trial, 
as then the defendant found it difficult 
to sustain the allegation of misrepresen- 
tation of physical condition, which 
would have resulted in rejection if the | 
answers had been truthfully made. 


Travelers Peoria Meeting 


D. J. Bloxham, J. V. Egolf and P. G 
W. Anderson, supervisors of the agency) 
field service of the Travelers, Travelers’ 
Indemnity and Travelers’ Fire conducted 


a sales conference this week of the 
Illinois representatives at the Peoria, 
Ill., office. One hundred agents were 


present and a banquet concluded the 
gathering. James S. Reber, Jr., group 


| advisor; Harry C. Bean, assistant west- 
ern manager of the Travelers’ Fire, and | 
H. H. Quinby of the Chicago ofnce 





were in attendance. 





Would Liberalize Investment Law 


rhe Missouri senate 
measures designed to 
strictions placed upon the 
of domestic life insurance 


passed two 
loosen the re 
investments 


companies 


has 


The bills are now before the house and 
have a chance of getting through before 
the general assembly adjourns. (ne 


of the bills provides that lie imsurance 
companies which have acquired real es 
tate or personal property by 
ure may exchange such real estate tor 
other real estate 
The bill 
investment of the 
surplus funds of the life companies pro 
vides that such funds may be 
in government, state, municipal of 
other political sub-division thereof, o1 
in loans on real secured by first 
mortgage of deed of trust or other first 
lien which loan shall not exceed 50 per 
cent of the value, or in bonds of any 
corporation which shall not 
in default in the payment of 
within the five preceding years 


foreclos 


which regulates the 


capital, reserves an¢ 


second 


invested 


estate 


have been 


interest 
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PASS INSURANCE BOARD BILL 
Measure Once Defeated Is Reconsidered 
by Texas Senate—Favorably Re- 
ported in Lower House 
AUSTIN, TEX.. March 16.—The 
Texas senate aiter defeating the bill for 
board of insurance 
replace the present 
Commission and 


creation of a state 
commissioners to 
State Fire Insurance 
the department of insurance, reconsid- 
ered the vote by which the bill was 
defeated and then passed it finally. The 
the house of rep- 

has received a 


sent to 
where it 
re port 


measure Was 
resentatives 


favorable committee 


Che bill provides for a board of three 
members, one to be life insurance com- 
lissioner, another fire insurance com- 
issioner and the third casualty insur 
ance commissioner The fire insurance 
ommissioner is to also act as state fire 
marshal. The life insurance commuis- 
sioner is to be chairman of the board 
ind the fire insurance commissioner 
secretary. The terms of the commis- 


sioners are to be six years. 

The senate in the closing days of the 
session killed by indefinitely postponing 
bill which had passed the house giv- 
ng the commissioner of insurance more 
uthority 
tions of 


+} 
1 


in passing upon the qualifica- 
imsurance agents. 


Davidson Working in Alabama 


Davidson is now connected 
ith the Alabama National Life as spe- 
al representative and is assisting in 

the organization work in its home state 


Gavlord 


, lite 


OKLAHOMA AGENTS PROTEST 


Say Tendency to Eliminate the Agent 
Is a Dangerous One and Should 
Be Combatted 


OKLAHOMA CITY, Mar. 17 \ 
resolution was passed by the Life Un- 
Association at Saturday's 
“Whereas, there seems 
the part of some 
officials and buy 


derwriters 
meeting reads 
to be a tendency on 
insurance company 


ers of life insurance protection to min 
imize the value of the agents’ service 
|}and whereas, as a result of this tend 


| 


ency, in certain cases the insuring com 
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THEIR OPPORTUNITIES— 


are the Company’s Opportunities 


The more business realized by agents from their opportunities, the larger 
No, this basic fact is hardly “news”—but company 
That’s why 


the company’s profits. 
executives are always on the look-out for means to prove it. 


ZELL’S 
VALUABLE PAPERS WALLET 


a most effective help to link up good will between agents and insured 





many find 


Com- 


panies equipping their agents with this handsome and useful novelty, do them 


a favor. A very real service is rendered—at little or no cost to the company. 


This is made possible by the adoption of any one of our special plans, 
rheir 


now 
widely used and endorsed by many leading companies success is 


certified by hundreds of unsolicited testimonials. 









Write for these plans 
and for free samples— 


NOW! 








This attractive gift is 
embossed to give 
Let your Spanish Mission effect 







It will outlast leather 


agents begin 


“mopping up” at once, 
mopping up” ; _ ee ee 
with these “high-test es peemtete Gadael és fe 
business producers! att ye Rw be seen each time 
ile 1s Ope ce 
Division of I H 4 I 536 Broadway 
DAVID H. ZELL, Inc. 


Insurance Supplies New York City, N. Y. 

















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life 


Health Accident 
Life Policies—Disability Policies—Accident 
Policies 


Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


Sub-Standard 

















COLORADO 


ROCKFORD LIFE INSURANCE COMPANY 


ROCKFORD, 





NOW OPEN 






WRITE TO 






Francis L. Brown, Secretary 


ILLINOIS 
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Wilmer L. Moore, President 














THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 











— proposition. = 



































a 
rape 


99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 154%. 


Many of the 154% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 


Actual to expected mortality, 39%. 


For Agency Relations 
Address 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t. of Agents 


President 























panies practically Sealed to return the 
agents commission to the purchaser. 
Resolved, that the Oklahoma Life 
Underwriters Association goes on rec- 
ord as emphatically disapproving any 
action similar to that referred to or 
any other that has a tendency to un- 
dervalue the services of the underwriter.” 


TEXAS PROSPECTS SEEM GOOD 


Life Insurance Companies Anticipate an 
Excellent Year for Sales of 
Policies in 1927 


DALLAS, March 16.—Texas. Life in- 
surance companies and out-of-state com- 
panies doing business in Texas, have 
put more business on their books dur- 
ing the first two and one-half months 
of 1927 than for any similar period in 
their history, a canvass of the various 
companies and agents shows. The in- 
surance companies declare the general 
situation in Texas is excellent, the farm- 
ers, bankers and business men generally 
optimistic, the financial conditions sound 
and the outlook for crops very bright. 
They say a survey of the agricultural 
situation shows the cotton acreage will 
be reduced, and the grain, vegetable, 
fruit and melon acreages increased. In- 
dications are for a bumper wheat, oat, 
rye and barley crop. The wheat acreage 
is above that of last year and the condi- 
tion of the crop is fine. 


Crop Prospects Good 


There are better crop prospects now 
than for many years past at the same 
time. The insurance men say this prac- 
tically assures early vegetable and berry 
crops and means the corn, potato, onion, 
tomato, melon and cotton crops will 
have an opportunity to make excellent 
vields. The insurance men have also 
found bank loans are not as heavy right 
now as they have been at the same time 
in past years and individual deposits in 
banks are larger. They take this to 
mean the people generally are not in 
such desperate straights as some pessi- 
mists would have it appear. They de- 
clare they have written more insurance 
and the indications are they will estab- 
lish new records during the year. 

The insurance companies have found 
the low price cotton scare blew over 
without serious results. They are col- 
lecting a good part of premiums in cash. 
Most companies have a tendency to 
branch out this year. New agents are 
being put on. 


SOME QUESTION ON TAX LAW 


Omission of Provision, “In Lieu of All 
Other Taxes,” in Tennessee Appar- 
ently Affects Only Assessment 
Companies 


NASHVILLE, TENN., March 16.— 
Some question as to the way insurance 
ere are going to fare in the 1927 
revenue bill of the Tennessee legislature 
is brought up from the fact that the pro- 
vision “in lieu of all other taxes” is left 
out of the bill as it relates to some 
classes of insurance. The 1925 revenue 
bill reads: “Be it further enacted, That 
all foreign insurance companies and all 
fidelity and surety corporations or com- 
panies shall, as hereinafter designated, 
pay direct to the commissioner of insur- 
ance and banking the following taxes, 
which shall be in lieu of all other taxes,” 
etc. Then are taken up “assessment, 
life and casualty companies organized 
under the laws of other states or foreign 
countries, where the law reads: “Shall 
pay 2% percent on gross premiums 
paid by or for policyholders residing in 
this state or on property in this state, 
payable semi-annually, in January and 
July, direct to the commissioner of in- 
surance and banking, on sworn returns 
showing gross premiums paid by or for 
policyholders residing in this state, or 
on property in this state, for each six 
months ending on Dec. 31 and June 30, 
of each year; and assessment life cor 
porations ceasing to transact new busi 
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ness in the state shall continue to pay 
the tax herein provided, or in force and 
until the same be terminated; each insur- 
ance agent, solicitor, member of a firm 
except those representing domestic state 
and county mutual fire insurance com- 
panies, shall for the purpose of solicit- 
ing or writing insurance in this state, 
pay a privilege tax direct to the insur- 
ance commissioner in lieu of all other 
taxes, before a license to transact such 
business shall be issued,” etc. 

The 1927 revenue bill relating to such 
companies has left out of it the phrase, 
“in lieu of all other taxes.” The new 
bill seems to relate only to assessment, 
life and casualty companies in omission 
of the clause. 


Button to Retain Post 


With the Virginia legislature meeting 
this week to consider Governor Byrd's 
governmental reform program, it ap- 
pears to be now practically assured that 
Col. Joseph Button, commissioner of in- 
surance, will be the new commissioner 
of insurance and banking, in the event 
that the insurance bureau is merged 
with the division of banking and placed 
directly under supervision of the state 
corporation commission, as seems highly 
probable from present indications. Ap- 
pointive power would rest with the com- 
mission and it is understood that all 
three members of that body regard 
Colonel Button, who is experienced in 
banking matters in addition to being 
deeply versed in all matters of insurance 
by reason of his long experience as head 
of the insurance bureau, as the logical 
man for the appointment. 


Sweeney Visits Texas 


The State Life of Indiana has more 
insurance in force and is now writing 
more business in Texas than any other 
state, Robert J. Sweeney, vice-president 
of the company said when in Texas a 
few days ago. He was making a tour 
of the state, visiting agencies, accom- 
panied by Arthur J. Hill, California 
manager for the company. 


To Double Capital 
DALLAS, TEX., Mar. 17.—The Har- 


vester Life at a meeting of its stock- 
holders at Dallas a few days ago de- 
cided to increase the capital stock of the 
company from $250,000 to $500,000. 
George W. Jalonick is chairman of the 
board of the company and George W. 
Jalonick, Jr., is president of the com- 
pany. The concern is one of the new 
life companies in Dallas. The officers 
reported the experience during the few 
months it operated in 1926 were satis- 
factory and the outlook for business for 
this year is excellent. 


American Provident’s Progress 


In February the American Provident 
Life of Houston, Tex., passed the 
$1,000.00 mark of business written 
since the organization of the company 
last fall by officials of the Cravens, Dar- 
gan & Co. agency. The agency force is 
being rapidly augmented by full time 
producers. 


Wilson Visits Texas Agencies 


Harry R. Wilson, vice-president of 
the American Central Life, was in 
Houston, Tex., last week visiting insur- 
ance officials after a trip to the Rio 
Grande valley. Mr. Wilson pene 
himself as sold on the valley He said 
the outlook for business in Texas this 
vear was about the same as last, when 
between $5,000,000 and $6,000,000 bus! 
ness was done exclusive of reinsurance 

The company has district offices at 
Dallas, San Antonio and Amarillo and 
is represented by about 100 agents in 
Texas 





Union National’s Figures 


The annual statement of Union Na 
tional Life of St. Petersburg, Fla., shows 
assets $351,000; capital stock, $229,000 
paid, 64000 nartly paid, net sur 
plus, $56,000. Over $1,250,000 insurance 


was written, during the five and one- 
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half months it was in operation. The 
executive vice-president is Dr. John L. 


Davis, the well known medical director. ! 


Emory F. H. Roberts is secretary and 
actuary. The agency director is J. C. 
Robison. Florida is being systemati- 
cally organized for production by this 
company. 


Seaboard Life Expands 


The Seaboard Life of Houston, Tex., 

its annual meeting reelected all offi- 
cers and made one change in the board 

directors due to the death of Haskell 
Levy Sam Taub was elected to suc- 
ceed Mr. Levy. 

It was unanimously decided to imme- 
diately enter west Texas, Burke Baker, 
president of the company, announced. 
H. T. Children, manager of agents, left 
ast week to spend two months in west 
Texas organizing agencies for that sec- 


a) 


Columbus Mutual Florida Meeting 


Colum- 
nearly 


Forty representatives of the 
bus Mutual Life, representing 
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ing Jesse G. Read, insurance commis- 


sioner. 





Oklahoma Board Again Functioning 

OKLAHOMA CITY, March 16.— 
For the first time in more than a month 
Oklahoma is equipped with a 100 per- 





| cent insurance board, consisting of Jesse 


G. Read, insurance commissioner: E. R. 


| O’Neal recently appointed fire marshal, 


land A. L. 


i ten, 


every section of Florida, were guests at | 


Tampa at which 
O., vice- 


an informal dinner at 
S. A. Hoskins of Columbus, 


president and treasurer of the company, | 


was host. 

J. E. Windsor, local manager of the 
company, was toastmaster at the dinner. 
Speakers, other than Mr. Hoskins, were 
John H. Boulhall, who is in charge of 
the insurance trust department of the 
First National Bank, Tampa; George J. 


Abdella, representative of the company | 


n Lancaster, O., and Mr. Windsor. 


Oklahoma Members Confirmed 


4. L. Roark of Pawhuska, who was 
appointed secretary of the State Insur- 
ance Board of Oklahoma, has been con- 
firmed by the senate. C. R. O'Neal of 
Idabel, was appointed fire marshal by 
the governor and his appointment is 
confirmed. The board is now able to 
function with a full membership includ- 


| trom 


Roark, recent appointee for 
secretary of the board. Mr. O'Neal, 
the new fire marshal, was formerly local 
agent for several companies at Idabel, 
Okla. Mr. Roark is from Pawhuska. 

Among the first official acts of the 
newly organized board was to approve 
articles of incorporation for the Okla- 
homa Life. The company has applied 
to the secretary of state for a charter 
It is capitalized at $250,000, the 
outgrowth of a smaller 1 
italized at $50,000. Directors 
Bert Smith, E. C. Gunter, G. W 
Rav Wood and J. W. 
of Oklahoma City. 


and is 
company Cafp- 
are H 
W hit- 


1 


Covle, all 


Davis in Texas 


Roy L. Davis, director of sales trait 
ing of the Continental Assurance ot 
Chicago, is assisting Dr. C. ]. Rockwe!l 
in his life insurance school at Dallas 
this month Mr. Davis will be there 
} March 14 to March 25. While in 
south he will visit a number « 
Continental Assurance agencies. 


the 
the 


Robertson Repeal Bill Dead 


All through the regular sessions « 
the Texas legislature which is to ad- 
journ this week the bill introduced 


by Representative Liscomb of Fort 
Worth for repeal of the so called Rob- 
ertson insurance act was held in con 
mittee. No attempt was made to have 
the committee give a hearing on the 
bill It is to die in committee 
being no possible chance to get 
consideration, even if 


have it brought ur 


now 
up tor 
was disposed to 
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PLAN BIG SALES CONGRESS 


Association to Have Notable 
List of Speakers for 
All-Day Session 


Denver 


COLO., March 17.—The 
congress of the Colorado 
\ssociation of Life Underwriters will 
be held here next Tuesday, a strong 
lineup of speakers having been an- 
nounced by W. W. Winne of the Con- 
necticut Mutual, chairman of the gen- 
eral sales congress committee. The 
Southern Colorado Life Underwriters 
Association of Pueblo is cooperating 


with the Colorado association tor this 
mnecectng 


DENVER, 


annual sales 


Alder to Be There 


Ceorge D Alder of Salt Lake City, 
general agent for the -National Life of 
Vermont and president of the National 
Association of Life Underwriters, will 
be present for the all-day Other 
speakers include George W. Avars. 
eral agent at Los Angeles for the Mu- 
tual Life and a past president of the 
Angeles association; Russell S&S. 
King of New York, field secretary for 
Manhattan Life and prominent in 
life insurance educational work: W. T. 
(srant, president of the Business Men's 
\ssuranee of Kansas City: V. | lick 
her ot Denver, vice president yeen- 
ral manager of the American Life In 
iddition there will be seven short 
talks by prominent local life under 
writers There will be morning and 
iternoon sessions and in addition a 
anquet in the evening Plans are be 
ng made for a record attendance and 

promises to be the most 
successful ever 


Dlenver 


session 
gen- 
Los 


the 


' 
and 


sale s 


one ot 


this 


sales congresses staged 


HAD COAST SECTIONAL RALLY 


Lincoln National Life Agents Met at 
Los Angeles for Annual 
Conference 


“In the complex organization otf 
business today all great professions are 
linked together in a common purpose,” 


said Attorney J. F. T. O'Connor, law 


partner of William G. McAdoo in his | 


address betore the agents of the Lin 
coln National Life assembled at Los 
Angeles for the sectional meeting. Mr 


O’Connor reviewed the growth of the 
institution of life insurance and 
tribute to Abraham Lincoln He « 
tinued by appealing to the repr 
tives of the Lincoln Nation 
keep their business stan 
of the name of Lincoln 
Arthur F. Hall, president of the Lin 


, 


coln National Life, also spoke at the 
banquet on Thursday evening, telling 
about the organization of the Lincoln 
National Life and its plans for future 
development H. G. Everett, manag 
of the southern California agency cde 
livered a brief talk, thanking the Lir 
coln Life officials tor their interest mm 
the meeting and pledged an increased 
volume trom southern California for 
1927 Vice-president and Manager of 
Agencies Walter T. Shepard presided 
as toastmaster tor the banauet and | 
presented t the agents their honor 
medals and emblems 

There were three members of the 
Minute Men Club present who received 
their emblems for the achievement o! 
having written and delivered and pai 
for $100,000 of business in the last four 
ij} months of 1926 

The educational session of the thre 
dav meeting held on March 9-11, w 











SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


A BILLION DOLLARS 


of life assurance in force 


ASSETS - - - $300,000,000 


Interest on policy proceeds, profits, 
etc., left with the Company 


FIVE and ONE-HALF PER CENT 
































If it is a question of adequate and intelligent 
service, to both agent and policyholder, 
Continental measures up to 
the most exacting 
requirements. 


Continental Casualty 
Company 


H. G. B. Alexander, President 


CHICAGO 


Surety Bonds 


Casualty Insurance 
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AETNA 
LIFE TRAINING COURSE 


BEGINNING FEBRUARY, 17, 1927 


1—The Chicago Agency will conduct an intensely 
practical Life Insurance Training Course of ten 
lessons beginning on Thursday, February 17th, 
at our offices in the Illinois Merchants Bank 
Building. 


2—The first meeting of the class for organization 
purposes will be held on Thursday evening, 
February 17th, at 6:30. The further classes will 
be held on Tuesday and Thursday evenings of 
each week and likewise will begin at 6:30 and 
last until 8:00 p, m. 


3—The classes will be conducted by Mr. H. K. 
Schoch, Agency Supervisor, a thoroughly prac- 
tical and successful Life Insurance man. 


4—Enrollment should be made immediately. There 
will be no charge for this course. 


5—This course is open to all independent brokers 
as well as men contemplating entering the Life 
Insurance Business. 


S. T. WHATLEY 
General Agent 


Etna Life Insurance Company 


Suite 2043—230 S. Clark Street 
CHICAGO, ILLINOIS 




















If If 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 

A friendly interest is needed 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 








You want a REAL jeb ; 








COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illineis 


Health ‘ Accident 


Life . 

















in charge of Superintendent of Agencies 
A. L. Dern. 


Seventy-five Present 


About 75 members of the California 
agency of the Lincoln National Life 
attended the regional meeting © which 
was held in Los Angeles last week and 
participated in by the following home 
officials: Arthur F. Hall, president; 
Walter T. Shepard, vice-president; A. 
L. Dern, superintendent of agencies; V. 
J. Harrold, assistant superintendent of 
agencies, and Dr. W. E. Thornton, med- 
ical director. The sessions of the agency 
meeting were devoted in a large meas- 
ure to consideration of the company’s 
plans for the further development and 
increase of its business in this state. 
The opening address was by Vice-Pres- 
ident Shepard, on “The Draft Plan.” 
This was followed by a talk on “A New 
Effort,” by Mr. Dern, and an address 
on “Taking Stock,” by Dr. Thornton. 
The principal topic of subsequent ses- 
sions was the systematizing of work 
and co-operation with the home office 
in the handling of details. The con- 
cluding topic discussed was on the con- 
servation of business. 


NOTABLES AT THE CONGRESS 


Sales Sessions at San Francisco Will 
Have Many Prominent Speak- 
ers on Program 


SAN FRANCISCO, March 16.— 
Plans for the first annual joint sales 
congress to be held in San Francisco 
on March 18 under the auspices of the 
San Francisco and East Bay Life Un- 
derwriters’ Associations include as 
speakers: George H. Alder, president 
of the National Association; Winslow 
Russell, vice-president Phoenix Mutual; 
Ernest H. Wilkes, third vice-president 
of the Metropolitan Life; Francis V. 
Keesling, vice-president and _ general 
counsel West Coast Life; Dr. Henry 
Gibbons, medical director Western 
States Life; Otto L. Zeus, assistant su- 
perintendent of agencies Travelers; Dr. 
E. K. Strong, former director and lec- 
turer in the Life Insurance School of 
| Carnegie Institute and now associated 
| with the new school of business admin- 





istration at Stanford university, and 
| Perez F. Huff, general agent of New 
| York City. The general theme of the 
| congress is to be the new era of life 
| insurance and its effect upon the public 
| and company representative. 

| James M. Hamill, chairman in charge 
|of arrangements, announces that be- 
| tween the morning and afternoon ses- 
| sions a get-together fellowship luncheon 
| is to be held at which Darwin P. Kings- 
| ley, president of the New York Life, 
| will be the principal speaker. Musical 
| numbers and other entertainment will be 
| provided by members of the life insur- 
ance profession. 


Death of E. C. Cooper 
LOS ANGELES, March 16.—E. C 


Cooper, insurance commissioner of Cal 
ifornia from 1910 to 1914 and for short 
| time during 1922, died at his home in 
| Los Angeles, March 15. He had been 
lin poor health for some time following 
| an attack of flu. Mr. Cooper is well 
|} known in insurance circles, having 
served as president of the Great Repub- 
lis Life following the expiration of his 
|} term as insurance commissioner. Dut 
| ing recent years he has been engaged 
| in the practice of insurance law. 


Oppose Tax Measure 


| California companies are opposing the 
constitutional amendment which pro- 
vides that all foreign hire companies op 
| erating in California pay a 2 percent 
| premium tax to create a fireman’s pen- 
sion fund because of the retaliatory laws 
| of other states. The measure recently 
| received the approval of the legislative 
committee on constitutional amend 
ments. California company officials de 
| clare the amendment to be a_ vicious 
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measure which will levy a tax upon Cal- 
ifornia companies even to a greater de- 
gree than California will collect from 
the foreign companies. The Pacific Mu- 
tual Life and the Pacific Indemnity 
Company are leaders in the Opposition. 

The plan was virtually defeated a year 
ago when the firemen attempted to ob 
tain approximately 80,000 signatures of 
bona fide voters to get the amendment 
on the ballot. At that time the fire 
chiefs of the state opposed it and ad- 
vised their men to abandon the idea. 


Appoints Los Angeles General Agents 


During his recent visit to Los Angeles 
J. C. Maginnis, president of the Eureka- 
Maryland Assurance, appointed H. K. 
Ward & Co., as general agents of his 
company. This firm conducts a gen- 
eral insurance agency in the Western 
Pacific building, to which the former 
office of the Eureka-Marvland has been 
moved. S. D. Seeley has been ap- 
pointed office manager. 





Names California Supervisors 


Recent appointments by H. G. Ever- 
ett, state manager at Los Angeles of 
the Lincoln National Life, include Ralph 
Switzer, Ventura, and T. A. Kelley, 
Pasadena, as agency supervisors. 


New Wyoming Commissioner 
John M. Fairfield of Worland, Wyo., 


has been appointed insurance commis- 
sioner of Wyoming by Governor Emer- 
son. He succeeds H. A. Loucks, who 
retired owing to the change in the politi- 
cal complexion of the Wyoming admin- 
istration, from Democratic to Republi 
can, 

Mr. Fairfield has been in the insur- 
ance business for 30 years and a number 
of years ago developed into a million- 
dollar producer for the Western Na- 
tional Life of Denver, which has now 
been taken over by the Central States 
Life. He has extensive business inter- 
ests, aside from his insurance work, and 
is well qualified to handle the adminis- 
trative details of the office, in addition 
to being a thoroughly grounded insur- 
ance man. 





ACCIDENT AND HEALTH 











SAYS BILL IS DANGEROUS 


Secretary C. A. Staats of West Virginia 
Association of Insurance Agents 
Calls Attention to Measure 


Secretary C. A. Staats, of the West 
Virginia Association of Insurance Agents 
has sent out a bulletin calling attention 
to Senate Ball 133 in the West Virginia 
legislature, providing that accident and 
health contracts shall be incontestable 
and noncancellable after an amount 
equal to two annual premiums shall have 
been paid, except for nonpayment of 
premiums, and except for violation of 
any portion of a policy relating to naval 
and military service in time of war 
Secretary Staats calls attention to the 
fact that this bill would prevent accident 
and health companies from cancelling 
policies after two annual premiums had 
been paid regardless of change of occu 
pation. He said that if the bill passes, 
it will result in companies being com- 
pelled to increase their premium rates, 
require medical examination or cease 
writing this form of insurance in this 
state. He says: : 

“This law is unnecessary as non-can 
cellable and incontestable accident and 
health insurance is available in West 
Virginia for those who desire it and the 
standard provisions of all accident and 
health policies provide protection against 
cancellation that would be detrimental 
to the interest of the insured. The e! 
fects of such a law would likely cause 
a great many accident and health com 
panies to withdraw from the state, 
thereby cutting off considerable tax in 
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come, aside from barring thousands of 
miners and other industrial workers 
(who by arrangements, can now pur- 
chase accident and health insurance and 
have the premium deducted monthly 
ever the payrolls of their employers) 
from the much-needed protection.” 


OHIO COMMITTEE APPROVES 


Bill Up for Passage and Favorably 


Recommended to the Legislature 
of That State 


House bill No. 240 introduced in the 
Ohio legislature by Representative 
Bigran has been favorably passed by the 
insurance committee and doubtless will 
become a law. In its original form it 
contained a provision that an accident 
or sickness policy shall be contestable 
alter two years as to the existence of a 
disease or injury prior to or at the time 
of its issuance. These lines have been 
eliminated. The bill now provides that 
all accident and health policies shall be 
filed with the insurance superintendent 
and if that official shall notify any com- 
pany of his disapproval of any form the 
company will not be allowed to issue 
any such policy. It is required that the 
insurance department shall keep a copy 
of every form of policy authorized by 
him for the companies licensed in the 
state. It has been the custom of acci- 
dent and health companies to file copies 
with the department and to accept any 
changes recommended by the superin- 
tendent. 


LOTTERY CAUSES MUCH LAPSE 


Companies Writing Weekly Payment 
Policies in Chicago Complain of the 
“Policy Wheel” Practice 

ees . 


Companies writing weekly payment 
accident and health insurance in Chicago 
tind that their operations are greatly 
impeded by the widespread lottery prac- 
t-ce among the colored people. There 
are well organized companies that are 
now operating what is known as “policy 


wheels.” This is a gambling device 
where guesses are made as to numbers 
with numerous complicated and _ side 
bets. It is stated that this practice is so 


prevalent in the Negro districts that 
much insurance is being dropped in con- 
sequence. 

Although this lottery practice is in di- 
rect violation of the law, it is operating 
in a tairly wide open way. Seemingly, 
official protection is given to it. There 
are numerous places where policy writ- 
are located and bets can be made. 
In fact, the policy wheel companies em- 
ploy agents to make the rounds of 
homes of colored people to get them to 
draw numbers. The lowest bet is five 
cents. Some agents say that their busi- 
ness has dropped off materially 
count of this widespread practice. 


ers 


on ac- 


Unusual Ohio Case 


\ case of unusual character has 
been decided at Marysville, O., in 
of Mrs 


Ocean 


just 
tavor 
Lilian Lamb against the Inter- 
Casualty. Her husband had ap 
pendicitis and was being taken in an 
vsutomobile to his old home at Logan, 
©., when the car was struck by a bread 
wagon and afterward by a hearse, fol 
lowing immediately behind. In the crash 
Lamb's appendix burst. He was taken 
to a hospital and an operation performed 


but death resulted. The company con 
tended that the accident did not cause 
his death The case will be carried to 


the higher courts. 


Ray Heads Hoosier Casualty 


( \W Rav succeeds C. H. Brackett 
as president of the Hoosier Casualty 
At a meeting of the board of directors 
last Saturday, it was decided to make no 
additions at this time to the executive 


staff of the company and to continue 
with these officers in addition to Mr 
Rav: V. M. Rav. vice-president in charge 


of the automobile insurance department: 











A. J. Wrege, secretary, in charge of col- 
lections and accounts, and C. N. Green, 
assistant secretary, in charge of agencies 
and underwriting. 


New York Club Elects 


L. W. Snowden of the Pacific Mutual! 
Life was chosen president of the Acci 
dent and Health Underwriters Club oft 
New York City at its annual meeting 
Tuesday. Other officers elected were: 
Harry J. Miller, Metropolitan Casualty, 
vice president; Harry Schroeder, Stand- 
ard Accident, secretary; and Harry J. 
Helms, United States Fidelity & Guar- 
anty, treasurer. 


Seek to Reduce Accidents 


BOSTON, March 16.—The Massachusetts 
safety councils and cooperating organi- 
zations are about to open a special cam- 
paign, to continue for three months, for 
the reduction of automobile accidents in- 
volving elderly pedestrians A special 
poster has been issued for billboard use 
a leaflet entitled, “A Broadcast and What 


Came of It,” is being sent out: a special 
message to the head of the family will 
be delivered in 100,000 homes in the 


and all speakers talk- 
provided with material 


addresses 


metropolitan area 
ing safety will be 
for use in their 


Claimant Says He Was Overpaid 

TOPEKA, KAN., March 15 It happens 
only lifetime that an insurance 
company gets any money back in 
payment of a claim But H. W. Lockard, 


once ina 
ever 


general manager of the Midwest Life 
& Casualty of Topeka, has just received 
$13.75 from a farmer who declared he 
was overpaid Mr. Lockard has settled 
upwards of 20,000 accident claims in his 
career as an insurance man and he de- 
clares this is the first time he ever got 
any money back, 

The farmer fell from a road drag and 
was badly scratched and bruised. When 
the claim was made Mr. Lockard paid 
him for 33 days total and 14 days partial 
disability A few days later the farmer 
came back and turned in $13.75, which 
he figured was not due him because he 
had claimed total disability for some 
days when he was able to be about and 
attend to some farm chores, 


To Take Over Association 


A special meeting of the members of 


the Fort Wayne Mercantile Accident 
has been called for Apr. 27 to act ona 
proposed contract of reinsurance with 
the Great Northern Life The reinsur- 
ance contract was approved at the an- 
nual meeting Feb. 26 and its adoption 
is recommended by the directors of the 
association, 

The Fort Wayne Mercantile has been 
in operation since 1892 and has a very 
high-class business on its books Its 
premium income for 1925 was $83,538 
If the reinsurance plan is approved, the 
present offices at Fort Wayne will be 


maintained. C. B. Hirons, secretary, will 
become Indiana supervisor for the 


trreat 


Northern Life and will have direct 
charge of all the business taken over 
from the Fort Wayne Mercantil 
* 
Reed to Home Office 
The Continental Life of St. Louis an- 
nounces that A. H. Reed, for the past 
two years manager of its accident and 
health office in Los Angeles, is going to 
St. Louis at once to organize and build 
its disability business Mr Reed is a 
proved accident and health salesman and 
agency organizer Before going to Los 
Angeles, he was in charge of an office 
in Chicago for the Abraham Lin¢ 
Life, then the Mutual Life of Illinois 


Brandt Leaves Illinois Mutual 


H. L. Brandt has resigned as agency 
manager of the Illinois Mutual Casualty 
of Peoria, which position he has held 
for the past six years Mr. Brandt has 
had many years of experience in agency 
work, having been with the Cloverleaf 
Life & Casualty Bankers Accident of 
Des Moines and Continental Casualty 
before going to Peoria 

Claim Men Hear Fishbein 

The Chicago Claim Association had the 
largest attendance in its history last week 
to hear the address given by Dr. Morris 
Fishbein, editor of the journal of the 
American Medical Association, on “Fads 
ind Quackery.” Dt Fishbein gave a 
very interesting and entertaining review 
of the rise and decline of various cults 
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They Come Back 
For More 


What is the one real, con- 
clusive proof that a public 
servant is performing its 


- 
N 
+ 
- 
> 


task well 
Repeat business, of course. 


The UNION CENTRAL LIFE 
takes pride in the knowl- 
edge that last year its old 
policyholders took 
¢78,000,000 of new insur- 
ance, or 42 per cent of the 
entire business of the Com- 
pany. 

That is the result of sixty 
years of devotion to the in- 


terests of its Agents and 


Policyholders. 


The Union Central Life 


Insurance Company 
CINCINNATI 


JOHN D. SAGE 


President 


Founded 1867 
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and “isms” in this country, their peculiar 
methods used in treating disease and the 
conditions which have enabled them to 
obtain a certain degree of popularity. 


Peerless L. & A. Increases Capital 


The Peerless Life & Accident of 
Topeka, Kan., has been authorized by 
the insurance department to increase its 
capital from $10,000 to $30,000, and is 
now placing this amount on the market. 

It is the intention of the company to 
increase its capital ‘up to $100,000 so 
that it may write life insurance in addi- 
tion to its accident and health business. 


Effect of a Mistake 


Where a unilateral mistake by one 
party to a contract is known to the other, 
who takes advantage of same, it is 
equivalent to mutual mistake insofar as 
relief is concerned. Rule applied to re- 
lease of claim under policy.—Nadeau vs. 
Maryland Casualty, Sup. Ct. Minn. 


Weaverling with B. M. A. 


LINCOLN, NEB., March 15.—Ralph E. 
Weaverling, formerly in charge of the 
accident and health department of the 
Lincoln Life and later with the Mid- 
west Life, after it purchased that cor- 
poration, has gone to Kansas City to 
take a position in the claim department 
of the Business Men's Assurance of that 
city. His family will remain in Lincoln 
until the end of the school year. Mr. 
Weaverling was prominently identified 
with civic work in Lincoln. 


Dunnington Organizing Illinois 

Cc. M. Dunnington, formerly secretary 
and general manager of the Garfield 
Casualty, Washington, Il, who is now 
connected with the Twentieth Century 
Life, which took over the Garfield, is or- 
ganizing Illinois for the commercial and 
monthly payment, automobile and ordi- 
nary life department. 


Goes With Massachusetts Bonding 


Graham Renfro has been appointed 
Oklahoma state manager for the Massa- 
chusetts Bonding in charge of health 
and accident business. For a number of 
years prior to 1921 he had charge of the 
company's health and accident business 
at Tulsa as agency director. He left 
insurance engaging in business in Okla- 
homa City. He then returned to Tulsa 
and identified himself with a real estate 
firm, 


Accident Notes 


R. C. Barnes has been appointed 
claim adjuster for the state of Iowa 
for the Federal Life of Chicago. He 
will handle al! claims through the Iowa 
state agency offices in Des Moines. 
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FRATERNAL IS LIQUIDATED 





Negro Organization Operated by 
Whites Has Had Its Style 
Cramped by the Law 


RICHMOND, Va., March 16.—Com- 
missioner Button of Virginia in a cir- 
cular letter to policyholders of the 
Modern Workmen of the World So- 
ciety, a Negro fraternal operating in 
many southern states, notifies them that 
“indications are that the time is near 
at hand when this whole matter is 
going to be wound up and the fund on 
hand distributed to the policyholders 
to whom it really belongs.” 

The concern began operations some 
years ago with Alexandria, Va. head- 
quarters under the name of the Modern 
Workmen Insurance Company. Com- 
missioner Button questioned its mode 
of operations with the result that it 
moved over to Washington, D. C. 
Subsequently, its affairs landed in the 
courts there, funds approximating $40,- 
000 being impounded and two of the 
officers, both white men, being heavily 
fined. Later it moved back to Alexan- 
dria, resuming operations under the 
name of the Modern Workmen Society 
of the World with a Delaware charter. 
Last year, the Virginia legislature put 
a crimp into its operations by passing 





a law barring Negro fraternals with 
white officers doing business in the state. 
Later Federal Judge Groner entered an 
order at Richmond directing all books 
and records of the concern to be turned 
over to the supreme court of the Dis- 
trict of Columbia to enable that tri- 
bunal to wind up its affairs and to dis- 
tribute funds on hand to the policy- 
holders. 


ADOPT TWO FRATERNAL BILLS 


Arkansas Liberalizes Regulations Ap- 
plying to This Class of 
Organization 


LITTLE ROCK, ARK., March 16.— 
During the last hours of the house ses- 
sion two senate bills were passed by 
narrow margins which affect fraternal 
benefit societies. They have the ap- 
proval of the leading fraternalists, hav- 
ing been endorsed by the Arkansas Fra- 
ternal Congress. The purport of the 
measures is to legalize that which is al- 
ready being done by many of the so- 
cieties, the issuance of various kinds 
of policies and that the elimination of 
actual initiation of members. The bills 
were opposed by certain members on 
the grounds that they would practically 
destroy the fraternal system and would 
convert the societies into legal reserve 
companies. 

One of the acts provides for the is- 
suance of benefit certificates upon the 
group plan by fraternal benefit societies 
and provides for the reorganization of 
fraternal benefit societies into mutual life 
insurance companies. 

Another bill defines cooperative non- 
profit life benefit associations with a 
representative form of government, pro- 
vides the terms on which such associa- 
tions may do business in the state, pro- 
vides for the reincorporation of such 
formed associations for the taxation, 
suits and service and legalization and 
control of such associations and the 
conditions under which they may be- 
come legal reserve life insurance com- 
panies, 


Seeks Decision in Nebraska 


The Modern Woodmen of America has 
again appealed to the supreme court in 
an effort to get approval from that 
tribunal of its by-law providing a 
method for paying benefits on policies 
issued on the lives of members who 
have disappeared. This by-law provides 
that assessments must be kept up on 
the policy until such time as the insured 
has reached the normal expectancy of 
life, when it will be paid. The supreme 
court's attention is also called to the de- 
cision of the supreme court of Illinois, 
where it is incorporated, in the Steen 
case, where that by-law was upheld. 
The Nebraska supreme court several 
years ago held to previous ruling that 
seven years’ unexplained absence from 
home is to be taken as equivalent to 
death. The beneficiary of the policy is- 
sued to Charles Lamp of Omaha, who 
disappeared eight years ago, is the 
plaintiff in the action. 


Negro Fraternal Taken Over 


The Hope Aid & Relief Association of 
Cleveland, a fraternal conducted for 
Negroes, has been taken over by the 
Ohio department on order of the court 
of appeal& and a special deputy placed 
in charge for the purpose of liquidation. 
It is reported that a new organization to 
be called the Crusaders Mutual will be 
incorporated to take over the concern. 





Nebraska Bill Held Up 


Just as the bill which it is alleged 
would permit fraternals to slide by de- 
grees from the status of a fraternal or- 
der to a legal reserve life company was 
about to be voted on in the Nebraska 
house a motion was made by Repre- 
sentative Cone, leader of the opposition 
to it, that it be recommitted to the com- 
mittee of the whole for specific amend- 
ments, which would entirely destroy its 
purpose. One of these amendments pro- 
vides that before the first step could be 
taken, that from a fraternal to a co- 
operative, non-profit life association, the 
consent of every member must be ob- 
tained. The second amendment elimi- 
nates from the bill section 20 which pro- 
vides for the transformation of the co- 





operative association into a full-fledged 
legal reserve life company. The bill will 
probably be disposed of this week. 


Wisconsin Approves Merger 


The United Order of Americans and 
the Order of Yeomen have been given 
permission by the Wisconsin insurance 
department to merge. A hearing was 
held on the proposed merger several 
days ago by Commissioner Freedy and 
he has now announced a favorable deci- 
sion on the plan. 

The United Order of Americans was 
originally known as the United Order 
of Foresters. The merger now awaits 
the Iowa department's approval. 
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John Hancock Mutual 


Effective May 1 the John Hancock will 
put the following new rates into effect 
on its waiver of premium and 1 percent 
monthly income disability clause before 
age 65: 


20 20 Mod. 5 5 

Ord. Pay Year Life Year Year 

Age Life Life End. $5,000 Term Term 
SES GEGe Bete Saces Bases Secs 
Becesus 2.59 3.65 1.91 12.95 1.60 1.67 
Bescces 2.87 3.82 2.10 14.35 1.73 1.80 
Bea cscs 3.22 4.00 2.36 16.10 1.85 1.93 
BBs cves 3.68 4.22 2.78 18.40 2.00 2.15 
fee 4.33 4.51 3.53 21.65 2.28 2.50 
ae 5.25 4.95 5.09 26.25 2.70 3.07 
EET 6.65 6.49 6.67 33.25 3.42 4.21 
ee 8.98 8.91 9.08 44.90 4.99 7.03 
The company has also revised its 
double indemnity rates for 10, 15 and 20 


payment life. The continuous premium 
policies (life and endowment) remain at 
$1.25 per $1,000. The company’s clause 
is operative to age 65. 


10-Pay 15-Pay 20-Pay 
Age Life Life Life 
Dt tutawed dn eae $3.13 $2.30 $1.89 
De senedineeawe we 3.02 2.22 1.83 
a seneeieas eden 2.88 2.12 1.75 
DP sckeseeeedeuns 2.71 2.00 1.65 
i. cahtecsenenwes 2.51 1.85 1.54 
Be kik winters anaes 2.27 1.68 1.40 
TP 640. 60<eeeneius 1.09 1.45 1.25 
OF véicernevwewere 1.65 1.25 1.25 
De cenneaentannt ts 1.25 1.25 1.25 


American Provident Life 


Announcement has been sent to the 
representatives of the American Provi- 
dent Life, of Houston, Tex., concerning 
new child's policies which that company 
now offers. There are two new policies, 
20-payment life and 20-year endowment 
running from ages 30 days up to 13 
years; the death benefit increases from 
$200 per $1,000 at or under age of 1, till 
it reaches full coverage at age 5 and 
thereafter for a small extra premium 
under which waiver of premium clause 
can be added at the death or disability 
of the father (not the mother), all pre- 
miums cease and the policy is paid up. 
This policy is also written non-medically. 





Guardian Life 
The Guardian Life has increased its 
dividends on paid-up policies and paid- 
up additions. Otherwise the schedule is 
the same as for 1926. Illustrations of 
the change are as follows: 
Attained 


Age Old div. Ne w div. 
DP «teeséencnces 7.19 7.89 
BP eacecceseecsees 7.93 8.75 
DD -cntveceseeaeens 8.92 9.91 
De -estevesanacsenede 10.15 11.35 
oP cceenvecde kewen 11.51 12.94 
a akhedeeencegenres 12.77 14.40 
BS. vessescoesuenss 13.79 15.60 
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NEWS OF THE PRUDENTIAL 
Several Advancements Are Announced 
by the Company in Different 
Sections of the Country 





A new district has been opened by the 
Prudential at Steubenville, O., compris- 
ing in addition to Steubenville, the East 
Liverpool, O., territory. Anthony C. 
Strauss, formerly assistant superintend- 





ent at East Liverpool, O., was appointed 
superintendent. He entered the service 
of the company on July 14, 1913. 

L. J. Marchinski has been promoted to 
assistant superintendent of the Chicago 
No. 4 district. He started his career in 
his present district Nov. 11, 1922. 

E. V. Cote of Tupper Lake, and E. P. 
Zydowicz of Buffalo No. 5 have been pro- 
moted to be assistant superintendents. 

Patrick H. Fahey has assumed charge 
of the Duluth, Minn., district, as superin- 
tendent. Mr. Fahey has been with the 
company since Jan. 24, 1914, when he 
enrolled as an agent in the St. Paul, 
Minn., district. On July 5, 1920, he was 
made an assistant superintendent in the 
same district. At the time of his pro- 
motion to his present position as super- 
intendent he was an assistant superin- 
tendent in the Minneapolis No. 1 district. 

Agent Albert A. Coursolle of Minne- 
apolis No. 1 has been advanced to assist- 
ant superintendent. 

Agent George E. Dawson of Des 
Moines, Ia., has been made an assistant 
superintendent in the same district. 

Agent Michael Stang] of the Minneapo- 
lis No. 2 district has been appointed an 
inspector. 

Due to the rapid growth of the busi- 
ness in the territory controlled by Divi- 
sion R it has been necessary to create 
additional assistancies at Muskegan and 
Pontiac, Mich., and Logansport, Ind. 
Agents Russell E. Pickett, William L. 
Adams and Roy G. Fox were advanced to 
assistant superintendents, assuming 
charge of the new territories in the 
order in which they are given. 

Theodore F. Johnson is advanced to 
assistant superintendent in the Fort 
Wayfte, Ind., district. 

The Bloomington, IIl., district, has the 
honor of leading its division in indus- 
trial increase at the close of the recent 
“inaugural” effort held to celebrate the 
opening of Division “S” 

Announcement is made of the promo- 
tion of Robert W. Moore of Los Angeles 
2 to the assistancy ranks in the Los 
Angeles 5 district. 


NEW OFFICES BEEN OPENED 


John Hancock Mutual Life Announces 
the Establishment of Some Addi- 
tional Industrial Life Agencies 


The John Hancock Mutual Life has 
cpened a new industrial agency at Mount 
Vernon, N. Y. It will include the Port 
Chester and White Plains detached 
offices, formerly of the Stamford agency 
and the Mount Vernon office, formerly of 
the Yonkers agency. Superintendent 
John F. Shiel of the New Britain, Conn., 
agency has been appointed superintend- 
ent at Mount Vernon. 

Assistant Superintendent Charles E. 
Fox of Minneapolis has been appointed 
superintendent at Canton, 0. Assistant 
Superintendent James Burke of Chicago 
No. 1 is made superintendent of Chicago 
No. 7. 

Offices have now been located for the 
four weekly premium agencies in Los 
Angeles, San Francisco and Oakland, 
Cal. The addresses will be as follows: 
California. The addresses will be as 
follows: 

Los Angeles No. 1, Chas. E. Bauel, su- 
perintendent, rooms 405-406 Board of 
Trade building, 111 West Seventh street, 
Los Angeles. 

Los Angeles No. 2, Samuel L. Freeman, 
superintendent, rooms 454-455-457 Cham- 
ber of Commerce building, 1151 South 
Broadway, Los Angeles. 

San Francisco, Anthony J. Cawley, su- 
perintendent, suite 1000, Monadnock 
building, 681 Market street, San Fran- 
cisco. 

Oakland, George W. Brown, superin- 
tendent, rooms 710711-712-713 Alameda 
Title Insurance building, 1404 Franklin 
street, Oakland, Calif. 


Metropolitan Kentucky Promotion 

I. Walter Bush, agent at Paris, Ky., 
for the Metropolitan Life, has been ap- 
pointed assistant to District Manager 
W. J. Kenton at Corbin, Ky. Mr. Bush 
has been very successful, having been 
in the employ of the company only 15 
months, 


Dr. Young Made a Director 


Dr. C. F. Young, medical director of 
the Central Life at Ft. Scott, Kans., has 
been elected a_ director. succeeding 
George W. Marble, who desired to re- 
tire from that position owing to his 
large business interests. Mr. Marble 
however will continue on the loan com- 
mittee. 
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NEWS OF LOCAL ASSOCIATIONS 








PLAN NEW ENGLAND MEETING 


Sales Congress at Boston on March 25 
Will be Auspicious 
Event 


BOSTON, March 16—The annua! 
New England sales congress under the 
auspices of the Boston Association will 
be held at Ford Hall, Boston, on Friday 
morning and afternoon, March 25. Pres- 
ident Stanford Wright of the Associa- 
tion will preside. The morning session 
will open at 9:45 and the proceedings 
will continue until four o'clock, with 
a short intermission at noon for lunch- 
eon at the Boston City club, close by 
the convention hall. 

The associations participating in the 


sales congress include the life under- 
writers organizations in Maine: New 


Hampshire; Vermont; Fall River, Mass.; 
New Bedford, Mass.; Springfield, Mass.; 
Worcester, Mass.; Lowell, Mass.; Provi- 
dence; R. I.: Manchester, N. H.; Con- 
cord, N. H., and Nashua, N. H. 

The speakers for this year’s congress 
will include the following: J. Elliott 
Hall, general agent of*the Penn Mutual 
Life of New York City. who will speak 
on “The Value of a Definite Plan.” He 
will also conduct a forum which is ex- 
pected to be a feature of the congress. 
Harry Kay, Boston manager of the 


Metropolitan Life, will speak on “The | 


Progress and Development of Industrial 
Insurance.” Lieutenant Governor Frank 
G. Allen of Massachusetts will extend 
the welcome of the commonwealth. Rev 
Frederick Olsen of Portland, Me., will 
deliver an inspirational address on 
“Ships of Gold.” Charles C. Gilman 
and Earl G. Manning will give a prac- 
tical demonstration, “Seller and 
Buyer.” Winthrop Judkins of the State 
Mutual Life. who has made a wonde: 
ful individual record, will speak, as will 
George Adsit. assistant educational di 
rector of the John Hancock Mutual Life 
home office. 


sales 


: 2a ee 
Grand Island, Neb.— The local life 
underwriters have organized a Grand 
Island association, and will make imme- 
diate application to the National associa- 
tion for membership. Nine companies 
were represented at the organization 
meeting and 21 applications repre- 
senting 13 companies filed. C. W. Wag- 
ner is president; A. S. Roeser, vice-pres- 
ident; Talmage Smith, secretary and 
treasurer, and L. E. Treat, E. E,. Burd 
and J. L. Humphrey, directors. 
x * * 


ment was in progress at the Y. M, C. A., 
it did not detract from a large attend- 
ance at the February meeting of the 
Gary Association held there. 

The speaker of the evening was Paul 
G. Dallwig of Chicago, who discussed 
“Methods of Approach and Solicitation.” 
Clinton F. Criswell, managing director 
of the Chicago association, was also 
present and made a few remarks on the 
value of cooperation among life under- 
writers 

The Gary association is less than two 
years old, but under the leadership of 
President C. S. Handley of the New York 
Life, Secretary Walter Pickart of the 
Connecticut Mutual and other good 
workers, it has made fine progress and 
stands well among the other business 
and professional organizations of the 
city. 

* * * 

Detroit.—The next meeting of the De- 
troit association will be in charge of 
Ernest Owen, Michigan manager for the 
Sun Life. Mr. Owen announces that he 
has secured Claris Adams, secretary- 
counsel and general manager of the 
American Life Convention, for the 
speaker. Charles D. Livingston, the new 
Michigan commissioner, will introduce 
Mr. Adams. The program is certain to 
be the best, oratorically, of this year's 
schedule of the life underwriters, 

Last July, the membership in the De- 
troit association had fallen down to 85 
active underwriters. Thanks to the in- 
itiative of President Milton L. Wood- 
ward, and the enthusiastic 


of John A. Reynolds, of the Union Trust 
Company, the membership now has at- 
tained 450, and there is every reason to 
believe that the 500 mark will be passed 
within a week 

Early in the year, Mr. Woodward sug- 
gested to the trust companies of Detroit, 
all of which have been enthusiastic in 
their desire to cooperate with insur- 
ance companies, that there might be fur- 
ther opportunity for increased business 
for trust companies and for life insur- 
ance underwriters, if the underwriters 
could be more fully informed as to the 
programs of the trust corporations 

Acting upon this suggestion, the 
Union Trust Company offered to arrange 
au series of evening sales congresses, and 
to bear all of the expense necessary to 
carrying forward such a program, un- 
der the auspices of the Detroit associa- 
tion. The plan, when presented to the 
life underwriters’ organization, met with 
instant and enthusiastic cooperation and 
approval. The first speaker on the pro- 
gram was Hugh T. Hart, well known 
general agent of the Aetna of New York, 
who spoke last week. The attendance 
at the first meeting which was confined 
exclusively to the members of the un- 
derwriters’ association, totalled 350. 

The next speaker is Leslie McDougall. 
trust officer of the Fidelity Union Trust 
Company of Newark, N. J. Following 
Mr. McDougall comes Edward A. Woods 
general agent of the Equitable Life in 
Pittsburgh. Then comes Judge Gilbert 
L. Stephenson, vice-president of the 
Wachovia Trust Company of Winston- 


| Salem, N. C. 


x * * 


New Haven, Conn.—The New Haven 
association, which was organized a 
short time ago, has elected the follow- 
ing officers: President, L. Carey Slay- 
ton; vice-president, Lewis S. Welch: sec- 
retary, Herbert L. Machol; treasurer, 
R. L. Sturtevant; directors, H. H. Tib- 
ken, J. T. Marinan, F. S. Keech, O, S 
Spencer and J. R. Brown. 

The next meeting of the association 
will be held March 21, when William A 
Searle, formerly assistant to the presi- 
dent of the National association, will be 
the speaker. 

* * 

Rockford, ll.—The Rockford associa- 
tion closed its membership contest with 
a banquet last week and 22 new mem- 
bers were introduced at that meeting. En- 
couraged by this, the association is 
planning to continue its membership 
drive and compete for the prize of the 
National association for membership in- 
creases, At this meeting a resolution 
was adopted, to be sent to the life com- 
panies, the insurance commissioners and 
the insurance expressing disap- 
proval of the action on the part of life 
company officials and buyers of life in- 
surance which took away the agent's 
commissions and attempted to minimize 
the value of his services, Announce- 


press, 


| ment was made of the sales congress of 
Gary, Ind.—Although a boxing tourna- | 


cooperation | 


the state association to be held at Rock- 
ford March 19 and also of the next 
meeting of the state association to be 
held April 30. A report was also made 
of work of the legislative committee, 


the Illinois legislature now being in 
session. 

* * ~ 
Iillinois—The Illinois association is 
planning to hold a sales congress at 


Rockford, Ill., March 19, with Dr. S. S 
Huebner, professor of insurance at the 
Wharton School of Finance and Com- 
merce at the University of Pennsyl- 
vania, as the principal speaker Reser- 
vations for 300 life underwriters are 
expected for the banquet and address 
by Dr. Huebner. 
x* * * 

St. Loutis.—The interest of modern 
trust companies in life insurance estates 
was brought out at a meeting of the 
St. Louis association at a luncheon meet- 
ing last week The speakers were For- 
mer Judge Davis Biggs, now trust offi- 
cer for the National Bank of Commerce 


in St. Louis; Edward G. Grubb, Jr., as- 
sistant trust officer of the St Louis 
Union Trust Company, and Joseph W 
White, trust officer for the Mercantile 


Trust Company. 
= a 

Southwest Texas—The first meeting of 
the Southwest Texas association was 
held in San Antonio last week, attended 
by 52 life underwriters. For the past 
four years San Antonio has been with- 
out an underwriters association Fol 
lowing the activity of a committee of 
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THRIFT 


There are many stones in the unfinished 
structure of civilization, but thrift is its 
cornerstone. 

Thrift is only a short name for the sys- 
tematic accumulation of wealth. 

Until mankind first accumulated 
something beyond that necessary to 
sustain life, knowledge and progress 
were impossible. But Thrift, 

through the creation of wealth, 
opened the paths to knowledge 
and thereby led to progress. 
Life Insurance is the great 
exponent of Thrift. It makes 
saving cooperative and adds 
to it the virtue of system. 
This is its paramount 
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15 prominent life 
whom a 


men. of the city with 
number of general agents and 
company managers cooperated, a thor- 
ough personal canvass of the situation 
was made. This meeting approved by- 
laws and a permanent organization, 
Harry D. St. John, agency director of 
Alamo Life, acted as chairman of the 
meeting. Parke Houston of the Inter- 
national Life, president of the Texas 
association, addressed the meeting and 
pointed out the benefits of membership 
to the local and national association. 
Officers were elected as follows: John 
Mitchell, Aetna, president; C. C. Dyer, 
Southland, vice-president; J. P. Manley, 
Reliance, secretary-treasurer; executive 


committee: Parke Houston, Interna- 
tional; O. D. Douglas, Lincoln National; 
Harry D. St. John, Alamo; H, V. Weise, 


Bankers Life; C. C. Reed, Pacific Mutual; 
G. G. Snow, Jefferson Standard. 


es «2 
Fort Wayne, Ind.—The Fort Wayne 
association held a meeting last week 


with about 50 officers of banks and trust 
companies as guests. John A. Reynolds, 
assistant vice-president of the Union 
Trust Company of Detroit delivered an 


address on “The Life Insurance Trust.” 
* ox * 

Peeria, H1.—The Peoria association is 

arranging one of its most pretentious 


programs for its sales conference which 
will be held April 1, at the Hotel Pere 
Marquette with Dr. S. S. Huebner, head 
of the life insurance college of the 
Wharton School of Commerce and Fi- 
nance, University of Pennsylvania, as 


principal speaker Charles Boyd, Cana- 
dian manager of the Travelers, and 
Chester O. Fischer, St. Louis, first vice- 


president of the National Association, 
are other speakers scheduled. 


* * * 
Buffalo, N. ¥.—M. Albert Linton, vice- 
president of the Provident Mutual Life, 
advocated the service of bank ond trust 


companies in managing and conserving 


proceeds of life insurance policies in 
an address before the Buffalo associa- 
tion at its March meeting Mr. Linton 
proved the sincerity of his statement 
when he announced that he had trusted 
his own insurance with a trust com- 
pany. He drew a number of compari- 
sons between the methods of the insur- 
ance companies and the trust companies 


in handling the proceeds of policies in 
the interest of designated beneficiaries 
and discussed the various options offered 


by most insurance companies in connec- 


tion with their policies 
x * 
Oklahoma—Judge J. S. Ross was key 
speaker at the March meeting of the 
Oklahoma association at Oklahoma City. 


He briefly outlined the history of insur- 
from the first methods of marine 
protection, through the fire lines to the 
permanent installation of life under- 
writing He paid a tribute to life in- 
surance as an industry, as being the 
greatest means of promoting longevity 
ever known in the history of the world. 

An interesting number on the _ pro- 
cram was a debate between R. W 
Dozier and H. E. Jacobs on the question 


ance, 


tesolved that ordinary life Is a better 
contract than limited payment 
* * 
Lansing, Mich.—Prof. Charles Dunford 


the Lan- 
meeting, 
economic 
about the 
enjoyed in 


College told 
the March 

important 
brought 

recently 


of Michigan State 
sing Association, at 
of the 
changes 
unusual 


Various 
which have 
prosperity 


the United States, Development of new 
transportation methods has probably 
been the greatest single factor in Pro- 


Dunford's 


PRESIDENT NOLLEN ON 
SUIT AGAINST BANKERS 


(CONTINUTED FROM PAGE 1) 
sessment rates It is claimed in the 
petition that if the order be enforced it 
will cause a large lapse from a group of 
old members who now cannot obtain 
imsurance elsewhere. The contention is 
also made that the advanced assessment 
is not justified if a proper accounting of 
funds available were made. The peti- 
tioners ask that the court order the res 
toration of a sum in excess of $8,000,000 
which they allege “diverted from 
the reserve fund.” 

There is more than $150,000,000 of old 
assessment insurance still on the books 


fessor opinion 


Was 


issued prior to 1911 when the company 
went on a legal reserve basis. 

The plaintiffs contend that if the re 
serve fund, originally in 
properly 


excess Of $18,- 


000,000, had been handled, 





there would be no occasion for the pro- 
posed rate increase at this time. 


List of Allegations 


The list of allegations with regard to 
the alleged improper disposal of the re- 
serve fund sets forth that: 

1. The company wrongfully took over 
$350,000 belonging to the contingent 
fund to finance the transfer of assess- 
ment certificates to legal reserve policies 
following the change of policy in 1911, 
at which time about one-half of the 
certificates were converted. The peti- 
tioners contend this money should have 
gone into the reserve fund. 

2. The company wrongfully used the 
deposit made by each certificate holder 
by giving such person credit for same 
on premiums paid on policies converted 
to the level premium plan. It is alleged 
$2,000,000 was diverted in this manner. 


Expense in Handling Investments 


3. The company diverted $1,000,000 
more from funds belonging to the re- 
serve fund by charging expenses of han- 
dling investments from the guarantee 
and reserve funds to the guarantee fund 
instead of paying these expenses from 
collections for expenses. 

4. The company has deprived certifi- 
cate holders .of a sum in excess of $3,- 
500,000 by diverting from the reserve 
fund the savings in mortality losses. 

5. The certificate holders have been 
charged with an undue amount of ex- 
penses, and as a result have been de- 
prived of more than $1,000,000 which 
properly should have been turned into 
the reserve fund as unused moneys from 
the contingent fund. 


“CANNED” SALES TALK 
DOES NOT FIND FAVOR 


(CONTINUED FROM PAGE 1) 
fault with memorized talks, which lack 
all that flexibility needed to make them 
fit various circumstances and situations. 
Salesmanship, he said, is a form of self- 
expression, and every good sales talk is 
good because it fulfils four conditions. 
First, it is adapted to the agent—his 
own ideas must be thought through to 
the end and the ideas he gets from others 
must be so thoroughly assimilated that 
they are actually his own property. Sec- 
ond, it is adapted to the prospect in 
that it is expressed in words, ideas and 
images intelligible and congenial to him 
Third. a good sales talk is adapted to the 
thought and message to be conveved 
And last of all, it is adapted to the par 
ticular occasion on which it is made. 
In advocating clear, concise and care 
fully prepared sales talks, Mr. Bragg de 
clared that effectiveness in salesmanship 
is not obtained by “twilight effects.” 

Varied Approach Needed 


The need of definite ideas and plans 
of action was stressed also by J. Elhott 
Hall of the Penn Mutual and Leon Gil- 
bert Simon, who said there was 
sarily a vast difference between the ap 
proaches and sales talks made to dif 
ferent types of prospects. To the banker 
the agent talked interest, maturities and 


neces 


such things To the average business 
man with an income less than $10,000, 
the agent talks monthly income insur 


ance or educational endowments. 

In describing the successful approach 
and sales talk he has used in selling re 
tirement income insurance, Carl Hoover 
of the Fidelity Mutual said that the great 
problem was to find the right man. The 
rich man with a large income from 
investments was not a good prospect, 
and the poor man could not afford to 
buy rhe best prospects were those in 
the $7,000-$15,000 income class, who still 
had some fear of dependency or the park 
benches in their old age. “I have not 
come to ask vou to spend more money,” 
Mr. Hoover tells his prospect, “but to 
help vou save systematically for your 
old age. If you die before your retire 
ment income policy matures, your family 
wins by being protected. If you live past 
its maturity. you win.” 

Leon Gilbert Simon, lecturer on in- 
heritance taxation at the life insurance 
training course of New York University, 


THE NATIONAL 





UNDERWRITER 


said that in selling inheritance tax in- 
surance the approach has to be an in- 
dividual one upon the basis that the 
agent can underwrite the hazard of es- 
tate depreciation by means of a new life 
insurance service which is sold only to 
those who have attained unusual suc- 
cess in life. 

How to get prepayment in closing a 
case, was another question that aroused 
great interest at the sales congress. Vin- 
cent B. Coffin, director of the New York 
University life insurance training course, 
suggested that one of the best ways 
would be to ask for it, as so few agents 
do. Several agents reported their suc- 
cess in getting prepayments by merely 
remarking to the prospect, “it is cus- 
tomary to pay with the application.” 
Others declared that they always sign a 
receipt and hand it to the prospect, who 
then feels called upon to bring out his 


check book. Another suggested argu- 
ment was this, “Life insurance com- 
panies are really banking institutions. 
You wouldn't expect to open an ac- 


count in a bank without making a de- 
posit, would you?” Still another, and 
one of the best, was this—“If you pay 
now, Mr. Prospect, you will be pro- 
tected from today. It you wait until a 
week or more from now until the policy 
is delivered, you will have to pay as 
from today but in the meantime you will 
not be protected.” 


HEALTH AND ACCIDENT 
CONFERENCE MEETING 


(CONTINUED FROM PAGE 3) 

and health insurance, particularly along 
the line of emphasizing more greatly the 
human element involved and thus bring- 
ing home more forcibly to the average 
man the benefits which it confers. He 
contended that a unified plan of adver- 
tising along these lines would result in 
a tremendous increase in production. 

The other formal address at that ses- 
sion was also on advertising, by A. L. 
Gale of the Fred M. Randall Co. Adver- 
tising Agency, Chicago. 
of Salesmen 


At the round table session Wednes- 
day morning the topic “Instruction of 
Salesmen” was introduced by Miss 
Chloe Peterson, publicity director of the 
Business Men's Assurance. Miss Peter- 
son told of the various methods used by 
that company, including its home office 
schools, sales courses sent out to agents, 
regional meetings and general company 
conventions. She said that as a result 
of its experience along that line, the 
company believes that it was well repaid 
fer the efforts expended. 


Instruction 


Agency Contests and Special Prizes 


Another round table discussion at the 
same session was that on “Agency Con- 
tests and Special Prizes,” which was in- 
troduced by B. H. Manning of the Con- 
tinental Life of St. Louis. Among those 
who took part in the discussion were 
*. M. Feffer of the Abraham Lincoln 
Life and John A. Keelan of the Time, 
both of whom maintained that prize 
contests, if properly conducted, were 
productive of good results and outlined 
the conditions necessary to their success. 
Mr. Feffer reviewed in some detail the 
contest plans which have been used with 
success by his company. 

Two round table discussions were also 
scheduled for Wednesday afternoon, one 


on “Cancellation of Policies” and the 
other on “Can the Nine Classifications 
in the Manual Be Reduced to Five or 
Six?” Especial interest attached to the 


latter discussed in view of the emphatic 
opposition to such a change expressed 


by Mr. Ahern in his address. 
Seek Uniformity 
One of the most important matters 
to come before the Conference at this 


session was the effort to secure uniform 
phraseology in certain provisions of the 
accident and health contract. The mat- 
ter was brought up at this time by the 
report of a special committee composed 
of C. O. Pauley of the Great Northern 
Life, M. P. Cornelius of the Continental 
Casualty and H. S. Bean of the Eastern 








March 18, 1927 


Casualty. The appointment of this 
committee was authorized at the Glou- 
cester meeting last fall. The commit- 
tee report dealt only with the insuring 
clause, principal sum provision, total 
and partial accident disability provision, 
confinement and nonconfinement sick- 
ness provisions and exclusion or not cov- 
ered provision. Suggested phraseology 
for all these provisions, was included in 
the report, but this phraseology was 
only lightly recommended by the com- 
mittee and was submitted merely as a 
basis for discussion. The report sug 
gested that the committee be continued 
until the next meeting of the conference, 
with instructions to present at that time 
a final draft of these provisions for adop- 
tion or rejection by the conference. The 
conference voted to continue the coni- 
mittee as recommended. 


Defines “Accidental Injury” 


In the insuring clause, the “accidental 
injury” wording is used, with a supple- 
mentary statement that “accidental in- 
jury as used in this policy means bodily 
injury suffered while this policy is in 
force and which is effected solely and in- 
dependently of all other causes through 
accidental means.” It also provides that 
“sickness” as used in the policy means 
“sickness contracted and commencing 
while the sickness provisions of the pol- 


icy are in force.’ 
With regard to specific losses, the 
recommended provision provides that 


the word “loss” with reference to hands 
or feet means complete severance at or 
above the wrist or ankle so that no 
part of the hand or foot remains, and its 
use with reference to arm or leg means 
complete severance at or above the el- 


bow or knee, and its use with reference 
to eye or eyes, the irrecoverable loss 
of the entire sight thereof. 


The total and partial accident disabil 
ity provision include sections covering 
total disability, “if accidental injury shall 
at once after the accident continuously 
and wholly disable the insured from 
performing each and every duty per- 
taining to his occupation;” intermediate 
disability and partial disability, with the 


suggestion, however, that if it is not 
desired to pay for intermediate disa- 
bility that section may be omitted. 


Some Membership Changes 


Application for membership in the con 
ference from the Bankers Health & Acci- 
dent of llouston, Tex., the Liberty Life of 
Topeka and Indiana Travelers Assurance: 
of Indianapolis were approved at the 
meeting of the executive committec 
Monday night. The resignation of the 
United Insurance Company of Lincoln 
Was accepted and it was announced that 
the Midland Casualty of Milwaukee, 
Midland Mutual of Fort Scott, Kans.. 
Fort Wayne Mercantile and Kansas 
Central Indemnity had dropped out be 
cause of the reinsurance of their busi 
ness. The resignation of the General 
\ccident had been accepted at a previ 
ous meeting of the executive committec 


New Orleans Asks Convention 


invitation to hold 
meeting ot the conference in New Or 
leans was presented by Ted M. Sim- 
mons of the Pan American Life, speak 
ing on behalf of that company and the 
Union Indemnity. It was suggested 
that if the meeting should be held about 
the middle of October, weather condi 
tions in New Orleans at that time would 
be ideal and it would 
Officials of conference companies who 
also desired to attend the meeting of 
the American Life Convention in Dallas 
to get direct to that meeting from New 
Orleans. In case the conference should 
decide against holding the mid-summer 
meeting at New Orleans, that city wants 
to be considered for the mid-winter 
meeting next year. 

\ report from the manual committe 
recommending strongly against any 
action at this time on the matter of re 
grouping and reducing the number of 
accident classification was adopted 

At the banquet Tuesday night the 
speakers were James Victor’ Barry, 
fourth vice-president of the Metropoli 


A strong the next 


be possible tor 
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tan Life; substituting for Claris Adams, 
secretary of the American Life Conven- 
on, who was unable to be present, and 
rmer Congressman J. Adam Bede ot 
Minnesota. 


PICTURES INSURANCE 
AGENT OF TOMORROW 


(CONTINUBD FROM PAGE 3) 
is going to exist and prosper in the in- 
tense competition of intelligent selling 
methods that we have ahead of us. 


Will Be Business Man 


“In the first place, I think the life in 
surance salesman of tomorrow is going 
to be a lot more of a business man than 
he has been. Many of us have sort of 
prided ourselves on the fact that we 
could disregard every known rule and 
principle of business and still succeed. 
We have said life insurance is different; 
life insurance selling is different; life in- 
surance selling isn’t any different essen 
tially than any other merchandising 
proposition. You, as an individual, are 
a business just as much as the U. S. 
Steel Corporation, and if you are going 
to prosper, in my judgment, you are 
going to have to adopt the same sound 
principles of business that govern every 
other business. 

“What are they? I am not going to 
tell you anything very new or startling. 
It may be fairly obvious as we go along, 
and yet it is the obvious things that we 
lose sight of. First, the life insurance 
salesman of today and tomorrow must 
have a definite objective. That sounds 
simple, and yet, how many men slide 
along and dig alone and don’t get any- 
where for the lack of a definite objective. 
Chey don’t know where they are going. 
Let’s suppose I am a quarter of a mil- 
lion dollar producer. I want to be a 
million producer some day. What is my 
program? What is my objective? Well, 
I must say vaguely, ‘I’d like to be a 
million dollar producer.’ I am not going 
to be a million dollar producer unless | 
have a far more definite objective than 
that. Let me suggest just one simple 
method for the quarter of a million dol 
lar producer to become a million dollar 
producer. 

Objective Is Vital 


“First, his objective: a 15 percent in- 
crease in business year by year carried 
over a period of ten years every year, 
15 percent more than the preceding year, 
would make a quarter of a million dollar 
producer a million dollar producer in ten 
vears. Twenty thousand dollars a month 
this year, $23,000 a month next year. 
That doesn’t sound hard, and yet, that 
simple ratio of progress will mi ike a mil- 
lion dollar producer of you in ten years 

“What does that mean in terms of 
income? Take two men who start in 
the life insurance business who make 
$5,000 their first year, and one man con- 
tinues along, gets into a rut as most 
men do, I think, and continues along the 
same line of production, doesn’t better 
his methods, and continues to produce 
enough business to produce, we will say, 


| crease his efficiency so far 


LIFE 


atever the amount of business 
is. On an average termination rate at 
the end of ten years he will have, just 
by his renewals, an income of $8,000 to 
£9,000. 


$5,000, wh 


“Take another man who adopts this 
simple program of a 15 percent increase 
per year. At the end of ten years n 
stead of an income from $8,000 to $9,000 
that man will have an from 
$25,000 to $30,000 a year. That is dis 
tinctly worth while. 


income ol 


Program of Progress 


“It is the steady program of progress 
the proceeding with sureness and pre 
cision toward a destined goal that is 
going to win provided it is hooked up 
with the second thing, a definite p1 
gram of work and developme 

“I have my long time objective | 
say | want to get to be a million-dolla: 
producer. That means a certain amount 
of business this year You know that 
you will sell one out of so many ’ 
that you interview. You know, there 
fore, what your 
lf you don’t you should. 
means sO many interviews this year to 
get the volume of business that you are 
setting up for yourself, so many this 
month, so many this week, so many to 
day. And from a long time objective 
therefore the program must be brought 
down to a daily basis and then adhered 
to rigidly. And, yet, how many men 
make any attempt to hook up their long 
time objective, if they have one, wit! 
their day-by-day program of work? 

“Carried to a certain point in his de 
velopment, the life insurance man—the 
average life insurance man 
as number of 
sales is concerned very much lhere 
are so many hours in the day, and h 
gets a certain proficiency in selling. H« 
sees just so many people; that is about 
all he can see. He sells somany. From 
then on his progress is by the selling of 
larger average sized policies. 





average-sized policy is 


doesn’t in 


Sell Bigger Policies 


“T have seen many men go from smal 
producers, $150,000, $200,000, to a mil 
lion dollars. I have checked their re« 
ords, a number of them. They are 
selling any more policies than they were 
when they were selling 
volume of business hey are selling 
bigger policie s, and that means that they 
have steadily carried forward. Whe 
they were entirely conscious of it or not, 
a program of development which cor 
stantly brougHt them in contact wi 
people in their high 
And yet, it is surprising to me how many 


a tar smaller 





r income groups 


men who have the capacity to be big 
producers will go along churning aroun 
in the same group of people year after 
vear and wonder why other men are 
forging ahead of them while they are 
not getting ahead. It is because the 
lack of any deliberate plan to elevate 
themselves steadily into the income 


group just one step ahead of the income 


group they are selling at the present 
time. 

“I would suggest for the life insurance i 
salesman of tomorrow and today, wl 
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AGENTS 
Our Service! 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 











TWO SUPERVISORS 
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BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 


WILLIAM M. HOUZE 


Room 1946-2948, The Straus Bidg. 

S. W. cor. Michigan Ave. and Jackson Bivd 
Telephones Harrison 1434-0402 
Chicago, Illinois 
General Agent of 
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You Who Seek Opportunity 


Opportunity exists always for those who seck success and satisfaction in 
life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 7@ 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 








3% NASSAU STREET NEW YORK, N. Y. 
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The standard of living is higher now than a few y 


rs ago. 


Higher living standards bring greater responsibilities and require 


proportionate protection. 


It is our business to see that every father carries life insurance in proportion 
to his responsibilities and his family’s 


standard of living. 


The Western and Southern Life Insurance Company 
PRESIDENT 


HOME OFFICE: CINCINNATI, OHIO 
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Virginia 





North Carolina 


ANOTHER YEAR 
of PROGRESS 


has been recorded in the his- 
tory of this growing Company 


Our Agency Organization is beginning the New Year with 
the best January in the Company’s history. 
cate that 1927 will be our greatest year. 


All signs indi- 


To be in an atmosphere of progress means to progress. 


There are attractive agency openings in our General Agencies 
toeated in the following States: 


Michigan Minnesota Kentucky 
Georgia Florida Alabama 
Texas Mississippi Tennessee 
District of Columbia Maryland South Carolina 


W est Virginia 


Interested Parties Should Address 
AGENCY DEPARTMENT 


ATLANTIC LIFE INSURANCE CoO. 
RICHMOND, VIRGINIA 


“Honestly It’s The Best Policy” 
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HERE are thousands of 
advertisements that start 
off like this one. But there 
are few which have to offer 
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4 = the: honest and progressive 
m agent what the National 
K Savings Life offers. 


The company operates in Kan- 
sas, Missouri, Arkansas, ILli- 
nois and Texas and issues 
policies designed to cover 
every specific need of the in- 
sured. 





LITTLE ROCK, ARK. 
ST. LOUIS, MO. 
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INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices 


Agents Wanted 


Our Direct by Mail Assistance 
enables our agents to shoot 
straight at the mark. It breaks 
down the lines of defense and 
enables him to start at 90 in- 
stead of zero; he has only 10 
s to take, instead of 100 or 
110; all of these steps are sales 
steps; none are missionary; 
none are explanatory. 
Write for full particulars. 


Your correspondence will be 
held strictly confidential. 








ST, JOSEPH, MO. 
DALLAS, TEXAS 
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NATION: AL _UNDERW RITER 


wants to make a real success, an out- 
standing success, that he sit down very 
deliberately and find out how long he 
has been working among the same type 
of people, and find out what his avenues 
of approach in a broad, general way are 
to the people whose incomes are $1,000, 
$2,000 and $3,000 above the people he 
is now selling; that he work out a de- 
liberate plan, a campaign, a merchandis- 


ing campaign, merchandising himself, 
selling himself to the next group of 
people. 

“Who are they? How can he get in 


touch with them? It means doing what 
every sound business concern does, in- 
vestigating earnings in futures. It means 
many times the taking of income this 
year and spending it in such ways as 
with those 


will bring you in contact 

people who can buy larger policies. And 
it is the difference between mediocre 
success and outstanding success, this 


kind of intellectual planning. 
Adaptation Essential 


“Now, it isn’t enough just to get in 
touch with those people. You might get 
there and find out that you couldn't do 
anything with them; you didn’t under- 
stand their problems, you didn’t talk 
their language. And along with that 
program of getting in touch with them 
must go a program of seli-development 
which will enable you not only to meet 
these people, but to understand their 
psychology, to comprehend their prob- 
lems, to talk to them in the language of 
their own kingdom. 

“I have in mind a man who had made 
quite a success in a relatively small city 
selling professional men, but who 
reached about the limit of what he could 
do. Doctors and lawyers in the main 
bought fair-sized policies, but he was 
missing out on the bigger business, and 
he began to set up contacts with busi- 
ness men. His own background was 
that of a professional man. He had had 
no contact with business. He met the 
people—the business men—socially, all 
right, but when he got down to business 
he found he didn’t comprehend their 
problems at all. That man, at the age 
of nearly forty, took a night course in 
the state university in the city where he 
was located in ‘Business Administration,’ 
and developed himself along business 
lines and promptly converted himseli 
from a producer of a few hundred thou- 
sand dollars to between one and two mil- 
lion dollars. 


Simplicity Always Best 


“Men who have been relatively small 
producers and begin to struggle, as most 
of them do, to try to become big pro- 
ducers, sometimes get the notion that 
the way to get to be a big producer, 
the way to appeal to big people, is by 
an elaborate presentation. In our old 
haphazard methods we have swung into 


the scientific selling, and I think per- 
sonally that the pendulum has swung 
too far in many instances. |] don’t be- 


lieve it is necessary or advisable with 
the average business man, the average 
man who can buy life insurance in large 
quantities, that the presentation you 
make to him should be bound in leather, 
should be pages and pages long and tied 
up in pink ribbon and sent to him as if 
it was something very formidable. I 
don’t believe he appreciates it. There 
is a type who does, but in the main I 
believe yet that simplicity of presenta- 
tion, the simplest, plainest statement of 
the proposition that you have to make 
to that man, is the thing that will win in 
most instances. It isn’t wordiness; it 
is neither big words nor many of them 
that convey ideas. 

“IT believe in talking in the most 
homely fashion, even to the biggest man, 
in talking about things that will touch 
his emotions in the most direct sort of 
a fashion. If I may illustrate that from 
a leaf out of my own experience, I have 
always had the feeling that if every offi- 
cial or home office man of a life insur- 
ance company could be yanked out of 
the home office about once a year and 
put out with a rate book and made to 
sell life insurance for about two weeks, 
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the home offices would run better, and 
field men would get more cooperation. 
Bigger Vision Needed 


insurance man of to- 
morrow must also have that bigger 
vision of his business, must realize as 
this group realizes today the value of 
what we are doing collectively. The 
successful man, the really successful 
business man, is a combination of ideal- 
ism and hardheaded business. 1 never 
knew a really big man that didn’t have 
that streak of idealism, that picture of 
what he was doing for the other fellow, 
and I think we have got to have the 
picture each of us of what life insur- 
ance has done nad is doing for the 
American people, of homes saved, of 
business made solid, of children edu- 
cated, old people made comfortable and 
care free, of communities and states and 
a nation brought to a new level of pros- 
perity and happiness.” 


USES OF IMAGINATION 
IN SELLING PICTURED 


(CONTINUED FROM PAGE 12) 
rying as to how her investment is go- 
ing to turn out, but it will be something 
like this: On the first of every month, 
at just about the same hour, her door- 
bell will ring and she will go down and 
open the door and the postman will be 
there and he will hand her an envelope 
that she is expecting and she will look 
at the imprint on it and it will be just 
as she expected, her check from the life 
ins: irance company. 

‘Now all she has got to do—she will 
open that envelope and take out a check, 
her name on it, and deposit it in 


“T think the life 





write 
the bank, and then she can pay those 
bills. All she has to do to get her 


is to answer the doorbell on the 
month.’ 


money 
first of e very 


Visualizes the Appeal 


“Now he can get the picture—he can 
see the postman at the door, his wife 
at the door taking the check, etc., and 
that helps him to get a picture of the 
idea or an understanding of the idea 
that we are trying to convey to him. 

“You might be talking of an old age 
endowment and say to a man, ‘Now, 
Mr. Brown, I am just going to ask you 
to look ahead. You are only 35 years 
old now, but I can imagine looking 
ahead 30 years. 1 think I can picture 
something that will happen to you. One 
day you will sit down and smoke a big 
cigar and think, “Well, from now on I 
am going to take things easy, but first 
I'd better check up and see just what 
I have got” and in a general sort of way, 
you know, vou will go over to your 
safe deposit box and open it and take 
a slip of paper and a pencil and put down 
the things that you have—so many 
bonds, so many preferred stocks, and 
real estate, etc., and you will add them 
all up to see how much income at 5% 
or 6 percent that will produce for you 
to live on the rest of your life. 

‘No matter how big it is you will 
be sure to wish that it was a little bit 
more. And as a matter of fact, it is, 
though you may not have thought of it 
because these policies that you already 
have and this policy that we are talking 
about right now will have an old age 
retirement value,’ and you show him how 
much they are if he will live to 65—it 
will be added to what else he has ac- 
— ated, making his old age so much 

sasier, and if prematurely he should die, 
the benefit will go to his family, etc. 

“The thing is to try to make him see 
the thing you want him to understand.” 


Issues Stock Dividend 


At the annual meeting of the Amer- 
ican National of Galveston, a stock divi- 
dend of 100 percent was declared. The 
capital stock of the company is now 
$1,000,000. The officers reported a gain 
of $81,000,000 insurance in force. The 
report said one new state, Colorado, 
was entered in 1926. The company will 


celebrate its birthday during the present 
month. All officers and directors of the 
company were reelected. 
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nd York law all those trust funds have to] central  truste and the te having 
Information Is Brought Out as to Trust be ote Ms They don't prec inte the mers ved to ns PP cw Ms yn Presa © 


s . ° hands of the trust company Every | arose, for instance, in the event of your 
Companies and Service They Render In trust has to bear its own expenses sep-| death the wife had a serious illness, 
arately and is also segregated from the |] making it necessary for her to go to 

H dli d Ad Lo. : f actual capital stock and surplus of the | some other section of the country, if 
an ing an munistering O tates trust company. Just like another com-| she were tied down to $300 a month 

pany. Some of these companies in New | it would be impossible for her to do it, 

N THE recent sales demonstration | trust as long as you want to Every | York have hundreds of millions which] unless she had some friend to advance 
| in the Hart & Eubank agency of the | time you do it with a life company, you | the officers are handling, but they have | the money She would go to the trust 


Aetna Life at New York conducted | have to go through a long-winded agree- | no right to touch it. nor do thes They | company and state the condition and 



































by Earl G. Manning of Boston, in which | ment form, and if you happen to take | are kept in a separate part of they would say, “We believe vou ought 
Gerald Eubank of the firm acted as| insurance in two or three other com Mr. E Well. if the com to take $1,000 of this principal, figuring 
prospect, Mr. Manning in the first place | panies, you have to look to four or five | to fail, would these same offic you are losing $50 income in doing it. 
elicited from him through conversation | different places. ister it? but you have got to do it. That is 
the main points as to his investments | Mr. M.: Probably not: probably the | where the flexibility comes in, becaus 
and roendlg Then Mr. Manning pro- | Tells About Interest courts would come in and A tes oo them | the life companies are not pHa a 
posed a program or an “engineering| Earned by Trust Company over to another trustee nor do they wish to have these depart 
analysis,” which appeared in THE NATIONAL > | her asa ments where they must do it in the 
UNpERWRITER, March 10. When this propo- | PB eds : sr po Basen ré a Boo Losses on Trusts Have future : 
sition was made to Mr. Eubank there | oo, SO™PSmies Pay, abou me avs Been Infinitesimal Ai cs . 
was an opportunity for further canvass MR M:O —— oe “thle Mr. E.: Have there been many cases Both Institutions Make 
rhis is the running fire of questions and | Sorter ‘I then may har shes nog vh of losses under trusts Charge for the Service : 
answers following the presentation of | oa a percent at oak team pgs 5 Mr. M.: As I remember it. I think Mr E oe genes thn deme: ee 
the formal program: lout. I would not say there would be a/| the American Bankers Association | pany is paid for doing that The life : 
MR. MANNING: What do you think | great deal of difference between the in- | Made a very careful analysis of that, ] comy say they will administer it 
of that proposition, Mr. Eubank? | come from a life company and a trust | and the number of losses are so infini-] free. Why should we pay a trust con 
MR. EUBANK: It looks mighty | company 1 think 5 percent would be tesimal you might say there have bes nj pany when they will do it free? ’ 
good. I am wondering why you, as aja fair rate to assume. It has to invest | © losses at all. On the other hand Mr. M.: As I intimated to you befor ; 
life insurance man, advise leaving this | that money in very, very conservative | ere have been a great many in neces they d n't do it free Fe r instance, they 
in a trust company, instead of with a | securities, just the same as the life com- | Where the estat under careful m et uld give you back all the interest : 
life company in the form of monthly | panies ment has depreciated 10 or 15 percent. | they carn, minus a small percentage. As 
payments? I understand it makes MR. I Is there anv charge for ad That would not be possible under life} a matter of fact, there is a half percent 
monthly income payment contracts. ministering it by a trust company? nsurance — because var wd ite com 5 th _ —— is e me we co ay 
> : r pany merges the assets with tits cor thing tor nothing, and tt they did vy 
Explains Difference in ve : Rag aa pees pr rate funds ifa life company would would not have them do it, anyway 
the Two Methods happen to fail then your funds would Mr. | I guéss I would be suspi 
; . lon’ cav there ic _ re "We 
MR. M.: Well, there is much to be | Charse, Made as to - ge le tage Boeri «me cod fue: ee 
gee ae Administering Trust chance of a life company failing tha nk you woul 
said on both sides. In a great many a trust company. Under the two forms Mr. F Well, I think the pla s all 
instances I would advise having that MR. M.: That charge is pretty well] if there was a chance for either I would] right, Mr. Manning, I am going to : 
done. I am not so sure that in this | defined by the state. In Massachusetts | rather take my chances of salvaging my | adopt that in toto : 
particular instance it would not be wise | the trust companies are allowed to] property out of the trust company than Mr. \ I want to congratulate you : 
for you to do the same thing. Since | charge 5 percent of the income; some | the other because I think it is the best thing you | 
you have asked me the question what] charge 6. I understand in New York ever did in your life 
the difference is, I will try to tell you. | you have a graded scale which starts Investment of Funds - 
When you leave a trust fund with a] at something like 5 percent on the first Held by Trust Company Start of Income Under 
life company it is pretty inflexible. In | $2,000 and is graded down. On an in Mr. J w are the proceeds of the Trust Agreement 
other words, there are no discretionary | come of this size I should think prob- | these jy funds that are put i OUFSTION oe 
powers. If you had allowed Mrs. Doe | ably the total charge would not exceed | tryst wi trust company invested? | this income begins under the trust 
$300 a month, if something arose where | $5,700. That is a_ very, small Mr. M ll. that is a very interest sresmans . : = — 
she needed $2,000 or $3,000 she could | charge considering the tact t they | ing ny om the manne is ot Mr M oe eee 
not get it, all she would have would | are going to act as advisor to your wife | ceived the trust officials go over the | Colegrove Tea te See aati ‘ Pena 
be the income unless you had made|and to your children during not only | tynes of securities that they think is] answer that i , 
some provision whereby she could] her lifetime but as long as they live, | \ice to invest this money in and before Mr COLEGROVI Deactientie thes 
withdraw in any one year, or series of | and finally distribute the principal I | they actually do that there is a check up ame question was discussed ap at the 
years, certain amounts from the prin- | think New York state is different to] 1. ‘the executive committee In other] Wald of nee Te + plies oe we i 
cipal. You must stipulate what that is. | Massachusetts, there is a_ final charge | words I might sav before that monev | dav session of trust officers consider real 
That has its drawbacks, because if the | of 1 or 2 percent of the principal at the | j, actually invested that the schedule] some of the practical problems of estate 
wife has the privilege of drawing say, | end of the period, some x0 or 40 years | goes through at least half a dozen hands | administration le is alw lane the nolics 
$2,000 a year from this principal in addi- | away Roughly speaking it runs some for check and recheck. Of course. you f the éeust enmeneny to eat the fon “ 
tion to the income, if she happened to] where between 4 percent and 5 percent | Lnow the trustee funds are very much S the Geceneed 6 enee wah nh tn 
—_ it = first Nec and the pons of the income. different than the funds that vou and I necessar\ Sadia wich they w AY andl 
she might be working against hersett, swoatel ie et i Th "'¢ ford to GS LTS eR eee j " 
ar icon if that is in the hands of a| Life Company Really _ ot te pte: a A psec a fe nae Pct fhe r . ee atl “Pr Ph wen 7 : Se i 
good trust company, that trust company Charges for Its Service wetew meaty tahoced Once ia & whik wee ney naemninet tes . Ma —— 
might check perhaps an extravagant Mr. E.: You think the net amount | a trustee will invest in an industrial or | come, quarterly, sometimes monthly ot 
wish and prevail —, her to leave that received trom a trust compat vy would | public utility. or something like that a special provision might even be made 
income, small as it is, just exactly where |) an the average just about as much| which is rather speculative But rarel ere ar t other funds available 
it Is. In other words, the trust c m as from a life comy any, nd in addition | do you find in these trustee tune ls any from the general estate. that a certai 
pany acts as a kind of Uncle Bill have this flexibility ? thing other than the same kind i things amount shall be available immediately 
Trust Company Becomes Mr. M Well, a life company charges the lite a on | ott er conserva upor llecti mn from insurance con 4 
a Financial Advisor you for administration the same as a vel ons inves nies for in mediate issessments lat Is 
trust company For instance, the lite Flexibility of Trust something t ve worked out at the time 
I like to think of them as a kind of | companies earn around 5.3 or 5.4, and Cc y Se Bunteined the agreement ts set up 
Unele Bill that is acting in the place of | they allow you about 4.8. The actual ay 5 as ‘ 
the husband in that fatherly and uncley | charge is between 4.8 and 5.3. Wher Mr. E Does this trust fund ar Banks That Can Handle 
way in which an Uncle Bill can do. I | you compare that with the other way of | rangement that you suggest provide any Trust Agreements 
do not say perhaps in some instances | doing it, charging so much percentage | flexibility as to the use of the income, OUEFSTION Can a state bank orf 
it would not be better to leave it with | on the income and grading it down | the principal in the event of an emer national bank act as a trustee 
the life company. I think there is more | there is not a great deal rence gency ‘rising? . Mr { If they have power to act 
flexibility in the administration where | Mr. E.: Suppose the trt company Mr. M Yes is trustees National banks have to 
it is handled by the trust company in- | failed? Mr. | Does it give the trust ni poly tor that power There are state 
stead of insurance company As I see Mr. M.: That is a possibility, but tl inv power banks. not trust companies that have 
you. vou are going to be a man who is} funny thing about that is it does t Mr M That is ne of the most! trust powers It requires a power 
going to grow You are going to add | affect this trust fund at all aluable parts of the whole thing, |] granted for that purpose 
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holders, or a partnership, arrange in- 
surance trust advantageously as can an 
individual? 

Mr. C.: They undoubtedly can. The 
whole question of creating an insurance 
trust with business insurance for the 
protection of control for the assurance 
of a continuation of the control of a 
closed corporation into live active stock- 
holders is receiving a great deal of 
attention. It is being worked out. It 
is something which is going to develop 
on a tremendous scale. There is no 
doubt about it. The same would apply 
in the case of partnerships. The details | 
details to 





and there are a great many 
be considered in any contract entered | 
into by these stockholders or partners, | 


whether corporations or partnerships, as 
the case may be—the practical details 


of the trust agreement are something | 
which I can’t discuss in a few minutes. | 
We are giving that a great deal of 


thought and we will be in position to 
cooperate on that type of trust. 


Points Out One Advantage 
of the Trust Company 





Mr. M.: May I interject a word here 
regarding that? A man died recently in 
Boston where they had business insur- 
ance payable to a small corporation. 
The money came in at a time when col- 
lections were “bum” and there were 
also some notes to be paid. This par- 
ticular man used a portion of that in- 
surance money unlawtully in paying the 


claims of the company, because the 
agreement stipulated within 30 days 
the money should be turned over for | 
the stock interest which the 


\s a result he had to 
long term notes for | 
the insurance money. 
could not have occurred 
directly gone to the 


widow of 

the deceased had. 
negotiate some 
about half of 
That situation 
had that money 
trust company. 

QUESTION: Is it a usual thing for 
the trust company to waive or modify 
the statutory fees on the principal of the 
trust? 


Trust Company Must Abide 
By the Agreement 


Mr. C.: No. 
QUESTION: Mr. Manning stated 
that if the widow needed $2,000 as a 


matter of necessity she could get it from 
a trust company. Does the trust com 
pany do that on its own authority or 
get the authority from the trust? 
Mr. C.: It has to be authorized in | 
the trust agreement. That is decided | 
upon when the agreement is drawn and | 
it rests with the insured to provide any | 
workable practical plan that suits him. | 
is all determined in advance. 
| 





That 

QUESTION: I would like to ask 
Mr. Manning if he reads that entire | 
program that he read to us before his | 


client, or whether you say it. 

Mr. M.: 1 give it to him to read and 
I shut up until he finishes it and some- 
times | sit there for 15 minutes. 


Use of Alternative Plan 
Is Well Explained 


QOUESTION You mentioned that 
you suggest an alternative plan. Don't 
vou find by doing that it gives the man 
a chance to stall and say that he would 
like to think it over, thereby minimizing 


the sale. 

Mr. M.: No, I think the effect of 
having a choice is much better than 
staking the whole thing on one throw. 


If you are not salesman enough to close 
him at that time, the fault is more yours 
than the client's. 

QUESTION: If the trust company 
has discretionary power and the benefi 
ciarvy under the trust makes a request 
for a couple of thousand dollars out ot 
this fund and it is seen by the trust 
company that it is really needed can the 
trust company withhold that fund from 
the beneficiary? 


Trust Agreement Can 
Specify Practical Plan 


Mr. ¢ It depends on how the trust 
is drawn. | want to emphasize that the 
trust agreement can specity any practi 


| could 


| Life Underwriters 


| Vice-President 


| bitious man, 


UNDERWRITER 


cretion of the trustee. These payments 
on the principal can be provided to be 
made in the discretion of the trustee or 
request of the widow, or they can be 
limited to any specified amount in a cal- 
endar year. That can be put on a basis 
agreeable to the insured. 

If he says, as he often will, and as he 
often says to us in selling our services 
as executor and trustee, “I have confi- 
dence in my wife to handle my estate. 
She is just as able a business person as 
I am and I think sometimes more able. 
I am perfectly willing to leave my in- 
surance in her hands. I have not the 
slightest doubt she will take care of it.” 
You can turn around to that man and 
say, “We will grant your wife is just as 
able to handle that money as we are 
We will assume that she is. Even if 
she is there is another big reason why 
you should not put that money in her 
hands. You are imposing on her an 
absolutely unnecessary embarrassment 
in a situation which arises whenever a 
man dies and is known to all the rela- 
tives on both sides of the family that 
someone has cash in hand. The man 
has not had that cash. He has had all 


his capital at work. He dies and car- 
ried a large amount of insurance. The 
widow has $50,000 in cash and every- 


body in the family knows it. He is put- 
ting on that widow an embarrassment 
which he never faced in his lifetime. 


How Money Is Bored 
Out of the Beneficiary 


Suppose he has a daughter. A daugh- 
ter marries a perfectly fine fellow. The 
young fellow is working at a salary of 
$3,000 or $4,000 a year. He has had a 
dream of getting into business for years. 
The father dies and in the course of six 
months or a year when things are 
straightened out the daughter and the 
son-in-law begin to figure, “If we could 
get $10,000 of that insurance money we 
get started in business.” They 
plead with the mother and she is put up 
against the alternative of risking that 
money or risking a family break. She 
does not want the family break, so she 
risks the money. A _ year and 
she has to risk another $10,000 to save 
the business. It is an old story. That 
idea of putting the embarrassment on 
his widow is just as big an argument 
as you have in selling protection for 
that money. 


QUESTION: 


passes 


Is it customary for a 


trust company to invest in its own 
mortgages? 
Mr. C.: The law of New York State 


forbids it 


McDouall Speaks at Detroit 
Leslie G. McDouall, trust officer of 
the Fidelity Union Trust Company ot 


spoke before the Detroit 
Association this week. 
has done much to 


Newark, N. J., 


Hiis trust company 

cooperate with the life agents in creat- 
ing life insurance trusts. This gather- 
ing is the second in the series of trust 


talks conducted by the life in- 

men. Frank Blair, president of 
Trust Company of Detroit, 
presided. George Klein, prominent De- 
troit attorney and a director of the 
Union Trust, introduced the speaker. 
The next speaker in the series will be 
M. A. Linton of the 
Provident Mutual, who will be on the 
platform next Wednesday evening. 


company 
surance 
the Union 


WHAT’S AHEAD? 


That question is in the mind of every em 
It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 ip 


| assets and over $330,000,000 insurance in force. 


More than 3,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


cal plan at all for the limitation of dis mee eee 








March 18, 1927 





Stock Quotations of 
Western Companies 











H. W. Conelit 
Co., the Chicago 
furnishes the fe 
tions: 

Stock 


Abraham Lincoln 
Agricultural Life. 
Amer, Bankers... 
Amer. Drug. Fire. 
Central Life, Ill.. 
Chicago F. & M.. 
‘hicago Natl. Life 
‘olumb. Nat. Fire 
‘onserv. L.., Ind.. 
‘ontinent. A., TIL. 
‘ontinental Cas.. 
‘ontinent. L., Mo. 
Detroit Life...... 
Detroit Nat. 
Des Moines L&A. 
Dubuque F. & M. 


Farmers Nat. Life 


Ferre 
Surety... 


Federal 
Federal 


General Cas. & 8. 
Grange Life..... 
Great Amer. Cas 


Internatl. 
Inter-Ocean 
Inter-South. Life. 
Interstate Fire... 
lowa Natl. Fire.. 
Iroquois Fire.... 
Lincoln Nat. Life 
Metropol. Fire.... 
Michigan F. & M. 
Milwaukee Mech. 
Missouri State L. 
Montana Life.... 
No. Amer. Life 

Northern States L 


Northw. Cas. & 8S. 
Northw. Nat. Fire 
New World Life. 
Ohio Natl. Life 

Old Colony Life. 
Old Line Life.... 
Oregon Life...... 
POOTTR ESO soc ccc 
Pioneer Fire .... 
Presiden, F. & M. 
Security Life.. 

Southern Surety 


Standard Am. Fire 


St. Paul F.& M 
Union Cent. 
Western Un. Life 


Wis. Nat. Life... 


*Ex-Dividend 


Minnesota 


The annual ag 
Minnesota 
Blake's 


30-Sept. 1. 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 
ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 

WYOMING 


a 


AU Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Stondard 


Disability and Double Indemnity 
Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 














LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 








ARE YOU SATISFIED WITH YOUR JOB? 
= 


Are your earnings all that they should be, and is your job 
capable of expanding into what you wish for the future? 


IF NOT, a real opportunity is offered to you in the State of 


ALABAMA 


This state is the home of the greatest industrial center in 
the entire South and where thriving industries are, business 
is always good. 

Your communication will be treated with confidence. 


THE FOLMAR AGENCY, of ALABAMA 
Southern Managers 


The Louisiana State Life Insurance Company 


Executive Offices Branch Office 
Troy, Alabama Shepherd Bldg. 
Montgomery, Ala. 
oe —_— 


IRA F. ARCHER 
Superintendent of Agencies 























ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 
Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 

maticaily at age 5 without re-examination. 
Our special low rate policies to business and 
professional men are fast sellers. 

We write women on equal basis with men. 
Splendid agency openings are now available. 
Write William Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 

















279 Newspaper Reports 


Give just that number of Deaths due to Carbon 
Monoxide Gas Poisoning for the six months ending 
December 31, 1926. 


From Maine to California and Minnesota to Texas, 
these reports were received by the John Hancock Mutual 
Life Insurance Company, in connection with its warning 
to the Public. 


Deaths from this cause is no respecter of localities, 
and cold weather increases the danger. Look at the 


record: 

BD -snteeeenecseducns 6 QaRSREP cc ccccvcscese 29 
DE swinavsweseeesee 7 November ........... 56 
September ........... 12 December ........... 169 


We think there is need of our Warning and ask the 
insurance fraternity to spread the information. 


Booklet describing the danger mailed to any under- 
writer interested. Apply to Inquiry Bureau. 





Lite INSURANCE COMPANY 


oF BosTON. MassacnusEtTsS 


197 Clarendon St., Boston, Mase. 
































Annual Statements 


January I, 1927 


Etna Life Insurance Company 


Life, Accident and Health, Liability andd Workmen’s Compensation Insurance 
Life, Accident and Health Group Insurance 


AND AFFILIATED COMPANIES 


Etna Casualty & Surety Co. 


Automobile Insurance Co. 


Standard Fire Insurance Co. 


Automobile, Fire, Marine, and General Casualty Insurance-Fidelity and Surety Bonds 


HARTFORD, CONN. 
MORGAN B. BRAINARD, President 


77th Annual Statement 


‘Etna Life Insurance Company 
Capital Stock $10,000,000 


(To be increased to $15,000,000 by vote of stockholders. 
Received on capital stock accowat $4,657,850.00) 


Assets 
Liabilities 


Surplus to Policyholders 


$ 966,792,044 
435,278,852 
2,931,020,467 
93,363,014 


Life Insurance Paid for in 1926 
Increase in Life Insurance in Force 
Life Insurance in Force 

Premium Income 


20th Annual Statement 


Etna Casualty & Surety Co. 


Capital Stock $2,000,000 
$27,672,539.89 
Liabilities 18,538,057.09 
Special Contingency and Security Reserve 
Fund 


Surplus to Policyholders 9,134,482.80 


$300,408,821.00 
266,057,053.49 
34,351,767.51 


51,720,114 
629,979,727 
3,074,170 
26,214,171 


Payments to Policyholders During 1926. .$ 
Paid Policyholders Since Organization... 
Payments for Taxes in 1926 

Increase in Assets 


14th Annual Statement 


Automobile Insurance Co. 
Capital Stock $5,000,000 
$25,214,448.96 
17,848,175.49 


750,000.00 
6,616,273.47 


Special Contingency Reserve Fund 
Surplus to Policyholders 


17th Annual Statement 


Standard Fire Insurance Company 
Capital Stock $1,000,000 


Liabilities 


Surplus to Policyholders 


$3,148,893.45 
1,414,110.82 
1,734,782.63 





